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EFORE the lid blew off at Pearl Harbor our 

resident organization in the Philippines was 
ready for possible trouble. As a result we had one 
of the largest and best stocks of high-grade Manila 
Fibre in America on hand ready to supply our 
customers. But “Now we are engaged in a great 
war, testing whether’ we, as a nation, ‘can long 
endure.” We know that our customers will approve 
of the fact that all of Columbian’s tough, long- 
lasting Pure Manila Rope has been reserved for 
the Army, the Navy and the Merchant Marine. 
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“PIG BOAT” 


PAINTED BY WORDEN WOOD 








The submarine, sinister man-o-war, is affectionately called “pig boat” by Navy men. 
Stealthily, her crew plays a game of high stakes with the enemy, stalking convoys 
to disrupt his supply lanes. Often at sea for months, living submerged by day and 
surfacing only at night to recharge batteries, submarine service is one of the Navy’s 
toughest jobs. 


Yes, these ships need rope too. It is our job to see that the “pig boats” as well as the 


rest of our fleet put to sea with all the rope they need. Won’t you do your part by “ 
. . ¢ « ¢ or: 
conserving what rope you have and re-ordeging only when absolutely necessary? C 
t] 

a The illustration is from the “American” Series of United States Naval 
Vessels. Write for a full color reproduction suitable for framing. D 
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<n, AMERICAN MANUFACTURING COMPANY 


n NOBLE and WEST STS., BROOKLYN, N. Y. | 


a” ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 
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ST. LOUIS, MISSOURI 


SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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DEALERS BOOST VICTORY GARDENS 


Get behind Health Campaign...Educate Public to Grow 
Unrationed Fresh Vegetables on Home Front... 
Build Good Will and Store Traffic 
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VICTORY GARDEN WINDOW DISPLAY IDEA— This kind of window display, including a typical 
garden with real earth against an attractive poster, is suggested as an idea for your Victory 
Garden drive. You can easily make such a display for your store. Note the scarecrow with 
the cheerful message—a powerful sales stimulant for garden equipment this year. 


DEALERS COOPERATE TO SHORTEN 
HOURS — SOLVE WAR-TIME 
PROBLEMS 

Agreement among all dealers 
in a community to shorten store 
hours has been found to be a 
good way to meet manpower and 
scarcity problems. Shorter store 
hours are reported to do away 
with overlapping staffs and need 
or extra help. As well as saving 
Inanpower needed in the war 
effort, this step allows more time 

* business planning, and pro- 
longs business life by slower sales 
of irreplaceable or hard-to-get 


items. 
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dealer who could get no 
sponges. Finding a lot of 
waste scraps of chamois 
around the store, he sewed 
them into rough balls, and 
sold a sizable number. In- 
genuity can often make tidy 
profits out of ‘‘waste”’. 


ABOUT “SUBSTITUTES” 


The word ‘“substitute”’ 
should not necessarily imply 
an inferior product. Re- 
placement items now being 
developed include stoves 


‘ 


| frigerators of 


made partly of wood, sinks 
of wood and chinaware, re- 
wood and 


| plastics—together with a 


wide variety of plastic and 


| “tempered pressed wood” 


products which may prove 
to be as good performers as 
pre-war models. 


Tempered pressed wood 
products, for instance, al- 
ready include wastepaper 
baskets, wall switch plates, 
refrigerator walls and doors, 
mail boxes, kick plates and 


Dealers are planning a new 
way, this Spring, to turn their 
stores into wartime community 
service centers, by stimulating 
Victory Garden activity to meet 
the threat of food shortages. 


Total rationing of canned 
goods, lack of farm labor and 
the increased food needs of our 
Allies and our own Armed 
Forces, create a situation which 
can only be met in the neigh- 
borly American way—and with 
the help of every hardware 
dealer. 

The U. S. Department of 
Agriculture has planned a big 
promotion effort to make Amer- 
ica grow Victory Gardens in 743. 
In every community where Vie- 
tory Gardens are possible, deal- 
ers are preparing to stock the 
essential equipment. There are 
indications that sufficient garden 
tools have been held in reserve 
by suppliers to meet most indi- 
vidual requirements. 

Besides doing a necessary war 
job, this part of Yale’s War- 
Time Progress Plan is designed 
to increase store traffic, build 
good will and future sales for the 
Hardware Trade in general. 


push plates for doors, lockers, 
medicine cabinets, radiator cov- 
ers, stair treads, floor mats and 
house numerals. Dutch ovens of 
iron and glassware, and a glori- 
fied kiddie car made entirely of 
wood, right down to the hickory 
axle—are further examples of 
wartime products able to help 
pull you through the metal 
shortage. 








Follow the YALE War-Time Progress Plan... Regularly in Your Hardware Papers 
THE NAME YALE HELPS MAKE THE SALE 
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4 WAYS TO SAVE WITH 
PURE SPIRITS 
OF TURPENTINE 


















SAVE PAINT... 
Thin your paint with 
Pure Turpentine. 
Clean, clear, water- 
white, it blends without 
discoloring even the 
palest paints. And, rich 
with pinene, it attracts 
oxygen, thus aiding 
quick, even drying. 





SAVE BRUSHES...A good brush nowadays is 
hard to find! Make sure yours is cleaned carefully, 
just as soon as you’re through using it. Then sus- 


pend bristles in Pure Turpentine. 
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SAVE SURFACE... Pure Turpentine helps pro- 
tect surfaces from action of elements. Because it 
penetrates deeply, the paint when dry is anchored 
firmly, therefore, is less liable to crack and scale. 
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SAVE MONEY... Actually, the best Turpentine 
money can buy averages only 2¢ for every dollar 
spent on paint. And what a whale of a job it does! 
Get Hercules, now sold in convenient handy-pour 
glass containers as well as cans. 


& 
eed da tk tt? 
i 
& 
? 
4 
+ 


as 


= —) 


| HERCULES | 
| TURPENTINE | 


| 
| 


=D 


Spy 





ee ee ee oe ee ee ee ee ee ee ee ee ee 





~ Kk \ 
PRODUCT Or 


NAVAL STORES DEPARTMENT 
HERCULES POWDER, COMPANY 
INCORPORATED 
938 Market Street, Wilmington, Delaware EE-35 
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ETERANS of Peacetime Building 


are now serving their country 
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INE service records have en- 
abled National products to 
pass rigid government specifica. 


tions to fit them for war duty. 


Many members of this extensive 
line will be absent for the dura- 
tion because their services are 
urgently required during this all- 


out-for-victory emergency. 


National 


will remain a name synonymous 
with the best in builders’ hard- 
ware because even now, with all 
energies focused on the present 
conflict, we are also looking be- 


yond into the postwar era. 


We pay just tribute to our many 
loyal dealers and their trade for 
keeping faith in our products and 
in our sincere desire to serve 
them to the best of our ability 


from limited stocks. 


We look forward to an early 
return of the day when your re- 
quests for any hardware product 
of this extensive line and many 
additions can be furnished in any 


desired quantity, and quickly too. 
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NATIONAL MANUFACTURING COMPANY 


ILLINOIS 
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No fighting man in history has ever had medical 
protection and care to equal that organized for Amer- 
ica’s soldiers and sailors of today. To provide proper 
hospital facilities in every military area, much new 
construction has been necessary, and scores of great 
medical centers now stand ready to serve, with more 
being built. 

The hardware for doors, windows, cabinets in these 
vast projects runs into millions of units, much of it 
made by Stanley. 


1843 [ STANLEY ] 1943 


TRADE MARK 














To supply this need, and the hardware require- 
ments of other vital buildings for war is the foremost 
job of The Stanley Works today. The “E” flag we 
proudly fly over the Hardware Division is convinc- 
ing evidence that Stanley workers are doing this job 
well. The Stanley Works, New Britain, Connecticut. 
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“I TRIED PERFECTION MILK FILTER DISCS FOR / 
WEEK AND I’M GOING TO KEEP ON USING THEM! 





America’s wartime demand for improved 
quality of all Dairy Products has made pro- 
duction of clean milk more important — more 
urgent — than ever. Dairy Farmers in your 
territory will welcome this Free Trial offer. 


Free display material in every case will tie in 
your store with this powerful advertising cam- 
paign. The combination package consists of 
one regular 100-disc package and a 14-disc 
“Free Trial” Package, banded together as 
pictured. 36 Combination Packages in a case. 


Order from your jobber now. 
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Farmer 





Yes, 12 million advertisements of thissensational /¥ 
offer will appear in 21 leading National and fe 
State Farm Papers during April, May and June. | 


One week's supply of 14 Perfection Milk Filter 
Discs FREE with the purchase of a 100-disc pack- 
age! Money back if not satisfied after using 
“Trial” package. Dairy farmers can see for them- 
selves the faster filtering speed, unsurpassed 
efficiency, greater capacity, extra thickness and 
wash-resisting strength of Perfection Milk Filter 
Discs! It is this combination of features that 
assures trouble-free performance of Perfection 
Milk Filter Discs... that means new customers 
and extra year ‘round sales for you. Order a stock 
of Combination Packages from yourjobber today! 

During the period of the “Trial Offer”, 

freight prepaid on 3 cases or more. 


SCHWARTZ MFG. CO °¢ Two Rivers, Wisconsin 
America’s Oldest Makers of Milk Filter Discs 
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Hens Auxiliary Food Force 


Wanted...HAFF Recruiters 


ADVANCE NOTE: 


This message will appear in 


three national magazines during April. Get ready for it. 


Food Shortage? There need not be for your 


home. Plenty of loyal and cooperative feather- 
ed Americans are waiting to volunteer in the 
HAFF (Hens Auxiliary Food Force). They’re 
eager to enlist and augment America’s food 
supply, in “‘a henne ry for every home.” 

All you need do is decide now to put a HAFF 
Hatchery on one side of your garage, and a 
Victory Garden on the other. 

Go to your neighborhood hardware merchant 
for advice and help. His stocks of famous 
Clinton Brand poultry netting and other sup- 
plies are low, but he'll help to his limit—and 
you'll find him resourceful. He knows it takes 
only a little poultry netting for a family-size 


hennery . . . and the more families who recruit 


HAFF Hatcheries and plant Victory Gardens, 
the more food America can spare for our boys 
abroad, and for needy allies. Do it now! 





FREE TIE-UP KIT FOR DEALERS 


Millions of families will want to recruit HAFF hatcheries. 
Attract this traffic to your store with free kit we'll send 
you. Whatever help your stock or resourcefulness can 
give is service you'll be remembered for. Free material is our 
contribution to help you create sales in today’s difficult 
conditions . . . with the hope vou, in turn, will remember 
Wickwire Spencer on orders to your jobber, particularly 
after the war. Free kit contains: 
1 Window Poster enlargement of above illustration, in- 
viting people into your store. 
1 Window Poster a United Artists star HAFF recruiter. 
1 Newspaper Mat of illustration with suggestions for 
(a) newspaper advertising, (b) free newspaper publicity. 
Plus suggestions for publicity stunts, promotion tdeas, ete. 


Please send request on vour business letterhead. 
1 i 











WICKWIRE SPENCER STEEL COMPANY 


500 FIFTH AVENUE NEW YORK, N. Y. 


FAMOUS FOR QUALITY IN POULTRY NETTING, HARDWARE CLOTH, INSECT SCREEN CLOTH, WIRE, WIRE ROPE, 
SPRINGS, METAL CONVEYOR BELTS, INDUSTRIAL WIRE CLOTH, ELECTRICALLY WELDED FABRIC FOR CONCRETE 


“STANDS FOR 
FRIENDLINESS 
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DIETZ LANTERNS 
ARE MADE OF 
SCARCE MATERIALS 


—here’s how your 
customers can keep 
theirs in good service. 





Always keep filler hole 
covered—if cap is lost, re- 
place it. Occasionally, 
when fuel is low, drain out 
the fount to remove any 
accumulated moisture to 
prevent pitting, leaks, etc. 





Keepwick properlytrimmed 
—replace it when neces- 
sary. 

To properly trim wick, 
cut straight across top— 
trim away any extended or 
loose threads, nick the cor- 
ners slightly. 





Keep globes clean. Dirty 
globes reduce visibility. 
Replace damaged ones. 

Don't turn wick too high. 
This creates soot, clogs 
tubes, reduces air flow, 
cuts down candle power, 
wastes kerosene. 


KEEP A 
SUPPLY OF 
DIETZ LANTERN 
REPLACEMENT 
PARTS ON HAND 


eS 

DIETZ Lantern globes and 
wicks are always steady 
sellers. We recommend a 
good stock of globes and 
wicks, with a smaller stock 
of burners, and filler caps 
for maintenance and re- 
pair. 
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DIETZ No. 2 “D-LITE” 
STREAMLINE LANTERN 


DIETZ “LITTLE WIZARD” 
STREAMLINE LANTERN 


GD 


DIETZ “MONARCH” 
STREAMLINE LANTERN 


Stock and sell DIETZ LANTERNS 
only for vital needs and emergencies 


Our armed forces, war plants, defense and 
civilian protection services are appreci- 
ative of the value of DIETZ Lanterns, 
because of their well controlled light and 
positive performance. Such groups have 
first call on our output. 

Please, use good judgment in your 
sales of DIETZ Lanterns, selling only for 
essential needs. We can accept only those 
orders that carry a priority rating. 

The materials used in the manufacture 
of DIETZ Lanterns, in the most part, are 
important in wartime — many are scarce. 
Therefore, if a customer can repair his 
lanterns from parts supplied by you, more 
lanterns will be available for vital needs 
—perhaps to meet sudden emergencies 
that come without warning, particularly 
where illumination may be restricted. 


Some changes and substitutions of mate- 
rials may be made in DIETZ Lanterns, in 
interest of conservation, but FUNCTION- 
ALLY NO CHANGES have been made. 
The same high candle power, the same 
operation, the same long life that have 
made DIETZ Lanterns dependable for over 
a century will be faithfully maintained. 

The control of flame that permits a choice 
of abundant portable light, or a low, con- 
trolled glow, is a wartime feature of DIETZ 
Lanterns. 

There is a DIETZ Lantern for every essen- 
tial purpose — greatest economy of fuel 
consumption with undiminished light. 
Proven efficiency prevents failure in opera- 
tion. DIETZ Lanterns burn dry to the last 
drop without interruption, when properly 
cleaned and serviced. 


18340 DIETZ COMPANY 


mS NEW YORK E1943) 


Total output sold exclusively through the regular jobbing trade—no private brands 
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O nares Jraining Schools 


for Westinghouse Retail Conservice People 


With the man power situation becoming more acute every day. 
here’s just the kind of help you need in solving your service problem. 

These Conservice Schools take the newest recruits, men beyond the 
draft age as well as women, high school lads and other deferrables and 
give them a thorough schooling in appliance servicing. 

Starting with the basic principles of electricity, the course includes 
films, charts and demonstrations. Candidates are taught how to spot 
trouble, make repairs right on the job and give pointers on the care 
and conservation of appliances. 

You'll want to have your customer service people 
represented at this school. So get in touch with your West 
inghouse distributor and let him know how many will 
attend the class that meets in your territory. 


Tune in on John Charles Thomas. NBC, Sunday at 2:30 P.M., E.W. T 
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3 DA Y. S Pec ce Toining 
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frigerator and 3aoDAY ee qi 
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Each day calls for a full eight-hour session. 
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CRITICAL MATERIALS 


Cooperate with Toor industry! 
Put Vivally Mewded Scrap Back inte The Scvep 


























Especially NOW when so many gas stations are 





14 


going out of business. Are you getting your share of sales 


of motor oils and greases? 


Your “best bet” is in well known brands—such as the 
APEX FILM-X and PROTEX lines — recognized every- 
where for quality, lubricating efficiency, economy, and out- 
standing value. 


The APEX line offers the popular types of oils, greases, and 
allied products for which there is a profitable retail demand. 
It includes specialized, tested, “top performance” lubricants 
for automobiles, trucks, tractors, farm machines and indus- 
trial machinery. APEX Products come in all required sizes 
of containers. Oils are also available in 30 and 55 gallon 
drums for profitable selling to bulk trade. 


APEX FLY SPRAY —a time-tested product, is 


both an effective killer and a repellent. Available in both 
FILM-X and PROTEX Brands. 


“The largest supplier of Motor Oils and Greases to Inde- 
pendent Hardware and Implement Dealers in America." Job- 
bers in over 40 states, Canada and Mexico sell APEX Products. 


APEX OIL 


MANUFACTURERS 


OF Ff TS 


PETROLEUM PRODI 


10-200 17th AVENUE NO MINNEAPOLIS, MINN 









We'll be at the 


Convention 


of the Southern Jobbers at 
Hotel Claridge, Memphis— 
April 12-14. Look us up and 
get the full APEX story. 
Ask about APEX selling 
helps. 


ul jobbet 
About 


apex To 


ask ¥° 
day! 
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PARMAK 


PRECISION 


ELECTRIC Bian 
FENCERS PROFIT iy 


et They Are In Huge Demand 
© You Get Prompt Delivery 
oO Large Discounts-—Freight Paid 





Shortage of ordinary fencing materials and labor 
makes electric fencing the farmer’s solution to 
increased wartime stock and crop production. As 
it saves so much material vital to war, electric 
fencing has been recognized with a large allocation 
and high priority. 


NATIONALLY ADVERTISED (for Years) 


PARMAK Advertising appears each month in 
farm publications with a combined circulation of 
more than ten million. The Largest Selling Brand 
—proved on over 200,000 farms. 


EXCLUSIVE DEALER FRANCHISE 


Sold direct from our factory to established dealers. 
Good discounts and large profits. Exclusive sales 
franchise, sales program and national advertising 
enables you to cash in on an increasing demand. 
Please mail coupon TODAY, as territories are 
rapidly being closed. 


MAIL THIS COUPON 












This fine precision model 
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EMEMBER that your customers can 
still purchase Hand and Windmill 
Pumps and Cylinders* when necessary 
for maintaining farm production, Re- 
member also that MYERS Pumps, long 
preferred because of their outstanding 
quality, are still available in substantial 
quantities. Here indeed is a real oppor- 
tunity for building business around the 
many exclusive MYERS features, The 
patented rolling-motion, easy operating 
cog gear handle —the full size, full ca- 
pacity GLASS VALVE SEAT Cylinder — 
the extra long handle —the large air 
chamber with syphon spout — the strong 
rigid pipe stock and heavy polished piston 
rod—attract buyers and satisfy customers. 
* Extra cylinders are now classified as repairs 
and are available in quantities sufficient to 

take care of all needs and without rationing. 
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Either a MYERS factory representative or 
the MYERS jobber in your district will 
gladly give you full details about the 
* many merchandising advantages and pres- 
ent availability of this world renowned 
line. A posteard or letter will suffice to 
get you the information. Write today. 







ee THE F. E. MYERS & BRO. CO. . 





‘. OF FARM OPERATING EQUIPMENT 
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IT OVER 
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STILL AVAILABLE 


WNu-Glaze 


Glazing Compound 


M\ADUCO 


PLASTICS 


VICTORY 


Wood & Felt Weather Strip 











Since Pearl Harbor we have been practically 100°, in 
war work, and we are turning out hundreds of patterns of 
STRUCTURAL SHAPES (the sustaining framework of strong, 
tough metals) for airplanes, in a multiplicity of widths, 
gauges and tempers of metal. Among other items are 
valves for gas. masks, of Maduco Plastic. 

With the experience gained in 25 years of rolling, forming, 
stamping and casting metals, our trained personnel, ma- 
chine shops and machinery enabled us, overnight, to turn 
our facilities to war production. 

When Victory comes, we shall again return to the happy 
task of serving you with our well known Quality Products 
of other days, and new, improved merchandise that will 
further seal the bonds of our business relationship with the 
independent merchants of America. 
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MACKLANBURG-DUNCAN CO. 


Manufacturers 
OKLAHOMA CITY, OKLAHOMA — 
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CUSTOMER'S THERMDs -MADE 
VACUUM BOTTLE “BROKEN”? 


THE AMERICAN THERMOS BOTTLE 


- SS | 


Scllhima 
THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND 
REPLACEMENT FILLER 


* You'll find this simple suggestion will meet 
with profitable response, and help maintain 
your volume of transactions on vacuum- 
insulated goods. 

You cannot get all the new vacuum bottles 
you can sell, for production has been re- 
stricted. But you can get and sell Thermos 
brand Replacement Fillers for Thermos- 
made bottles. 

When a “Thermos” brand filler replaces a 
broken one, it restores full efficiency to the 
bottle —keeps hot things hot and cold things 
cold, just as in a new Thermos brand bottle. 

“Thermos” plays an important part in the 
war effort, helping millions of men and women 
workers on many production fronts to get 
wholesome, nourishing meals. 

Carry a serviceable stock of Thermos brand 
Replacement Fillers, and put every idle 


Thermos-made bottle back to work. 


COMPANY, NORWICH, CONNECTICUT 


Thermos Limited, London 
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SEE HOW PYREX WARE 
HELPS YOU SELL THE BRIDES’ 
GIFT MARKET! 


sweeter they are, the harder they fall... 


oY is PYREX WARE! 










BETWEEN APRIL 20-JUNE 15 
71,000,000 FULL COLOR 
PYREX WARE MESSAGES! 


Gj 











Make your tie-in plans now! Be- 
tween April 20 and June 15, 71 
million Pyrex ware selling mes- 
sages will appear in 25 national 
magazines and 106 Sunday news- 
papers ... all in full color! At least 
one message will reach every family 
in your community. So display the 
full-color proof of this ad you'll 
find in your Brides’ Display Kit. 
It will help make your store head- 
quarters for Pyrex ware gifts dur- 
ing the Bridal Season! 











USE THIS SMART 
FOUR COLOR DISPLAY 


for island, table or window. 
Includes side card. Both 
pieces are double-faced, in 
full color. Features best- 
selling Pyrex oven ware 
items. 


AND THIS FREE 
NEWSPAPER MAT 





for you to use in your own 
advertising in your local 
newspaper. Ties you in 
directly with Pyrex ware’s 
biggest Brides’ Campaign! 
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SHE USED TO MAKE PYREX 
DISHES, today she’s busy on 
war products. Searchlight 
lenses, radio tubes and in- 
sulators, Army table ware, 
hospital supplies— these are 
just a few of the items 
Corning is making for the 
war effort and for which 
Corning has been awarded 
the coveted Army-Navy 
“*E”’. It’s one reason why 
we haven't been able to 
ship you all the Pyrex ware 
you can sell. 


SPECIAL MOTHER’S 


( 
DAY MATERIAL ( 
( 
( 
( 





Mother’s Day means more Pyrex ware 
sales! Cash in on big full page 4-color 
ad appearing in the May 3rd issue of 
en nee Life! Set up a special mass display of 
‘s — — the popular Pyrex Bowl Sets featured 
@P ot in the ad. Use the advance copy of this iy 
= a ad and special Mother’s Day cards in ss 
= your Pyrex ware Brides’ Kit, to help ( . 

pom Z - build up your display. 

a, — 


DISCUSS THIS BRIDES’ CAMPAIGN 
WITH YOUR DISTRIBUTOR’S SALESMAN 


CORNING GLASS WORKS, CORNING, N. Y. 
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— fitted handles make 


SS ASS 


ANYONE 

WHO HAS A | 
UNION | | 
CHISEL 


Tough, 








stay-sharp 
blades and properly 
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users of UNION 
chisels want more of | 
They'll be | 
glad to know of other 
UNION tools, so hand 
them UNION every 


time. 


the same. 








SeREE OAL 
HARDWARE COMPANY 
~The oh 


S$ PAT OFF 


sod -4-01 ich ae) \B CONN. 


NEW YORK OFFICE IS|ICHAMGERS STREET 








LAST ‘CHANCE 


The factory of the Holt Mfg. Co. has been converted 
100% to war efforts, but we still have a few 
machines of the models illustrated below that we can 
sell without priorities. 


IF ORDERED IMMEDIATELY 


HOLT FLOOR MACHINES 


BIG PROFITS FROM RENTALS 


Fastest, Cleanest-Operating 
Sander Made 


This new Holt Sander will please the most 

fastidious home owner and contractor 

alike. It is built for fast, hard and con- 

tinuous rental service and features the new 

id exclusive demountable drum cushion, with 

Senior Whirlwind over-size vacuum, all moving parts equip- 
8 Sander ped with grease-sealed ball bearings. 





—— 


A Master of One Hundred Jobs 


The HORIZONTAL construction eliminates 
the old headaches caused by failure of 
motor and various troubles that owners of 
the UPRIGHT MODEL have experienced. 
These imperfections are absolutely solved 
by the new HORIZONTAL construction. 
Unquestionably troublefree and foolproof. 






ri 
rs 


a 


Horizontal Rotary 
Edger EZA 77 





Absolutely Silent Drive 


This polishing machine guarantees you re- 

peat rentals. It is built for trouble-free ser- 

vice and will satisfy the contractor as well 

| as the home owner. It will scrub and sand 

| as well as polish. Sixty pounds in weight 
gives you an idea of its efficiency. 


Model SCHA-!2 


HOLT FLOOR MACHINES 


The Greatest Name in Sand Machines 
Thousands in Use 
WITH REVOLUTIONARY NEW 
PATENTED INSTANT CHANGE 
SPONGE RUBBER DRUM COVER 

















Exclusive Eliminates 
Patented Old Methods 
Instant Of Costly 
Change Labor 
Sponge and 

Rubber Waiting 
Drum For 

Cover Repairs 





(One of the 158 HOLT Patents and Claims) 
Parts Availabie At All Times 
Change Over Your Old Machine—Write For Details 


Eastern Office 





Western 


— & Sales = — 
255 Twelfth St. MANUFACTURI NG CO 228 Jelliff Ave., 


Oakland, Calif. Newark, N. J. 
U.S.A. U. 8. A. 
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4900 Pounds 
of STEEL 


“Drafted” with 
\ Every Fighting Man! 


—many wire mill products 
help equip him 


In World War I, 90 pounds of steel armed and 
equipped each soldier. In this war it takes 
4,900 pounds per fighting man—for completely 
mechanized support. There’s a quick picture 
of the tremendous demand on steel mills today. 

























Wire mills, like Keystone, contribute a gener- 
ous share—have been, from the beginning. 
yOur production is “drafted until Victory’, 
almost to full capacity. 


Some appreciable tonnage of steel IS being 
allocated by the Government for woven wire 
fence and barbed wire’ production. This is 
restricted, possibly for the duration, to plain 
galvanized wire. Not enough zinc is now 
being released to permit the extra heavy 
‘“‘Galvannealed’’ coating for which 
RED BRAND fence is famous. That’s why 
the present Keystone fence does not carry the 


an - familiar “top wire painted red’. 

il 33 Years KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 
“ii Satisfaction 

/ Fence Users will continue to 
Lace for the Top Wire Painted RED” 
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GENERAL 


POWER AND HAND SICKLE GRINDERS 
KEEP YOUR FARM TOOLS NEW 


Increased harvests are as important as guns and airplanes this 
year. Our country needs foods . » «= more and more of them 
to keep in fighting trim. “General” power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
tools in fighting trim. Buy from your reguler jobber. 












SICKLE CONES POWER SICKLE 
GRINDER 

a heavy general utility 

grinder for all farm work. 

Sharpens six sections at a 

time. V or Fiat belt drive. 











HAND SICKLE GRINDERS 
Sturdily built for long» usage. Accurately ma- 
chined gears and pinions. Electrically fused 
sickle cones. 


Clean, sharp cutting, true 
running, perfectly leveled. 
Made from high quality 
abrasive mineral, electri- 
cally fused. All sizes. 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 


ccpEn FRETONE 














Zuichk Profits NOW! 


G 





of Ou 

all ¢ 

The Perfect Tune-up—GIVES NEW LIFE TO MOTORS Cyl 
playi 

ma 

SPEAKER FRETONE is available for immediate sale! It is popular and a 
profitable because it frees sticky valves, tunes up motors, removes — 
carbon, stops motor ping. civili 
Carry 

Motorists need FRETONE. They want it NOW for springtime conditioning avail 
of motors. Farmers... and industrial plants . . . want it for cars, trucks, G4arant l So 
tractors and other motorized equipment. Your market is broad and you : — 
ore. 





will win goodwill, as well as profits, with FRETONE. 


who 


Big profit when sold as a Tune-up Service at a dollar a dose per motor. 
Available in cans of 1, 5, 15 and 30 gal., or in 55 gal. drums. Also profit- 

; ; ' MATCH PATCH VULCANIZING UNITS 
able as a counter sale item in 8-oz. cans for sale to motorists, farmers, eanes teas ween enna es 


etc. ORDER NOW FROM YOUR JOBBER. MATCH PATCH VALVE & STEM 
VULCANIZERS 

MATCH PATCH VALVE HEAT UNITS 

RUBBER VULCANIZING-TYPE VALVES 


l. W. ene Corp. MILWAUKEE, WIS. MOLDED TIRE CASING REPAIR UNITS 


Other Speaker Specialties: 


NAIL HOLE PATCHES 


roducts for FAST RETAIL TURNOVER ng er 





to Your Jobber about SPEAKER or Write for Literature 
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( “REAT quantities of screen 
J cloth are protecting the health 
of our men in the Army and Navy 
all over the world, and U-S-:S 
Cyclone “Red Tag” Screen Cloth is 
playing an important part in sup- 
plying this need. However, the gov- 
ernment recognizes that screen cloth 
is also essential to protect the 
civilian population from disease- 
carrying insects. But the quantities 
available will necessarily be limited. 

So the matter of quality becomes 
even more important than ever be- 
fore. Carpenters and other people 
who have used a lot of screen cloth 





can tell you that Cyclone quality is 
uniform and outstanding. The even 
mesh of Cyclone Screen Cloth is 
plenty important. For this carefully 
woven cloth cuts square. It stretches 
straight and tight. The strong sel- 
vage gives it added strength. The 
quality galvanizing fights rust — 
gives it extra life. Every roll is 
packed in a strong fibre carton that 
fits perfectly and protects it from 
damage. 

Your jobber will do all he can to 
help you get Cyclone Screen Cloth. 
Keep in touch with him for infor- 
mation on available supplies. 

a 


U-S:S CYCLONE &°7o9 SCREEN CLOTH 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Ill. - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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OW is the time to look over 
all the machinery and mate 
rials that this war has forced into 
idleness. Every pound of it can be 
helping the war effort. And if it 
isn't, then it’s helping der Fuehrer! 


SCRAP IS AMMUNITION 


Look at it this way. There ts, in 
America, the worst shortage of 
equipment of every sort that has 
ever faced us. There ts an even 
vreater lack of heavy scrap. You 
can help relieve these shortages 
You can add to the Nation's pro 
ductive might. You can help pro 
vide the steel that will drive the 
Hun and Jap back into their holes 
to die 

You owe it to your Country, and 
to the boys that face these gang 
ster nations, to do this thing that’s 
asked of you. And don’t pass off 


; ‘) 
havent 


IDLE EQUIPMENT 
HELPS THE AXIS 


FIND A USE FOR IT—OR SCRAP IT! 





Follow this rule 


lf it hasn't been used for three 
months, and if someone can't prove 
that it's going to be used in the 
next three—sell it*—or scrap it! 


Here’s what to look for 


Obsolete machinery, tools, equip- 
ment, dies, jigs, fixtures, etc., which 
are incapable of current or imme 
diate future use in the war produc 
tion effort because they are broken 
worn out, irreparable, dismantled 
or in need of unavailable parts 
necessary to re-employment. 


* Scrap and Used Equipment Dealers pay 
well for usable machinery and materials. 





your responsibility by 
saying that you've already done the 


FIRST SCRAP HUNT — JUST A STARTER 
Even if you've recently carried out a scrap drive in your 
shop, surveys prove there is always plenty that is missed 
the first time. You can prove this for yourself, simply by 
taking a careful look around. Remember 
hanging on to material or equipment on 


BUSINESS PRESS INDUSTRIAL SCRAP COMMITTEE 


ROOM 3303, EMPIRE STATE BLDG., N. Y. C. 








you may need it after the war 
you're not only holding out on 
our fighting men . you're fool 
ing yourself as well. For it’s going 
to take everything we've got to 
win this war——and if we don't win, 
the stutf you've hoarded won't do 
you a nickle’s worth of good. 

If you haven't started a Salvage 
Committee working yet —- get go 
ing now. Pick a high executive as 
Salvage Manager; one who has 
the authority to get things done 
Write to this magazine, if yo 
wish, for help in getting a real 
salvage program rolling. 

YOUR IDLE EQUIPMENT IS 1-A 
Nobody's asking you to give val 
uable machinery and materials 
away unless you want to. There's 


a ready market for heavy indus 
trial scrap—it's needed in tremendous quantities to mx 


because you! with the mountains of flimsy household scrap collected 
last Fall. Used Equipment Dealers and Scrap Dealers 


if you are 
the basis that 












tures to this magazine. 


If you have done a successful salvage 
job at your plant, send details and pic- 


SEND FOR THIS SCRAP MANUAL TO HELP 
YOU TACKLE THE SALVAGE PROBLEM 


Please send SEF MOREE 2.n ccc ccccseccccccccccccccacses 
NG DD 6 i ccd deine ecaencadiniss 
NS GE kk 6h 6c ccdiaccidcs 


Company address ................ 


will purchase usable pieces at good prices. These dealers 
can be located in the classified telephone book. 


Decide right now to get going on this thing—and don't 
let anything delay you further. See to it that your own 
personal scrap record does not read 


AND TOO LATE!” 


“FO UTriLe 


BUSINESS PRESS INDUSTRIAL SCRAP COMMITTEE 


ROOM 3303, EMPIRE STATE BLDG., N. Y. C. 
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To Hardware Wholesalers and Manufacturers 


The Waldorf Retoria 


Dork Avenne aud Hiftioth Stroct 
Now York 





T! 


OFFICE OF THE MANAGER 


April 1, 1943 


1e€ war, Gentlemen: 
Out on 


re tool 


s going New York City is the logical meeting place for your joint 


got to Wartime Conference to be held this coming October. As your 

rt win, second October wartime gathering, it will be highly important 
> to all of you. Most of your speakers will come from W.P.B., 
ies 0O.P.A. and other government agencies. Many of these agencies 
get 90 are expected to be transferred to New York within a few weeks. 
tive as 

10 has Convenience is what counts in wartime gatherings. New York 
_done has fast transportation to and from Washington, and is ideally 
. dd located for side trips to New England, Philadelphia and other 
“or important points you may wish to include in your eastern trip. 
S1-A Convenience and comfort are paramount in your choice of hotel, 
pene too. The Waldorf-Astoria, within easy reach of members and 
ain speakers, offers every essential accommodation plus many 

eis features which make for greater efficiency and enjoyment. 

> mix Meeting rooms and guest rooms are spacious, quiet and well- 
lected ventilated. Waldorf restaurants and entertainment are always 
ealers high-spots in a New York visit. Many additional Waldorf 


ealers services smooth the way for today’s "streamlined" conferences. 
don't The Waldorf-Astoria extends to you a cordial invitation to 
own make this your headquarters and to enjoy to the fullest every 
PT LE advantage that this great convention center offers. 


Sincerely yours, 


FRANK A. READY 
Manager 















WORLD WAR 


Of the 1,800,000 
Entrenching 
Shovels bought 
by U.S. Army... 
1,250,000 were 
made by WOOD. 



















WORLD WAR II 


Entrenching 
Shovels are an 
essential tool of 
mechanical war 

..standard 
equipment for 
troops, tanks, 
trucks, armored 
cars, and other 
motorized units. 


THESE SIX FAMOUS WOOD 
BRANDS ARE KNOWN THE 


WOOD SPECIALIZATION WINS FOR AMERICA! 














WORLD OVER! y 
The WOOD SHOVEL AND TOOL COMPANY has 4 
specialized, not only in the making of SHOVELS, j 
SPADES, and SCOOPS, but also in material and rz 
manufacturing specifications which make these essen- a + sal “a 





tial tools last longer. Reinforcement. 4 / 


WOOD SPECIALIZATION HELPS AMERICA NOW. 
Large quantities of shovels are being supplied when 
needed. Once on the job, WOOD shovels, spades, 
and scoops last and last—thereby saving metal vitally 
needed for other important uses. 
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The above observations—many of which you may have seen previously—have been col- 
lected from various jobber and dealer sources. They are not our opinion, advice or recommen- 






dations. But we hope they may be of interest to our friends—and may perhaps suggest ways 






to broaden their 1943 markets and increase profits. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco 

















AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 


ESSENTIAL PRODUCTS .. . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... . In Business for Your Safety 
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“ OPA Boss Brown 


a Looks Good:— 
OPA’s new boss, former 
a Michigan Senator Prentiss 
a of Brown, looks good to me. Two 
4, We weeks ago, at lunch, I had a 
theif first-hand opportunity to get 


acquainted with him and to 
hecome familiar with his views 
on a strictly informal basis. 
ting He is very realistic about the 


post job he inherited from Leon 
on Henderson and is _ tempera- 
- mentally better fitted for its re- 

quirements than his over-zeal- 

ous predecessor. Prentiss 
end Brown has the refreshing view 
dise that all citizens and tax-payers 
fur- have some rights and that all 
s— should receive the maximum 
ar of consideration consistent 
nd with restrictions necessary to 
any win the war. If need be, he 
- will be as ruthless as Hender- 


son but he will not appear to 
enjoy exercising any “crack 
down” tactics that may be re- 
quired. He aims to simplify 
rules and regulations and in- 
tends to get more advice from 
practical business men and 
less from lawyers, although he 
was a successful practising at- 
torney before he entered the 
political arena. He is thar- 
oughly sympathetic, is willing 
to listen to the problems of 
price ceilings and seems to 
sense that current arbitrary 
price structures are not equita- 
ble and should be adjusted, in 
some instances. He seems very 
anxious to get as many sin- 
cere opinions as are available 
and about the only subject he 
won't discuss is his predeces- 
sor which, of course, is the 
sgn 3proper sporting spirit. He is 
eys, 2 . : 
an 30ing to work just as hard as 
fety z Henderson to curb inflationary 
trends but is also going to as- 
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sume that all Americans want 
to win the war first, as well as 
win the peace that 
Prentiss Brown appears to have 
an objective mind in the pur- 
suit of his difficult official 
duties. He knows how to get 
along with other people and 
should win their support by 
such an attitude. Unless he 
shows some contrary spirit, he 


follows. 


merits full hearted cooperation 
of all hardware men and I feel 
that he is going to have it. 


Knows Many 
Hardware Men:— 


Having the good fortune to 
sit next to Prentiss Brown I had 
an opportunity to discuss with 
him many OPA angles that 
bother hardware distributors. 
In the course of conversation, I 
discovered that he is person- 
ally acquainted with several 
Michigan hardware men whom 
I know and also with other re- 
tailers in his home state. 
Though of different political 
affiliation, he is a good friend 
of Herman Dignan, Owosso. 





Mich.. hardware merchant now 
Secretary of State for Michi- 
gan. The former Senator’s en- 
tire attitude toward smaller re- 
belief 
that he will shortly give heed 
to their peculiar problems and 


tailers encourages the 


attempt to provide relief from 
the present burdensome paper 
work which, he realizes, they 
can't physically perform, de- 
spite their earnest desire to 
conform to the spirit and letter 
of the law. How soon much 
relief can be expected is difh- 
cult to predict, but it is encour- 
aging to know that the new 
head of OPA these 
problems and is conscientious- 
ly interested in bringing about 


senses 


such relief. 


2700 Lawyers 
On OPA Staff:— 


Statistically, the British 
Price Control Board (parallel 
to our own OPA) has about 
half as much personnel as our 
own OPA. It has exactly 10 
lawyers whereas our OPA has 
2700. Many of the men who 
comprise the British body came 
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from business ranks, as did 
the majority of men who serve 
the similar Canadian organi- 
zation. A greater proportion of 
experienced business men and 
many less lawyers might be a 
good starting point for Pren- 
tiss Brown’s probable OPA 
reorganization program. Such 
a development would greatly 
increase the respect of the 
world and might 
quickly bring about desired 
simplification and other prac- 
tical reforms to the OPA pic- 
All of which would en- 
respect and 


business 


ture. 
courage greater 
more desire for whole-hearted 
adherence to the OPA pro- 
gram. No sane business man 
wants unbridled inflation and 
all sensible citizens 
that war-time conditions re- 
quire restrictions and controls 

but they also want such a 
program to be gaged along 
business-like lines and within 
reason. This can only happen 
when men with business expe- 
rience have a full voice in 
making deciding 
policies related to such regu- 


realize 


rules and 


lations. 


New and Strange 
Merchandise:— 


Wholesaler-sponsored dealer 
conventions were unusually in- 
Broadly 


teresting this year. \ 
featured 


speaking, exhibits 
everything except normal hard- 
ware store merchandise. 
Among dealers who expressed 
any opinion the reaction was 
about evenly divided. One 
group took to the new and 
radically different offerings 
and decided that such goods 
will help them stay in business 
for the duration of the war. 
The other group held to the 
“die-hard” view that they 
would be in the retail hard- 
ware business or they wouldn't. 
They would have none of the 
non-hardware merchandise but 
would struggle along on regu- 


30 


lar lines to the extent of their 
availability. The latter pro- 
gram may be fraught with dis- 
aster and may seriously retard 
husiness volume, because many 
normal hardware store lines 
will not be available in sufhi- 
cient quantity to maintain a 
healthy stock condition. With- 
in reason, it would seem better 
to experiment with as many 
non-hardware lines as are not 
well serviced at the present 
time in any given community. 
Many such goods may actually 
stay in the hardware distribu- 
tion picture as a “plus” in the 
post-war period. There are no 
divine rights of merchandise 
distribution and, by the same 
token, there should be few bar- 
riers against types of merchan- 
dise, particularly in the present 
day market. For the majority 
of hardware stores, the addi- 
tion of new and non-hardware 
store goods is a basic essential 
for staying in business for the 
duration. More people have 
more money and less things to 
spend it on than ever before. 
The desire and ability to buy 
was never greater. If hard- 
ware dealers don’t take advan- 
tage of this situation, and add 
some unusual yet salable lines, 
they will suffer in the com- 
petitive picture and live to 
wish that they had been less 
hardboiled and stubborn in 
their acceptance of such goods. 
It isn’t necessary to become 
over-enthusiastic and load up 
large inventories, but it is 
highly desirable to offer rea- 
sonable varieties and to keep 
an open mind on what can be 
sold profitably and without re- 
gard to its classification in the 
scheme of things. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 64 





Repair and Rental 
2 , 
Services :— 

Too much emphasis cannot 
be placed on the desirability 
of the aggressive development 
of all available repair and 
rental services. Such activities 
are profitable and are sorely 
needed in every community. 
They will help you stay in 
business for the duration and 
put your store in the front rank 
for making sales in the post- 
war era. The hardware store 
which services washers, 
vacuum cleaners, radios, irons, 
coffee makers and other home 
appliances will have first call 
in the opportunity for selling 
new replacement items when 
they are available. Every serv- 
ice job provides a first class 
prospect for such new goods 
when you can sell them 
once more. Rental services in- 
clude floor sanders, floor wax- 
ers, ladders, lawn rollers, ete., 
at good daily rental fees, plus 
the sale of related, needed 
goods such as polishes, waxes, 
sandpaper, seeds, ete. 


Paint, Varnish and 
Lubricating Oil: — 


Among the normal hard- 
ware store lines that are still 
available, and for which a 
greatly increased demand ex- 
ists, are paints, varnishes and 
lubricating oil. The market for 
paint is almost unlimited. 
Every community is under- 
painted, both outside and in- 
side. The need for protecting 
home and business property 
was never greater nor was the 
buying power of the average 
home owner ever as good. New 
residential building, except for 
defense housing projects, is 
practically at a standstill. 
People will have to live in 
their present homes, in the 
majority of cases, and will 
welcome the suggestion that 
painting protects, beautifies 

(Continued on page 80) 
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Victory Hardware “down-to-date” 
Lockwood’s Revised Catalog No. 21 is Now Ready 


y.. can appreciate the difficulties of present- wood Catalog No. 21—a line of Builders’ Hardware 
ing an up-to-date line of Builders’ Hardware that conforms to these rulings. It’s “down-to-date” 
during these critical times. Back in January we to give you a workable line that you can use in 
catalogued our Victory Line in accordance with WPB specifying hardware for War Work. 

Limitation Order L236... Then came February 26 A general mailing is being made to Lockwood 
with L236 Schedule I, and we started all over Dealers, and to others who have already re- 
again! quested. If you, too, are interested in receiving 


Now we can offer you the new revised Lock- a copy, please write us on your letterhead. 


LOCKWOOD HARDWARE MFG. CO.. Fitchburg, Mass. 


Division of Independent Lock Company 





PATRICIAN POLYFLEX MORTISE LOCK BOR-LOC UNIFAST CAPE COD SUPER CLOSER 


P94 Hem atethes 
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By BRIANT SANDO 
Sales and Advertising 
Consultant 


“ “Why can't the govern- 
ment give us all of the 
tires and gas needed to 
maintain a prompt and 
regular delivery ser- 
vice?’ The answer is, 
of course, that the first 
things come first.” 


i. the way we han 


dle today’s affairs that will decide 
the fate of our business tomor- 
row. said a well-known sales 
authority recently. This supplies 
the text for a message of real im- 
portance to every hardware re- 
tailer . . . also for the industry as 
a whole. 

Today. due to war-time condi- 
tions. every hardware store is 
faced with certain new problems 

even though not so completely 
upsetting as those in many other 
industries. 

The hardware industry has to 
hold down production in most fac- 
tories. yet retailers have to take 
care of enormous demands. You 
as an individual share in_ this 
problem, plus how to make money 
when many things you need are 
rationed or unavailable plus the 
task of building soundly for an 


increased business in the future. 


Intelligent Operation 


Many stores are now shifting 
from an aggressive policy of going 
after business to a passive atti- 
tude of just handling what comes 
along without any trouble. How- 
ever, the pay-off is still based on 
smart, intelligent operation. It 
will pay to keep your eyes on cur- 
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Emphasize the importance of a total 
maintain morale, be constructive, keep 
war period are things that should be 


rent trends to prevent upsets. and 
to follow the principles of good 
merchandising and salesmanship. 
hoth to weather present storms and 
to insure a dependable foundation 
for the future. 

On this basis we offer the fol- 
lowing seven-point program which 
may provide some ideas you can 
apply directly to your own busi- 
ness: 


While 


l. This is total war. 





“The Lucky 


A War Program for 


every American knows we are at 
war. some do not yet understand 
Some cus- 
tomers kick at even small incon- 
veniences and need to be educated. 

For example, take the case of 
“Why can’t the gov- 
ernment cut down on something 
else and give us all the tires and 
trucks and gas needed to maintain 
prompt and regular delivery ser- 
vice?” 


its full seriousness. 


deliveries. 
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“Sometimes the best 
way to get along with 
them is to let them blow 
off steam. Then, their 
arguments exhausted. 
they're willing to listen 
to you and draw rea- 
sonable conclusions.” 


ae 


as youd like. Girls and women 
will have to take the place of 
many men in hardware store sell- 


| ial 


ing—and many of them don't 
know much about it. 

There is no excuse for sloppy 
work or inferior services. On the 
contrary. it is a challenge to you 





to bring out the best that is in you 
and in your help. Teach them. 
train them, work with them as 


never before. Even then some 





things may go wrong. Sometimes 
both you and the help will have to 
hold your tempers and exercise 
patience. If you have to let go 


[eee 


once in a while, do your exploding 
where it will be least obvious and 


t 9 harmful. 
4) 3 3. Keep customers happy. Some 
ia 


customers are unreasonable and 

unfair. They expect too much 

i and are not willing to meet you 

# . half way, but it is important to 

for f Hardware Retailers straighten them out Per them 
happy. 

Sometimes the best way to get 

along with them is to let them blow 


total | War, use tact, keep customers happy. off steam. Then, their arguments 
keep ‘em selling and plan for the post- exhausted, ys willing to ~ 

f . P - ten to you and draw reasonable 
d be | Stressed during these trying times Maa aT ate , 


Avoid Arguments 


Don't be too hasty to argue with 


: anybody. You may win the argu- 

{ | The answer, of course, is that 2. The times call for tact. Most ment but lose the customer. Do 

first things must come first. So employers are now on the horns your best always to satisfy reason- 

many supplies are so necessary for of a dilemma. Your customers able requests, then preserve good 

the war effort that we ought to be probably want some things you will by explaining anything neces 

; happy we are getting as much as can’t give them—and at the same sary in simple friendly terms to 

f we are for every-day require- time your helpers probably are keep customers satisfied and hap 

ments. less efficient than usual. Maybe py. Remember that is your main 

It is not only important to have you have lost some of your family job—-not to argue about the New 

this viewpoint yourself but to pass or best assistant to the war effort: Deal or Russia or how to win the 
it along to everybody that works youll have to put up with con- war. 

for you and buys from you. Teach stant changes for the duration, 1. Maintain morale. No true 

them to cooperate. some not as efficient or as skilled leader shows employees or cus 
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tomers a long face or a pessimistic 
attitude these days. Morale is a 
priceless ingredient. It takes cour- 
age and optimism to be successful 
in business, as well as patriotism 
to keep all those around you out 
of the mental dumps. 


Aid the War Effort 


Do your share to aid the war 
effort. 
should become active in Civilian 
Defense work. Take courses, be- 


You and your associates 


come instructors; help in various 
“drives,” save scrap materials; 
see how many war stamps you can 
buy and sell to friends and cus- 
tomers. Such cooperation will re- 
pay you in addition to the fact 
that it is your duty as an Ameri- 
can. 

5. Have constructive ideas. 
“Business as usual” is out for the 
duration for everybody. However, 
in spite of shortages and head- 
aches, there will be merchandise 
to sell and good-will to maintain. 
Profits will not be enormous but 
still satisfactory for those able to 
adjust themselves and their busi- 
nesses to war conditions. 

For example, now is a good 
quality of 


customers. 


time to improve the 
your business and 
Maintain all your past contacts but 
try to get more cream along with 
the milk in the future. Try to im- 
prove the class of your business by 
featuring higher quality merchan- 
dise and by being selective when 
you take on new charge accounts. 
“What's 


the use of advertising when I can 


6. Keep "em selling. 


sell all I've got without it?” said 
a hardware retailer recently. 


Plugging Gets Results 


A good answer is that old say- 
ing, “You can’t keep the steam up 
if you don’t feed coal to the en- 
gine.” You can coast for a while 
but it is the constant day-in, day- 
out plugging that causes people to 
remember and to buy. Business 
won't keep coming your way with- 
out the power of promotion. Stop 
advertising now and your com- 
petitor may have the jump on you 
when supply once again exceeds 
demand. 

Just because you don’t have 


such tough competitive going, this 
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is no time to ignore the principles 
of good business. When the fight 
for dollars gets under way again, 
a lot of weak sisters will wonder 
what hit them. Now is the time to 
make yourself solid. 

Easy selling often results in 
careless service, hence careful su- 
pervision is necessary now if your 
market position is to be main- 
tained. This includes proper use 
of advertising and salesmanship. 

7. Plan for the post-war period. 
Think about the future. The post- 
war market may be considerably 
different from anything we have 
known in the past. Keep alert for 
the future—even if you don’t have 
to do it for today’s business. 

When you become inclined to 
coast or sit around and gossip, 


remember that smart competition 
is probably on its toes. They are 
studying the trends, watching how 
market conditions change, ready 
to get the jump on you if you don't 
do something about it. 

Among other things, learn to be 
a trouble shooter. Spend some 
time among your customers, learn- 
ing and discussing their problems. 
Ask your associates to observe. 
study, and contribute ideas. Pool 
the information accumulated on 
various problems and then you'll 
know what to shoot at. 

One of these days the war will 
end and in the coming era of 
peace, competition will be un- 
usually keen. The fruits of victory 
will be enjoyed most by the smart 
merchandisers. 


Early Showing of Lawn Chairs Helps 
Sell Seven Dozen in 10 Days 


trea display of lawn and 
beach chairs produced excel- 
lent results for Cussins & Fearns 
Co.’s Newark, Ohio, branch store. 
More than seven dozen chairs were 
sold in the first ten days of the 
season. 

Such excellent results did not just 
happen. They were the product of 
a carefully developed and_ well 
thought out merchandising program 
based on well known merchandising 
principles. 

\ large stock of the chairs en- 
abled the store to set up two big 


Attention to this 
outstanding value 
in lawn and 
beach chairs was 
gained by featur- 
ing them in quan- 
tity in a _ promi- 
nent spot. 


displays in the very center of the 
main traveled aisle. No customer 
could come into the store and not 
pass or see this merchandise. It 
also was priced attractively and 
was an exceptionally good merchan- 
dising value. 

These items were also featured in 
window displays and in the store's 
advertising mediums, thus all pro- 
motion aids available were pressed 
into service in increasing sales on 
the line. 

The resulis producing quantity 
displays were set up in the store the 
later part of April. 
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This window in the Van Voris store emphasized wooden washday essentials and 
baskets. A clothlesline assembly was shown outside and below the window. 


Give More Thought to 
Woodenware and Baskets 


Theyre obtainable and 
Theyill mean good will 
and profits if featured 


By A. H. VAN VORIS 
Van Voris Hardware 
Cobleskill, N. Y. 


| = the varied 


“new” lines we have found within 
recent months that can definitely 
he used to create demand and to 
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effect many extra sales are a num- 
woodenware 


ber of household 
items. Let’s all admit at the out- 
set that all of us knew about them 
and that many of us stocked most, 


if not all, of them to a certain de- 
gree. That is, we all had some 
of them in our stores and thus 
stocked them but we failed to 
merchandise them. These include 
clothes drying racks, clothes ham- 
pers, clothes baskets, market bas- 
kets, washboards and_ kitchen 
step-stools. And let’s throw in 
clothesline equipment for good 
measure. 

The foregoing items are not 
difficult to procure today if one is 
persistent in his efforts. One must 
not be willing to accept the first, 
second or even third “no stock” 


35 











statement from suppliers. This 
state of mind of accepting “no 
stock” as the final answer closes 
doors. 

Take clothes drying racks. for 
example. We have sold several 
dozen during recent weeks and if 
we had been contented to stop at 
our first or second effort to secure 
them. we would have gotten just 
next to nowhere. Wood is not yet 
a critical material and even though 
its fabrication and delivery are 
highly dependent upon labor and 
transportation, we concluded that 
persistence, like Biblical virtue. 
would bring its own reward 
and it did. 

The same thing, exactly. ap- 
plied to our recent experience with 
clothes baskets and with market 
and shopping baskets. When out 
customary source dried up. we 
went a-shopping by mail. 

Another thing which we discov- 
ered was the fact that the more we 
had, and the greater our assort- 
ment of kinds and sizes. the more 


we sold of them. Perhaps this 
goes back to that early axiom of 
merchandising, that women custo- 
mers like to look over plenty be- 
fore they will select one. So we 
try to show them plenty. For ex- 
ample, in clothes dryers, we offer 
a variety of five sizes, with prices 
from 98 cents to $2.75. In clothes 
baskets, our housewife customers 
can choose from 10 different sizes 
and prices and amongst three dif- 
ferent materials, willow, oak or 
ash splint and fine maple splint. 
Prices on our baskets start at 
$1.00 even. 

In market baskets, it has been 
our experience that low price by 
no means indicates the best seller. 
In fact, we closed out our 75-cent 
sellers at around cost and we were 
glad to see the last of them and 
our low price now starts in around 
$1.00. 

Likewise. in regard to market 
baskets, it almost seems that the 
average housewife fails to recog- 
nize her need for one until she ob- 





Warner's Features Gifts for Servicemen 





Gifts for servicemen cut a pretty big figure these days and the firm 
that features them is doing a good job both for the men in uniform 
and itself. The above booth for servicemen was installed by the 
Warner Hardware Co., Minneapolis, Minn. It tells its own story. It is 
impressive and attractive and displays a variety of practical gifts. 
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serves it on display in our store 
or store window, and so the line 
gets a full airing—and a frequent 
one. In other words, it is per- 
fectly plain that she buys a market 
basket because she has seen one 
that suits her and this prompts her 
to the purchase—right then and 
there. This fact comes out, often, 
from her remarks at the time. So 
I think it is worth bringing up 
the reverse point on this—namely, 
we wouldn't sell many baskets if 
we kept them hidden in our store 
basement. Display does the trick. 


Variety in Sash Cord 


And now, in regard to clothes 
lines, we have long since centered 
our selling effort in sash cord, in 
which we can offer our customers 
the following choice: 

1. A good grade in continuous 
hanks of 100 or 200 ft. 

2. A popular-priced grade in 50. 
100 and 200 ft. lengths. 

3. Cut-to-order lengths in the 
better grade, cut from bulk tube. 
It is necessary these days, we find, 
to buy sash cord far enough ahead 
to keep a pretty fair stock on hand 
at all times and this seems quite 
important. 

Our present stock of washboards 
is indeed a mixed variety, for, be- 
cause of opportune purchase, we 
still have some of the zinc-faced, 
brass-faced and annealed glass- 
faced prewarstypes and with these 
we have added the newer plastic 
and _ all-wood boards. 

As of present writing, we do 
have some wash boilers and wash 
tubs, but we neither display nor 
advertise them, preferring to hold 
them back for the urgency of cus- 
tomers who really need them, even 
though we could increase our im- 
mediate turnover by displaying 
them in the store windows. 

Now, although slightly off the 
beam of our present discussion, 
we have found within recent time 
that we have pleased many local 
housewives. when they ask for the 
non-existant copper or brass pot 
cleaners, by giving them a chance 
to purchase a limited number of 
penny pads of steel wool, which 
we break out into a large display 
carton on our main wrapping 
counter. Not much profit, to be 
sure. but all kinds of good will 


from the suggestion. 
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$75.00 in Three Days 
From the Junk Box 


Special display by the Russill 
Hardware Company helps sell an 
accumulation of damaged items 
and odds and ends—at a profit 





This entire collection of odds and ends was sold from this plain 
wooden tray on a small table in the space of a few days. 


Lh E average hard- 


ware dealer is always eager to sell 
something and his eagerness has 
increased considerably in these 
days of restricted and limited sup- 
plies. Many stores contain nu- 
merous odds and ends which can 
be sold if they are placed before 
customers in the right way. Ac- 
tually, present conditions offer 
dealers the best opportunity they 
may ever have for housecleaning 
stock at a profit. 
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For many years, odd items had 
found their way into boxes under 
the counters at the Russill Hard- 
ware Company, Limited, Toronto, 
Canada. Lock parts, damaged and 
incomplete articles, and old sam- 
ples which customers left behind 
when they purchased replacements 
were dropped into these boxes. 
Some day, it was reasoned, a cus- 
tomer would want a part for a 
lock, or a cheap pull for his ga- 
rage door. 

But the junk kept accumulating, 
and soon the boxes were too 


heavy to lift up on the counter to 
look for articles. When an oblig- 
ing salesman did try to find an 
item that would save his customer 
some money, there was usually 
more value in time wasted than a 
new article would have cost. And 
seldom did a sale result. 

Then the display manager con- 
ceived the idea of setting up a 
special sale table to clear out the 
accumulation. 

“T didn’t like the idea,” said Al 
Gosnell, store manager. “Since we 
specialize in quality merchandise, 
we don’t like to show used arti- 
cles in the store. However, we 
decided to give it a trial and in 
the first three days, this small 
table of used items, which was 
placed near the front door, pro- 
duced sales amounting to $75.00.” 


Purchased by Repair Shops 


Many of the articles were pur- 
chased by operators of small re- 
pair shops. Thus, it can be sup- 
posed that they would be put to 
some useful purpose. 

In addition to the contents of 
the scrap boxes, various defective, 
broken, and second-hand articles 
were collected from different store 
departments. For example, ma- 
chinists used to bring in and leave 
used files when they were buying 
new ones. These old files, still 
having some useful life, sold at 
5 cents each. Manufacturers 
sometimes replaced tools without 
picking up the defectiv: ones. 
These were worth something to 
mechanics who could put them 
into working order. 

Odd roses, striking, plates, case- 
ment fasteners, keepers, etc., ac- 
cumulate in a builders’ hardware 
department. Hundreds of these 
odds and ends were placed on the 
special table at prices ranging 
from one cent up. Mortise lock, 
screen door, and nightlatch sets 
get broken, leaving odd parts that 
would never sell if left in the 
drawer. Carpenters were glad to 
get these parts for repair work on 
old houses. 

The accumulation of junk sold 
could be classified as nothing but 
a merchandising liability. It re- 
quired only an idea and display 


to turn it into an asset. 
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“Demonstrators should always per- 
mit those watching to do a little 
painting themselves on the panel to 
prove how easy it is to apply.” 











“One display that never fails is 
easily constructed with strips of 
siding. Leave about 8 inches un- 
painted to show weathered wood.” 




















“Smear the finish with grease, dirty 
hands and pencil marks. Then wash 
about half of it. Such a panel tells 
a quick and convincing story.” 
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How to Increase Retail Pt 


More money will be spent for paint in 1943 than 
in normal years. It will be available. Property 
values must be preserved. Here are several 
sound ideas for developing a greatly increased 


paint volume in 1943. 


HERE will be more 
money spent this year for paint by 
home owners and renters, too, than 
during normal years. It is our job 
to make home owners conscious of 
their responsibility in preserving the 
property that is practically irreplace- 
able today, and to maintain home 
morale by keeping it bright, cheer- 
ful and colorful. I believe the aver- 
age property owner is more con- 
cerned now than ever before about 
maintenance and repairs for he has 
probably experienced difficulty re- 
placing worn-out things and knows 
how important it is to prevent 
erosion and decay by painting. 


Putting It On a Problem 


Getting the paint put on is an- 
other problem! Heaven knows, 
painters were scarce enough last 
spring and summer, but this year, 
finding painters’ to do a house job 
will be tougher than ever. The re- 
quirements of our armed forces and 
war industries for manpower have 
greatly reduced the number of men 
usually employed as _ professional 
painters. 

This means that many property 
owners will do the work themselves, 
and don’t be surprised if some of 
your neighbors who never thought 
of such a thing before, buy or 
borrow ladders and other equip- 
ment and paint their own houses. 
Gas rationing will keep them pretty 
close to home, and many a week- 
end ordinarily spent on a fishing trip 
will find the man of the house 
applying paint—your paint—if you 
take advantage of the situation. 

This increased painting activity 

* From an address to the Wisco Hard- 
ware Co. War-Time Merchandising 
School at Madison, Wis., Jan. 26, 1943. 


by the property owner himself will 
compensate for the lost painter 
volume, and actually prove a bless- 
ing in disguise for the dealers who 
have not previously catered to the 
painter trade. Property owners 
seeking good prepared paints will 
be susceptible to your selling talks 
on quality and service. 

These home owners will be more 
dependent than ever on their dealer 
for getting the jobs started, assisting 
them in the selection of appropriate 
color schemes, figuring the amount 
of material required for the body, 
trim, roof and porches—the num- 
ber of coats to apply. 

They will want to know all about 
thinning, what brushes to use, and 
the smart dealer will take an in- 
terest in seeing that he gets a good 
job, even following its progress to 
completion. Home owners will be 
grateful to any merchant who 
renders this constructive service and 
his reputation as “paint headquar- 
ters” will spread far and wide to his 
distinct advantage. 

I have been talking about outside 
house painting, which is only one 
phase of this big epportunity for 
building paint sales. 


The Interior Job 


Did you ever stop to think that 
a house with an outside paintable 
area of 4,000 sq. ft. requiring about 
12 gallons of exterior paint, may 
have an interior area of walls, ceil- 
ings and wood-work requiring in the 
neighborhood of 60 gallons of wall 
paints, enamels, and varnishes? 

When you go after a house job, 
don’t stop when you have sold the 
12 gallons for the outside, but keep 
that 60 gallons in mind. Only 
rarely does any home owner paint 
all of his rooms at one time, but 
if you start him on one or two and 
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Present Day 


By LLOYD C. COLLISTER* 


Vice-President and General Manager 
John Lucas & Co., Inc 
Philadelphia, Pa 


follow him from time to time, you'll 
eventually get all of it. 

And how about the floors!’ There 
are acres of them in your community 

wooden, cement and linoleum—all 
requiring a finish of some kind 
periodically—paint, varnish or wax. 
Every woman who comes in your 
store is a prospect for some kind 
of coating or finish for floors, Make 
sure you display your floor-finish 
panels, and explain the merits of 
your line. 

The past several years has seen a 
great tendency toward making the 
basement of the home a more cheer- 
ful and colorful place in which to 
work or play. Start a “Paint the 
Basement” campaign in your town 
and you'll add hundreds of gallons 
to your sales. 


A New Market 


Up to now, I have made no refer- 
ence to resin emulsion paint which 
can be applied right over wallpaper, 
or directly to a plaster wall without 
a primer. It has opened a brand 
new market and provided a tre- 
mendous increase in sales for thou- 
sands of dealers. 

The popularity of this water 
thinned type of finish has brought 
about an epidemic of painting walls 
of all kinds—plaster, wall-board, 
plywood, and over wallpaper—all 
through the house by al/ adult mem- 
bers of the family. 

The ease and simplicity of its ap- 
plication, the speed of drying, and 
the absence of the usual paint odor 
has caused men and women—home 
owners and renters—to paint one 
room after another, and the dealers 
who have capitalized on this demand 
by pushing a good line of resin 
emulsion paint have increased their 
profits by hundreds of dollars. 

Doubtless, many of you dealers 
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are selling such a line and have 
found out how well it will sell in 
the winter months. I know of dozens 
of dealers who had big sales of this 
item in November and December 
right up to Christmas week, and 
whose sales have boomed all this 
month. 

And, the unit of sale is large 
usually a gallon—frequently several 
gallons. In their enthusiasm for 
this year-around specialty, many 
dealers have sold large quantities 
to apartments, hotels, office build- 
ings, schools, storerooms, and other 
large consumers at splendid profits. 

The fact that painters and paper 
hangers are harder to get will make 
resin-emulsion paints more popular 
than ever with the home owners who 
can get such a good job themselves 
without previous painting experi- 
ence. Dealers selling such a line 
should advertise and even demon- 
strate their product to make the 
most of their opportunity. 

This type of finish permits of a 
spectacular demonstration and is so 
convincing that it makes many sales 
to both men and women right on 
the spot. The retail profit is usually 
about a dollar per gallon. so deal- 
ers in all but the very small towns 
can afford to demonstrate for at 
least a couple hours a day. 


Women Demonstrators 


In most every town there is some 
woman with poise who is a good 
talker and who would like to earn 
a dollar or two for a couple hours’ 
work. They can learn to demon- 
strate such a finish in no time with 
a little coaching. 

Demonstration should not be 
elaborate, and should be made on 
wall-board. Some of the most in- 
teresting demonstrations are over 
wallpaper pasted on wall-board. 





Conditions 





“Don't let your stock run down in 

winter. Keep a complete assort- 

ment of all colors and sizes avail- 
able all year round.” 
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“Many dealers long ago started a 
brush cleaning service. And there 
are dealers who have found it to 
their advantage to rent brushes.” 











“He conducts what he calls ‘prop- 

erty protection’ surveys. They con- 

sist of an inspection of houses that 
need painting.” 
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Demonstrators should always permit 
those watching to do a little paint- 
ing themselves on the panel to prove 
how easy it is to apply. 

The washability of this type of 
finish is also important, particularly 
to housewives. This can be demon- 
strated by smearing up the panel 
and then washing it in the same man- 
ner that they would wash their own 
walls. Be sure your panel is allowed 
to dry 10 days or 2 weeks before 
you put on the washing test. 

If you want something specific to 
tie to—and I assume you do—I will 
outline a few things that are funda- 
mental in paint retailing—ideas that 
other hardware and lumber dealers 
have used successfully. 


Make Paint Prominent 


First, locate your paint depart- 
ment in a prominent position in your 
store where everybody can see it. 
It is, or should be, the most profit- 
able department in your store right 
now, and deserves a Number 1 
position. Paint is essentially color- 
ful—make sure your paint depart- 
ment—yes, your entire store—is 
bright and colorful, too. 

Don’t let your stock run down in 
winter. Keep a complete assort- 
ment of all colors and sizes available 
all year round attractively  dis- 
played; in other words; stay in the 
paint business the year round. 

See that your salespeople keep 
informed on the merits of the line 
you are selling. Nearly every manu- 
facturer provides literature and color 
cards with which any salesperson 
can become fully informed on paint- 
ing—inside and out—and able to 
give practical assistance to those 
seeking information. The dealers 
who provide helpful service with 
every paint sale are usually the ones 
who sell the most paint. 

Keep in mind, that regardless of 
how good a product is or how favor- 
ably it is priced, it is doomed to 
sit on the shelf unless the sales 
people who come in direct contact 
with the public are familiar with 
its merits and capable of presenting 
it to prospective customers. 

By their interest in the customer’s 
painting problems and by their own 
enthusiasm for the merchandise, 
your salespeople will increase their 
paint sales and incidentally improve 
the reputation of your store. 

Many of you are already using 
women behind your counters—if you 
aren’t, you soon will be. Let me 
tell you something: Women make 
great paint salesmen, and their 
natural aptitude in home decoration 
enables them to frequently do a bet- 
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ter job with the women trade than 
men! Several dealers have told me 
that their paint sales, particularly 
interior finishes—the kind that carry 
the best profit—have stepped up sub- 
stantially since they employed 
women, 


The paint manufacturer whose 
line you buy has an obligation to 
teach your sales staff to become bet- 
ter paint merchants, and you should 
see that he fulfills it. His sales 
representative should hold at least 
one evening meeting a year with your 
entire sales force, and I’m sure he 
will if you show the proper interest 
and are cooperative. 

I know a hardware dealer in 
Texas who periodically conducts 
what he calls “property protection” 
surveys. They consist of an _ in- 
spection of houses that need paint- 
ing. The party who makes them— 
either a man or a woman—jots down 


notes to discuss with home owners, 
such as “scaly paint on the south 
side,” “rusty down-spouts and gut- 
ters,” “shingles curling for lack of 
oil,” and other pertinent items that 
serve as warnings to the property 
owner and indicate that someone has 
taken an interest in looking over his 
house. 

These surveys are usually pre- 
sented to the home owner by letter, 
and followed by a telephone call 
or personal visit if possible. This 
method has helped this paint dealer 
to do the best paint business in his 
community. 

Your paint department should 
have colorful and practical displays 
to attract attention, displays show- 
ing what paint will do — something 
to make people want to paint. 

One that never fails to sell house 
paint is easily constructed with five 

(Continued on page 56) 


Peoples Hardware Used “Garden 


Guide 


FENHE advice given last spring in 

the Peoples Hardware “Garden 
Guide” circular is even more ap- 
propriate this year. Operating 16 
stores in Washington, D. C., the 
company’s “Garden Guide” stated, 
“Everyone who has a plot of ground 
—and especially if there is a family 
to feed—should grow vegetables 
this year.” Printed on green paper, 
with green type, the circular em- 
phasized the spring garden idea to 
the limit. While featuring numer- 
ous items which will be very scarce 
this year the, circular featured a 
“Home Garden Vegetable Chart for 


” Folder 


Family of Five.” It indicated the 
time for planting in coldframe and 
in the open, the quantity of seed to 
use for a family of five and the ap- 
proximate time before the vegetables 
would be ready to use. 

This circular helped the company 
enjoy a very nice increase last spring 
in garden and lawn goods. Twenty 
thousand of the Garden Guide 
pamphlets were printed, 4000 being 
mailed out to select customers, the 
balance being distributed in pack- 
ages which were leaving the store 
or by giving them directly to the 
customers. 





GARDEN NEEDS 


Everyone who hes @ plot of 


owed 
and expecially if there is « oy to 
feed—should grow vegetables this yeer 
You wll find @ complete stock of 
tools and seeds at your nearest 
Hardware Store — your every garden 
need 


Cultivators with 4 prongs 
Spading Fork 
| Piece Steel Hoe 


3835 


3 8? 


zigetesses st 
atscre 
SESPSASS 


Handy Carty 

Garden Hove, 25 foot length 
hese Nosrles 

Hove Reels 


gashbhes 
#3235553 


Bamboo Rakes 

3 Piece Garden Set—Rake, Hoe, 

Steal Garden Fence, 18 inches high 
10 feet 


i 
#3 


Stee! Ares 1” 
Trash Burners from 128 


st 
ve 
ae 


“Nearly Everybody Buys at 
Proples Hardware” 


HOME GARDEN VEGETABLE CHART 


FOR FAMILY OF FIVE 


Ready to Use 


July 





Inner side of triple-fold “Garden Guide for Your Victory Vegetable Gar- 
den” distributed last spring by the Peoples Hardware in Washington, D. C. 
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id Juvenile books, ranging from 25 cents to $1.00, are displayed 








to 8 in this case. The 10-cent books are in a shelf along the wall. 
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| Juvenile department produces 
- | J steady, year round sales for 
proved to be year wound selers —--248 Milwaukee hardware firm 


at Zollman’ Bros., Milwaukee. 
Wis., and during the past year 
this line has been 
profitable. 

This department is run by Mrs. 


particularly 
to get whatever he or she wants. 
“When we first put in this de- 
partment several 
thought that we'd 
books only at Christmas,” says 
Mrs. Zollmann. “However, there 
was such a demand that we found 
they would sell during almost any 
month of the year. Then we be- 


birthdays, for special parties and 
other occasions. 

Books on the rack shown in 
the accompanying illustration sell 
from 25 cents to $1.00. The 10- 
cent books are carried on another 
shelf at the wall, for there isn’t 
room for them on this other large 


\lbert Zollmann, and she reports years ago we 


that stocks have to be replenished perhaps sell 
frequently. The Zollmarn_ store 
has many departments which ap- 
peal to women. These customers 
like to browse about and when 


they reach the book section, they stand. The books cover a wide 


often purchase two or three books 
or more for children in the fam- 
ily. They also buy books as gifts 
for children for Christmas, for 
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range of subjects for both boys 
and girls. In fact. the person seek- 
ing for a book for a juvenile need 
go no farther than to Zollmann’s 


gan to enlarge the stock and to 
carry books that would appeal to 
youngsters of different ages. We 


(Continued on page 96) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 



















Keep in Tune With the Season! 


PRING is officially here and 
all Nature will soon appear 


in its new gala dress. Easter 
rolls around again this month and 
the ladies, and some men, war, 
priorities and rationing notwith- 
standing, will take advantage of 
the day to their 
springtime costumes. It’s the sea- 
son of the year when everyone 
likes to see something new and 
different. 

The hardware store should also 
be in tune with the season. It’s 
time for spring cleaning in the 
home and the same thing should 
apply to the store. Stores are 
dressed and decorated for the 
Christmas season. Why not dress 
them up for the season of the year 


parade new 


when everything’s new? 

It’s a good time to move the 
spring lines up to the front of the 
store and to rearrange the inte- 
rior displays. It might also be 
decidedly worth while to give the 
store a bit of springtime decora- 
tion in the way of streamers and 


banners. Artificial flowers here 
and there would serve to give 


things the needed touch and might 
also be a source of profit. 

There’s a wealth of subjects that 
can be used effectively in the way 
of window displays. Push the Vic- 
tory Garden idea in every way pos- 
sible. The slogan of “Food will 
win the war” is a true one and you 
can do your bit by driving home 
the Victory Garden message wher- 
ever and whenever possible. Con- 
servation of materials can be em- 
phasized in your windows. Poultry 
raising can be featured as another 
means of supplying the home with 
necessary food. 

There is also another angle to 
new for spring 
idea. People tire 
of seeing the 
same thing in 
the same setting, 


the something 


and if you can succeed in making 
the same things look differently, 
you will stimulate interest in your 
store, its merchandise and your- 
self. And it’s a good time for new 
ideas, new methods of approach 
and new ways of interesting the 
prospective customer. People are 


always interested in something 
that’s novel and unusual and 
* 





theyre usually in a receptive mood 
at this season of the year. 

Incidentally, we are trying 
something new in the HARDWARE 
AcE Retail Sales Idea Club. Look 
at the bottom of this page and you 
will see something about it. You'll 
get the complete details in the 
April 15th issue. In other words, 
we are going to practice what we 
have been preaching and give our 
members something that’s in tune 
with season. 


* 


FOR EACH OF THESE [DEAS 31.00 was paip 


Re-use Bags and Twine 


“When unpacking an order, we 
frequently find many paper bags 
which have held small merchan- 
dise which has been packed in a 


large carton with other goods. We 
save all of these bags and use them 
to hold some of the merchandise 
we sell. We also save twine and 
re-use it. It is a money-saving idea 





“What Do You Know?’ 


Our New Monthly Hardware Quiz Contest 
for Members of the 


Hardware Age Retail Sales Idea Club 


, Starts in the April 15, 1943, Issue 


It's new! It's interesting! 
hardware store operations. 


It will test your knowledge ot 
Achieve a liberal education on 


this important subject by participating. Add to your knowl- 


edge. 


Find the correct answers to all questions that stump 


you. Have fun and also add to your cash income. 


TRY FOR NEW, LARGER CASH PRIZES! 


If you are in doubt about how to answer a question, consult 


your employer. 


He will be glad to help you. 


Most of the 


answers, however, will be found in past or current issues of 
HARDWARE AGE. Read every issue carefully. Keep them 


handy for future reference and use. 


Plan now to participate 


in every monthly “What Do You Know?” contest. 


APRIL CONTEST STARTS IN THE 
APRIL 15 ISSUE 


WATCH FOR IT! 


RISTO: 


ct, a 
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and we are helping to conserve the 
supply.” 
Lena Day 
DeV ore Hardware Co., Inc., 
Monongahela, Pa. 


x *k * 


Scrapbook Tells What's 
Happened to the Hardware 


“Some of our customers seem 
to think that our manufacturers 
have quit making things. In order 
to show them that many of their 
items are still being made, we keep 
a scrapbook showing pictures of 
our service men using the flash- 
lights, flashlight batteries, ‘walkie- 
talkie’ and ‘handi-talkie’ radios 
that use our scarce tubes, parts 
and dry cell batteries; rope on our 
ships; tools in our Army and 
Navy training schools and defense 
plants; shells for training our gun- 
ners, etc. This book helps some 
people realize the fact that it takes 
many civilian articles or necessi- 
ties to win a war. It also helps sell 
substitute articles.” 

Heten M. Douctas 
W. H. Douglas Hardware, 


Commerce, Texas 


Copy this form on a penny 
post card if more than one 
form is necessary. 


aa 





Increases Display Space 


“We recently made an over- 
table riser from two pieces of 
%g-in. by 5 ft. plywood supported 
by braces made of 14-in. flat iron. 























Showing construction of the riser. 


The outer edges were glassed in 
with regular bulb-edge glass. The 
bin dividers were made from 
scrap double thickness glass cut 
in 2-in. strips, the sharp edges 
having been ground off on an 
emery wheel. This glass, which 
otherwise would have been thrown 
away, saved us many dollars. With 
the addition of this riser, we have 
increased the display area of an 








You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


island by two-thirds and have 
been able to present a larger va- 
riety of small bin items. 

“We also made a_ portable 
glove display using the same glass 
but with bins 6 in. deep. This 
made an attractive presentation 
of our glove line and made it pos- 
sible to display a larger variety on 
less counter space than had been 
taken up by various sizes and 
shapes of boxes. We contemplate 
‘olassing up’ additional counter 
space using the same type of glass. 
The increased sales as a result of 
the attractive display have over- 
shadowed the effort and the time 
used in preparing the glass for 
counter use.” 

CLARENCE S. Beck 
Reeve Harden Companies, 


Hamburg, N. J. 
x *k * 


Do You Know? 

That vinegar can be used as a 
moistening agent instead of water, 
if you have trouble making labels 
stick to tinware, enamelware, 
glassware, crockery and _ china- 
ware. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


I hereby register for membership in the‘Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 








Name 
Firm St. 
City State 





1 am submitting the following question or subject as worthy material for dis- 


cussion by this organization. 


















Early May—Paint, Wallpaper and 
Wooden Kitchen Equipment 


HARDWARE AGE Original Window Display IDEAS 
































































































































and spoons, 
wooden dishes, 
salt and pepper 
shakers, bread 
slicers, roling pin, 
pastry board. 


PAINT AND ' 
WALLPAPER 
WINDOW 
NEW ROOMS MERCHANDISE: 
AT Paint, enamel, . 
varnish, paint ; 
LOW CcOosT cleaner, paint : Z 
brushes, putty f 
knives, scraper, 
PLAN PAINTING AND pcs color t 
charts. Wallpaper 4 
WALLPAPERING JOBS in rolls and drap- by 
ed over fixture. ie 
NOW ws wallpaper smooth- ¥ 
ing brush, seam I 
* s roller, wheel knife. . 
BACKGROUND ° 
y & 8 
pe. Center panel of 
(COLOR CHART light yellow cor- 
(sn I sae & & S CoLor rugaited board or 
Soe R ' pony painted wall- 
oag of & cD oO board. Side pan- i h 
= $ —s—| els of light green. 
= B= + & + oe 4 a Cut-out letters of : 
PAINT SSF PAINT a dark green. n 
__ CLEANER —— CLEOWER j 
SFMT ; T 
B ti 
= 
WOODEN W 
KITCHEN : 
EQUIPMENT ' 
WINDOW New~ Smart \ 
MERCHANDISE: é WOODEN UTENSILS fH | 
\\\ 
Wooden cabinets, For NY 
closets, cupboards, NS 
stepladders, salad THE KITCHEN \ 
bowls, salad forks AS 
\N 























BACKGROUND 


Center panel of 
light blue corru- 
gated board or 
painted wallboard. 
Side panels of 
medium blue. Cut- 
out letters of dark 
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Reninston DEALER LETTER 





DUX PIX CLIX?! 











































3 6 
R (They’re free —got yours yet?) 
E: 
cm pe autumn, in one of our outdoor and farm 
nt ' magazine advertisements, we tacked on a 
ty 4 ——— P . 
bay postscript offering a full-color enlargement of | 
we the illustration, suitable for framing. 
> | 
re, r Pee 5 . ‘ . 
-. ; You may remember this picture (at the right). 
” Everybody agrees it’s a beauty, especially in full, 
natural colors. Thousands of sportsmen have In full, natural colors, approximately 17 by 
D ; . A ticle este ites akin sllnees 
; sent for it. And perhaps you have. too. 14 inches, with 2-inch white border. 
° 
or- 
= Well, we still have a small supply left. If you 
in- 4 haven’t already sent for one of these color en- 
en. © + 2 , . 
of largements—or if you’d like to have one or two ~ 4 ° 
more to give away to friends — just write us. eo 1G 
° ie . P aye UY} y 
. They’re free, of course. Write Advertising Sec- od oo 
; tion, Remington Arms Company, Tne.., Bridge- Weather Forecast: Wet feet, fol- 
| port, Conn. lowed by rock-and-rye and aspirin. 
"| + * # 
Theatrical journalese for: “The pictures of those ducks The shortage of new guns will prob- 
went over big!” ably bring some of those old guns 
: with Damascus barrels out of hid- 
ing. But those barrels are unsafe 
with modern loads. If you see 
somebody with one, you'll be doing 
him a favor by warning him. 
* * * 
Who was it who said, ‘“‘Never count 
on anything turning up but your 
toes’’? 
* x * 
Hot Stove Stuff: Next time some- 
body a:ks you how come the “gauge” 
measurement for shot shells, here’s 
the answer: This measurement was 
started by the early ammunition 
makers and was based on the num- 
ber of round lead balls weighing 
one pound. Thus, 12 gauge was 
the diameter of a lead ball of which 
twelve weigh one pound. And so 
“g ; forth for the other gauges. 
some city slicker ast for my datter’s hand—but I told him 
S he'd either take the wholé gal or nothin’.” 
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G IFTWARES make 


a decided hit in the store of Alex- 
ander Grant’s Sons, Inc., Syra- 
cuse, N. Y., because of the varities 
offered, the attractive store dis- 
plays and the wide range of prices 
in which these lines are shown. 
Window displays of these lines 
are shown from time to time to 
help supplement the 
interior dis plays. Dinnerware, 


interesting 


glassware, woodenware and other 
gift items are shown in modern 
fashion with effective lighting that 
enhances their appearance. 

A display feature of the gift- 
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Displays, Varieties and Prices 
Attract Giftwares’ Customers 


This canopied-top display is lighted by “pin-it-up” lamps as well as 
by illumination coming up through the frosted glass effect base. 


Attractive presentation aids 
the sale of available lines 
at Alexander Grant's Sons Inc. 


wares section is the high open top 
unit shown above. Concealed 
lighting is supplemented by the 
use of “pin-it-up” lamps displayed 
on the columns supporting the 
canopy above the table. The two 
shelves in this unit, which was 
constructed from used 
open top units, have glass tops. 
The glass has a frosted effect, ap- 
plied with paint on the under side 
so that lighting dif- 


several 


concealed 





fuses light under the merchan- 
dise. With light from above and 
below, these gift items, priced 
from a low of 19 cents to a high 
of $8.95 per individual piece, are 
shown to excellent advantage. 
Sample items _ principally are 
shown on the shelves, stock being 
kept inside the shelving. Although 
the entrance to the interior of this 
unit does not show in this illus- 
tration there, is one just opposite 
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Red Mites 
Bed Bugs 


Also Blue Bug, Fleas, Ticks, Cattle Lice, 
Termites, Ants, Roaches and Similar Pests 





Nationally advertised—Widely distributed —Satisfied 


customers in all parts of the country as a result 


of years of successful use in homes and on farms. 


MANY USES 


Kills household and farm pests such as red mites, 
bed bugs, roaches, ants and similar insects. Also out- 


tanding as a disinfectant for poultry houses, farm 


buildings and the like. A good year round selling item. 


* Something to Sell When 


the Going is Tough! 


ASK YOUR JOBBER OR WRITE 


TOXITE LABORATORIES 
Box 19, Chestertown, Maryland 





REGISTERED 
U.S. PATENT 


OFFICE 











yw 


“= 


PUR AS &- 












Wall display of dinnerware shown on three levels. This section has 
helped sell a good quantity of eight different open stock patterns. 


the dinnerware display seen in 

the center background. 
Dinnerware is featured in wall 

units, two narrow shelves and a 


wide ledge being used for show- 


Hardware Featured in Mid-West's First “Price 


FB ceiling” store was 
: opened at Springfield, IIL. on 
Jan. 21, as a price-marking school 
for retailers and consumers. and was 
the co-operative effort of 53 Spring- 
field retail dealers and the [llinois 
Office of Price Administration. In- 
cluded among the 13 departments of 
the miniature store was a hardware 
department, set up by two Spring- 
Hofferkamp 
Bros. and the Schlitt Hardware Co. 

The purpose of the “price-ceiling” 
store was to make the public “price 


field hardware dealers 


conscious” and to give a_ practical 
demonstration of the proper marking 
of merchandise. The store was 
operated for two weeks and lectures 
were given daily for visiting groups 
of merchants, citizens, school chil- 
dren, etc., attracted from a 100-mile 
radius. It was furnished completely. 
rent free, by Springfield business 
men who are members of the retail 
merchants council of the Chamber 
Members of the Il- 
linois OPA staff. with headquarters 
in Springfield, were on hand during 
hours to explain the pur- 
pose of the exhibit and to tell about 
the proper markings used. Rationed 
items were also shown and rationing 


of Commerce. 


“store” 


main- 
tained to supplement all previously 
published material concerning OPA 


explained. The store was 


regulations and activities, and so had 
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ing pieces from eight different 
open stock patterns. On the nar- 


row shelves are plates, saucers. 


sugar bowls. the cups being sus- 
pended from cup hooks. 


“nothing for sale but knowledge.” 
In step with the times, a war stamp 
and bond booth was maintained dur- 
ing store hours. 

In the hardware section were: hay- 
forks, garden and lawn rakes, shov- 


A larger 


variety of pieces is displayed on 


the wide ledge together with 


novelty pottery items. This dis- 
play unit strongly suggests a home 
pantry or large china closet. Since 
these sets were taken on late last 
year about 50 have been sold, 
priced from $2.95 to $19.95, sets 
at $7.95 being the best sellers. 
Open stock sets are handled in 
units of 35 pieces and more. 
Woodenware is offered chiefly 
in two lines. is in good demand 
and enjoys a good average turn- 
over. Scarcity of metal items has 
helped increase interest in wood- 
en. glass and pottery numbers. 
according to M. G. Curtis, mer- 
chandise manager, who _ states. 
“Nowadays people have money to 
spend for these itesm for them- 
selves and as gifts for friends. 
And we try to keep the better sell- 
ing numbers of such lines on hand 


at all times.” 


Ceiling” Store 


els. single bit axes. claw hammers. 
handsaws,. ready mixed house paints. 
bulk and packaged fertilizer. insecti- 
cides. adult size bicycles. bicycle 
tires and flashlights. Particular em- 
phasis was on “cost of living” items. 





vart ot the hardware section of the model OPA “ceiling price” store 
maintained for two weeks by business men and OPA officials in Spring- 
field, Ill., to educate retailers and consumers as to price marking prac- 


tices for cost of living commodities. 


OPA officials are shown explaining 


procedure to an onlooker. 
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erchandising a 


ARDWARE  deal- 
ers should recognize the especial 
importance of properly merchan- 
dising a floor sander rental service 
during this period when many of 
their normal stock items have been 
curtailed or restricted. Such a ser- 
vice pays large profits for the time 
it takes and can help to replace 
some lost income. By displaying 
floor sanding equipment and mak- 
ing use of the signs, decals and 
window streamers, furnished, with- 
out cost, by manufacturers, deal- 
ers can add a department to the 
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\ 'SANDERS 
wis Anyone can “ oe sive fe 


“This service department needs advertising 
the same as any other sales activity.” The 
Robinson Lumber Co., Detroit, Mich., obtains 


good results from this sign on its truck. 
























“It is important ‘o 
display your equip- 
ment when it is not 
out on a rental. A 
spot on the floor of 
your paint depart- 
ment will attract at- 
tention.” 





Floor Sander 
ental Service 


It pays good profits in 
a short time and helps 
replace some lost income 


store that will bring in many new 
customers. 

This service department needs 
advertising the same as any other 
sales activity and should also be 
given proper solicitation. 


By WILLIAM L. LUNDBERG 
Manager Sales Division, 
Clarke Sanding Machine Co., 
Muskegon, Mich. 


The dealer can consider a half 
hour taken to rent a sander and 
instruct the user in the operation 
of the machine well worth while 
as the customary rental fee for 
a floor sander and edger is about 
$5.00 per day. The machine re- 
quires sandpaper which is always 
sold when the machine is rented. 
Naturally the renter will wish to 
finish his floors after they have 


been sanded. Records indicate 
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that &5 per cent of those who rent 
sander equipment purchase the 
materials to complete 


the job. In the meanwhile, you 


necessary 


have a good prospect on hand for 
anything else you have to sell 
He calls for his ma- 
chines and returns them when he 
is through. This means that he 
enters your place of business at 
A great many of such 
customers usually need something 
else that was forgotten the first 
time they called. 

How much profit are you going 
to realize from a customer who 
rents your machines? You are as- 
sured of at least a $5.00 rental fee 
If he 
is a new customer and likes your 
service and treatment, he may be- 
Remem- 
ber that he entered your store, 
rather than that of your competi- 
tor, because you could offer him 


your store. 


least twice. 


and the sale of sandpaper. 


come a steady customer. 


floor rental service. 

It is important to display your 
equipment when it is not out on 
a rental. A neat display spot on 
the floor of your paint department 
will attract attention. Sand off a 
space about 4 ft. long and 3 ft. 
wide. Paint a border around the 
space, paint a sign on the space 
advertising that you have a floor 
sander for rent and cover this 
with varnish or any other finish- 
ing material. 
beautiful permanent display that 
attracts the eye of 
anyone entering your paint depart- 


This represents a 
immediately 


ment. When your machines are 
not being used display them near 
this sign. They excite curiosity 
both men and women will ask 
about them. In a few words you 
can explain the use of the ma- 
chines and tell prospects how to 
make their own floors beautiful 
at a small cost. 
The signs, decals, window 
streamers and other advertising 
should be 
prominent places because you are 


mediums placed in 
soliciting a business with great 
possibilities. It is also recom- 
mended that you use classified 
newspaper columns for advertis- 
ing this service. 

Personal solicitation by your 
perhaps the best 
of keeping your floor 


When 


prospective customers enter your 


employees _ is 
method 
sander equipment in use. 


department intent on purchasing 
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paint, wallpaper or other mate- 
rials they immediately become 
prospects for floor sander rental 
service. It takes only a few sec- 
onds to ask them if they plan to 
do any work on their floors. Even 
if they are not interested at the 
moment, you have at least left a 
thought with them. They will be 
reminded of this when they return 
home and look at their floors. No 
doubt the matter will be discussed 
by husband and wife and there are 
very few women who cannot con- 
vince their husbands of the neces- 
sity of finishing their floors when 
they decide it should be done. 
Each new 
ers. Let’s say Mr. Jones sanded 
his floors. The Browns come over 
after the work is done and marvel 
at the attractive appearance of the 
Mr. and Mrs. Jones 


become your sales 


customer brings oth- 


» ] 
Jones’ floors. 
immediately 
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PAINT 


This advertisement featuring gifts 
for Mother's Day stimulated sales on 
housewares and other gift items for 
the Alliance Hardware Co., Ailli- 
ance, Ohio. Only a portion of the 
space was devoted to this feature. 
however. Several popular selling 
seasonal items were also adver- 
tised to excellent advantage. 





department when they tell the 
Browns how they rented your ma- 
chines, bought your floor finishing 
materials and how cheaply the 
work was done. How can this 
possibly fail to bring you more 
business? Keep your paint de- 
partment employees on their toes 
by having them make efforts to 
solicit this business. We find that 
some dealers have even put floor 
sanding rental service on a com- 
mission basis, giving their em- 
ployees a certain percentage on 
every rental they get. 

It is a good policy to rent your 
machines by the day rather than 
on an hourly basis. By renting 
them by the day you will eliminate 
the rush and poor work that the 
renter is apt to do in order to save 
as many hours as possible. When 
the machines are rented by the 
day, your customer will take his 
time and do a good job, one that 
he will be proud to show his 
friends and one that will result in 
more business for you. The renter 
who feels that he is saving a few 
pennies by rushing through the 
job will not do the work properly 
and may complain because he 
claims the machine is not work- 
ing properly. It is better to have 
a lower daily rental fee than a 
high hourly fee. 

Always instruct your new cus- 
tomers for rental service in the 
proper operation of the machine. 
Today, rental floor sanders and 
edgers are simply constructed and 
can easily be handled by one per- 
son. In a period of less than 10 
minutes you can give complete in- 
structions for a good job. The 
important thing is to make sure 
that he knows how to attach the 
sandpaper to the drum. By going 
through this operation once or 
twice and then letting him do it 
himself a couple of times, you will 
find that he will experience no 
difficulties when he starts work on 
his floors. Sandpaper _ sheets 
should be properly flexed to avoid 
cracking at the point where the 
sheet goes into the slot on the 
drum. Run the machine on the 
floor for a minute or two to ac- 
quaint the customer in the opera- 
tion. On modern machines there 
is nothing to adjust—nor do they 
require any lubrication. Stress 
the importance of returning the 

(Continued on page 98) 
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PRICE ADMINISTRATOR Pren- 
tiss M. Brown has announced the ap- 
pointment of a committee to survey the 
entire organization of OPA. The 
Management Advisory Committee will 
make its recommendations to Mr. Brown 
after considering all proposals for 
changes in the plan of organization, in- 
cluding suggestions to be made by its 
management staff and by management 
experts from the Bureau of the Budget. 
The committee will not only study the 
Washington organization, but will re- 
view the plan of operation of the re- 
gional, state and district offices. The 
committee will also make recommenda- 
tions relating to the 1944 budget, now 
in preparation. 

Former Senator Clyde L. Herring, 
lowa, Senior Assistant to the Adminis- 
trator, has been designated chairman. 
Other members include Deputy Admin- 
istrators Lou R. Maxon, in charge of 
the Information Department and Ed- 
ward N. Hay, in charge of the Admin- 
istrative Management Department; 
Manning Shaw and Ronald Seeley, 
Assistants to the Administrator; H. 
Burke Fry, Director of the OPA Budget 
Division; and Stanley T. Orear, Direc- 
tor of the Organization Planning Divi- 
sion. Others will probably be added. 
This committee will advise with repre- 
sentatives of the Bureau of the Budget. 


x * * 


MANY VICTORY GARDEN- 
ERS, in working toward the goal of 
18,000,000 home gardens in 1943, will 
need garden tools, seeds and_insecti- 
cides. Supplies of these essentials are 
reported to be sufficient to meet the 
needs of this expanded garden program, 
but there are none to waste, the De- 
partment of Agriculture reports. Wast- 
ing seeds, tools, fertilizer, or insecti- 
cides is never desirable and in war-time 
is to be condemned. As badly as this 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


* * 


country needs gardens, it cannot en- 
courage waste. 

The manufacturers of garden tools 
are doing their share of war work. This 
means fewer styles, less frills for the 
duration. The Victory gardener must 
not expect to get every kind of tool 
that he might like to have. A hoe, rake 
and spade are necessary. Wheel hoes 
and the larger tools, useful in the big- 
ger gardens, are not being made. Those 
who do need such equipment should 
make arrangements to borrow. 

Supplies of insecticides and fungi- 
cides may be the most limited of any 
of the garden materials. Whenever the 
most commonly used material is not 
available, it may be possible to get a 
substitute. Many of the standard spray 
materials used in controlling plant dis- 
ease contain copper compounds. Copper 
is needed for munitions, but sulphur is 
in ample supply and for most uses is 
as efficient. 

x * * 


LOCAL WAR PRICE AND RA- 
TIONING BOARDS may use a new 
certificate of purchase, known as Form 
OPA R-905, in granting individuals 
authority to buy one of the coal-burn- 
ing or oil-fired heaters rationed in the 
32 states and the District of Columbia 
where fuel oil is also rationed, OPA 
has announced. Under Ration Order 
No. 9, the certificate of purchase origi- 
nally authorized was Form OPA R-403, 
customarily issued by local boards for 
the purchase of typewriters, with vari- 
ous changes made in the form to adapt 
it for the purchase of a stove. Amend- 
ment No. 4 to Ration Order No. 9 which 
authorizes the use of the new form, also 


permits the alternate use of the type- 
writer form where boards have no sup- 
plies of the new one. 

The same amendment authorizes the 
transfer, without a certificate of pur- 
chase, of rationed coal and oil-burning 
stoves which by reason of fire, theft, or 
accident come into the possession of 
common carriers, persons engaged in 
the insurance business, or engaged in 
the adjustments of losses caused by 
such occurrences. The transfer is con- 
fined to any other person in the same 
business, to the original owner, or to a 
dealer, wholesaler or manufacturer. 


x * * 
MORE SPECIFIC CONTROL of 


transfers of new domestic electric ranges 
from remaining manufacturers’ and 
distributers’ stocks, and complete ces- 
sation of production of such ranges, are 
among the new provisions of Order 
L-23-b as amended by WPB. In addi- 
tion to these provisions, manufacture of 
repair parts is placed under control to 
make them available through normal 
trade channels without preference rat- 
ings. 

Transfer of new electric ranges re- 
maining in the stocks of manufacturers 
and distributers now requires clearance 
through WPB on Form PD-556. Pre- 
viously there was no central control 
over these stocks, transfer having been 
permitted on military orders or pref- 
erence ratings assigned for specific de- 
fense housing projects. 

There is no change in the require- 
ments for sale from dealers’ stocks. As 
before, certification of need must be 
submitted by the consumer, stating 
that the new domestic electric range is 
required to replace one that is worn 
out or damaged beyond repair. Or it 
may be declared that the range is re- 
quired because no other cooking equip- 
ment is available and that all internal 


(Continued on page %6) 
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HO would have dreamed, a few 

short years ago, that a cup of 
coffee, a pat of butter, a safety razor 
blade would assume such importance in 
the eyes of the entire nation? Now they 
are precious commodities, purchased 
with forethought and discrimination. 


Yes, we're discriminating these days. 
We look at the stock on our dealers’ 
shelves and choose from it far more 
caretully. We look for the brands we 
know and trust. 


Thousands upon thousands of men are 
happy to see the familiar Gem Blades 
package on the dealer’s counter. To 








them it is a symbol of genuine economy, 
too, because Gem’s super-keen edge 


always gives more shaves per blade. 


In leading magazines and newspapers, 
Gem advertising continues to feature 
the famous "Avoid 5 o'clock Shadow" 
theme. And everything possible is be- 
ing done to keep the retailer supplied 
with Gem Blades. 


Stock and display Gem, now! Your 
wholesaler can fill your orders for Gem 
Singledge Blades in both 10¢ and 25¢ 
packages. ... Gem Division, American 
Safety Razor Corp., Brooklyn, N. Y. 


Now—more than ever—it’s important for customers to know that 
the retailer has Gem Blades in stock. Gem Blades come in self-selling 
vending cards. Display these cards and build regular Gem customers. 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


/ Lr one time I was in- 


terested in a chemical factory on 
the Raritan river near Perth Amboy, 
N. J. We bought most of our hard- 
ware supplies from the Perth Amboy 
Hardware Co. whose clerks, I note, 
win many of the prizes in the Harp- 
wARE ACE Retail Sales Idea Club. 
The Commercial Club of Perth 
Amboy asked me to make an ad- 
dress at one of their dinners. Fol- 
lowing my custom, I went to the 
New York Public Library and read 
up on the history of the town. It 
was a most interesting story. Perth 
Amboy is older than New York. 
Captain Kidd the pirate once landed 
there and watered and supplied his 
ship. Benjamin Franklin sailing 
from Boston to Philadelphia put in 
there and spent the night. 


What's in a Name? 


The reception committee drove me 
around the town. I asked to be 
taken to the library. I asked them 
for a book on Perth Amboy. After a 
lot of trouble the librarian dug up 
one old copy. It had only been taken 
out once in three years. So I was 
sure my hosts didn’t know very 
much about the early history of 
their town. I had a lot of fun with 
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them. How was the town named? 
Who named it? When was it named? 
My address was, mainly, telling the 
Commercial Club the history of 
its own town. 

I tried out the same idea on many 
other towns I visited. York and 
Lancaster in Pennsylvania whose 
names suggest the Wars of the 
Roses. Who named them, etc., etc. 
A signer of the ‘Declaration of In- 
dependence is buried in York. Syra- 
cuse, Ilion, Troy, Ithaca in New 
York State are all classical names 
suggesting ancient Greece. Provi- 
dence, R. IL, smacks of the early 
Puritans. 

Just take your map of the United 
States and study the names of cities 
and towns. Each name has a his- 
tory. You can recall the early his- 
tory of each section by the names 
given its towns. 

Take the Mississippi sections for 
instance. Look at all the “Saints”— 
Saint Paul, Saint Cloud, Saint Jo- 
seph, Saint Louis, Saint Genevieve, 
etc. The French influence was un- 
doubtedly responsible. 

Then all the ““News”—New Haven, 
New Britain, New Orleans, New 
York, New Rochelle, New Port, New 
Madrid, etc., etc. Settlers from the 
old world giving their old world 








names to their new homes. Then the 
endless names of Indians—Black 
Hawk, Keokuk, Tecumseh, Chey- 
enne, Indiana, Indianapolis 
Think of all the “Villes”—Nash- 
ville, Knoxville, Clarksville—the 
“Ville” must have come from the 
French for town or city. Not only 
have our progenitors called their 
names from Europe but they have 
called on Egypt—there is Memphis 
on the Mississippi reminding us of 
the ancient city on the Nile. Not 
only are we the melting pot of peo- 
ples, we have also drawn on all the 
world for the names of our cities. 





The French voyageurs came down 
the rivers and woods from Canada 
and left behind them towns named 
Joliet, La Salle, etc., and we must 
not forget the famous town of Cicero 
near Chicago! Then the Mormons 
left Nauvoo in their wake. Each 
town and name is a marking stone 
of history. 

Many towns were named for war- 
riors and statesmen. Washington, 
Davenport, Iowa, after Cal Daven- 
port, Leavenworth, Atchison, Pike’s 
Peak, Franklin, Leesburg. Out west 
under the Spanish influence we find 
lovely names as soft as the balmy 
breezes of the land—Los Angeles, 
San Diego, San Francisco, Pomona, 
Ramona. Then consider the names 
of mining camps—Leadville, Creede, 
Golden. Butte, Wounded Knee, Tin 
Cup. Tombstone. 


It's Different in Europe 


One curious difference between 
place names in our country and in 
Europe is that here the individual 
gives his name to the town—for in- 
stance, a fort and a town were 
named after Cal. Leavenworth—but 
in Europe this prominent personage 
takes his name from the place. The 
Prince of Wales, The Duke of Wind- 
sor, The Duke of Marlborough, 
William of Normandy, etc. The one 
great exception here being Charles 
Carroll of Carrollton, the signer of 
the Declaration of Independence. 
There were two Carrolls. 

A dean’s time is usually short and 
before I depart I want my hardware 
friends to help me do just one thing. 

Your town has a name and a his- 
tory. If you will ask your neighbors 
you will be surprised how ignorant 
they are about who named the place. 
If they know, many have forgotten. 
How many citizens of Keokuk, for 
instance, know the history of the 
great Indian chief after whom their 
town is named? How many citizens 
of Saint Louis know what saint the 
city was named after? He happened 
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to be a French king, but what king 

-when? 

What I propose is that you see the 
editor of one of your local papers 
ind your city librarian. Get an ar- 
ticle written about the naming of 
your town, dates, some interesting 
early local history. Have this brief 


history printed on one or more thin | 


sheets of paper and then arrange to | 
have these sheets pasted in the back | 
of each and every book in your town | 


library! Then everyone who took 
out a book would get the town his- 
tory. There would be no excuse for 
anyone in San Antonio, for instance, 
not knowing about Davy Crockett 
and the Alamo—and that immortal 
phrase—“Thermopalae had its mes- 
senger of defeat. 


po? 
none. 


The Alamo had | 


The only real work to be done | 
would be the pasting in the books | 
and I am sure there would be any | 


number of school boys and girls who 
would volunteer for the job. 


Good Human Interest 


I would like to see the hardware 
of the country put this 
idea. If properly handled it would 
make a 
paper. 


men over 


good story in your local 


About a year ago in this column 
I wrote up Thomas Jefferson and 
the one cent post card carrying his 
picture. Today a leading newspaper 
is carrying on a country wide con- 
test with large cash prizes for es- 
says written about Jefferson. 

In this column I also told how the 
great readers of the world had be- 
come the world’s greatest men. One 
of the leading newspapers in the 
country copied this article verbatim 
in one of its Sunday issues. Another 
great newspaper has grabbed the 
idea and the basis of its advertising 
campaign now is the value of read- 
ing in education and the necessity 
of an education for any 
either material or spiritual. 


progress 


So, my hardware friends, I pass 


you this idea to put over in your 
town. Don’t let someone else grab 


the ball out of our hands and run 
away with it. 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 64 
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AND WE HAD Atel Break 


“Our boys,” in distant lands, get real bread 
— made the American way in “portable” 
kitchens. Just another way Briggs & Stratton 
gasoline motors are serving — furnishing 
power for bread mixers, refrigerators, water 
supply and other specialized applications — 
in addition to scores of major standard uses. 


We're in full production on 
Briggs & Stratton 4-cycle, 
air-cooled gasoline motors — 
for the war program and ap- 
proved “essential” civilian uses 
— but there are not enough 
“new” motors available to 
supply the demand. As a spe- 
cial service, we are trying to 
place “used” Briggs & Stratton 
motors that may not now be in 
active service, in the hands of 
those who need them so badly. 
If you have, or know of any 
Briggs & Stratton motors not now in 
regular use—please write us, stating 
model numbers and general condi- 
tion. It makes no difference how 
old they are, We will assist in mak- 
ing contacts between owners and 
prospective purchasers, 


BRIGGS & STRATTON CORP. 
MILWAUKEE, WIS., U.S. A. 


FOR VICTORY 
Invest in 


WAR BONDS 


How to Increase Retail Paint Sales 
Under Present Day Conditions 


(Continued jrom page 40) 


or six strips of ordinary sidings. 
three or four feet long, nailed to a 
frame. Use old weathered siding 
that has had long exposure and 
suffers from lack of paint. 
about eight inches unpainted to show 
the weathered wood. 


Leave 


Apply your house paint primer, 
and a few days later a finishing coat 
ot outside gloss-white. Nail a strip 
of moulding at each end, painting 
one a bright green and the other a 
bright blue trim color. 

A home-made job of this kind, 
showing your two-coat system, will 
be mighty convincing when you in- 
vite your prospects to inspect it. 

\ similar display made of rough 
lumber painted with barn red will 
help you sell many a barn job. 

Old furniture, old ice-boxes, and 
what-have-you, cleaned up, sanded 
down and finished with a coat of 
enamel, will attract the women and 
sell plenty of pints and quarts of 
enamel. Always leave half of the 
piece unpainted to show the con- 
trast. 

I have known dealers to sell hun- 
dreds of kitchen and bathroom jobs 
by a simple washing test that any- 
one can make with a little time or 
trouble. All housewives like to work 
in a colorful, cheerful kitchen, par- 
ticularly if the walls and woodwork 
have been finished with a paint or 
enamel that washes easily and can 


be kept clean with a minimum of 


effort. 

You have the finishes in stock— 
semi-gloss paint for walls and wood- 
work makes the best washing dem- 
onstration. Take a sheet of wall- 
board, say 3 ft. square, and give it 
Allow about 10 
days to thoroughly dry. Smear the 
finish with grease, dirty hands and 
pencil marks. Then wash about half 
of it. Such a panel tells a quick 
and convincing story either in your 
window or displayed in your store. 
with an appropriate hand-lettered 
sign reading: “Your Kitchen Walls 
Will Wash Like This, Too, I} 
Painted With Our (and name 
your brand). 

Many a smart dealer has increased 
his varnish sales with fine profits 
by nailing together several strips of 
oak flooring, and giving them a 
couple coats of floor varnish. With 
a card attached, giving the brand 
name and price per gallon or per 
quart, it speaks for itself whether in 


two or three coats. 
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a window or displayed in the store. 
It shows the consumer what a smali 
investment will do to his floors. 

You can afford to feature paint 
in your windows more frequently 
than you do. You will be amazed 
how your sales of wall puint, en- 
amels, varnishes and other interior 
finishes will be stimulated this win- 
ter if you give some thought to at- 
tractive displays and use :ome of the 
home-made jobs to illustrate what 
paint will do to brighten up the 
home and prolong the life of certain 
things that cannot be replaced today. 

Cultivate the habit of going out 
after paint business, following the 
prospects who have shown an in- 
terest in painting and who should 
paint. You all used this method in 
the past to sell appliances, imple- 
ments, lumber and building mate- 
rial, and you can increase your paint 
sales by hundreds of gallons if you 
apply the same treatment to paint 
selling. 

Keep in the newspapers with paint 
ads, not just in the spring but 
throughout the year. Small space. 
used with certain regularity is in- 
expensive, and in the off-serson is 
sufficient to keep your name before 
the public as “paint headquarters.” 


If you haven't a newspaper in your 
town. use handbills which most 
paint manufacturers make available. 


I hope that most of you dealers 
are amply stocked with brushes, as 
the nation’s supply is nearly ex- 
hausted and replacements will be 
confined largely to the household 
varieties. Many dealers, recogniz- 
ing the need of brushes to keep 
their paint sales active, long ago 
started a _ brush-cleaning service 
through which their customers can 
bring in their old brushes, have 
them cleaned in solvents and _ re- 
stored to usefulness. 

And there are dealers who have 
found it to their advantage to rent 
brushes—particularly the 4-in. sizes 
and larger. This may help sell many 
a job that might otherwise be lost 
due to the customer’s reluctance to 
invest several dollars in the kind of 
a brush needed to do a good job. 


Your paint business can be good 
every month in the year if you'll 
stay in the paint business all win- 
ter with complete stocks and prac- 
tice some of the ideas I have given 
you. Most important of all is to 
adopt for yourself and your sales 
force an attitude of expectancy 
toward your paint business. You 
can become “paint headquarters” in 
your community by convincing the 
public that you are able to render 
a better service than your com peti- 
tors. 


Some Shooting Terms You Should Know 


ERE are a few shooting terms 
that those interested should 
know. 

Ballistics: The science that deals 
with the movement and velocity of 
projectiles. 

Carbine: A rifle having a barrel 
much shorter than standard. 

Chamber: The enlarged portion 
in the rear of the bore of a gun in 
which the cartridge fits when it is 
loaded ready to fire. 

Chronograph: The instrument used 
to determine the velocity of a pro- 
jectile in flight. 

Cock: To pull the hammer or fir- 
ing pin of a gun back to full cock 
so that the gun is ready to fire by 
pulling the trigger. 

Crimp: Turn-over of the end of 
shell to hold in load of shot, or 
pinch, at mouth of cartridge case 
to help hold the bullet. 

Magazine: The box or tube of 
gun in which the cartridges are car- 
ried in position to be fed into the 
chamber by means of the reloading 
mechanism. 


Virage: Heat waves caused by a 
difference in temperature of ground 
and air. 

Pattern: The distribution of a 
charge of shot fired from a shotgun. 

Recoil: The backward movement 
or “kick” of the gun caused by the 
discharge of the cartridge. 

Rifling: The spiral grooves cut in 
the bore of a rifle or pistol barrel. 

Stock: The wooden part of a shot- 
gun or rifle, or the sides of the 
handle of a pistol or revolver. 

Trajectory: The course described 
by a projectile in flight. 

Velocity: The speed of the bullet 
or shot charge, usually measured in 
feet per second (f.s.). 

Wad: A disc of cardboard, felt or 
composition used in a shotgun shell, 
either between the powder load and 
the shot charge or (cardboard only) 
on top of the latter, held by the 
crimp. 

-J. Mowe_t Hawkins, 
Shooting Promotion Division, 
Winchester Repeating Arms Co. 
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PROFITS FOR YOU 
| _IN_THIS BAG! 
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AS 


Cs Quick Volume in This 


Non-Priority Item... 





Dealers! Here is profit news for you. A fast- 
moving staple item that is available right now. 

Eagle Brand water bags lick thirst anywhere 
by giving cool, refreshing water on-the-spot. 
How? By evaporation, one of Nature’s first 
principles. Water slowly seeps through the 
specially processed canvas which controls the 
amount of seepage. Evaporation produces re- 
frigeration; thus cooling the watc« inside the 
bag. Yes; it’s as simple as that. Water bags 


are proved; usedin West for 50 years. 


2 Gal. Size 
Retails for $1.00 


Dealers’ Cost 
$8.25 Doz. 


(Approx.) 






Wherever outdoor work is done... in the 


Se ah? 


hottest summer weather, even when the ther- 






ities arad 


mometer is over 100°, these bags fill a real 






need. Far superior to old methods, water bags 





keep water cool and clean until the last drink. 





Supply this demand and cash in on steady 
profits. 


f 


9 


FREE WATER BAG — For Display 


H. WENZEL TENT & DUCK CO. 


1035 South Ninth St., St. Louis, Mo. 





Please ship us a trial order of one dozen Eagle Brand 
Water Bags at $8.25 per dozen. Also one FREE bag 
for display purposes, which we agree to fill with 
water and hang outside our store. 





| NATIONAL ADVERTISING STEPPED-UP FOR 1943 


Advertisements in 17 leading farm publications starting in May. 


Eagle Brand water bags create new sales opportunities for dealers. My Hardware Jobber is 





— 
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BUHL SONS NAMES 
WARNER DIRECTOR j 
OF PURCHASES i 


Humphrey was reelected presi- 
dent and treasurer. Other officers 
reelected are: D. L. Johnson, 
vice-president; Robert Humphrey, 
secretary; H. R. Myers, assistant 
secretary and H. C. Walker, as- 


Cobleigh and Kemp 
sistant treasurer. The directors 


Behr-Manning Corp., Troy,| years and is well-known in that chosen were: Wilbur Humphrey, 
N. Y., recently promoted George | territory. He is a former presi- R. J. Monroe, L. E. Dillehunt, 
L. Cobleigh and Louis W. Kemp dent of the “Nutmeggers.” C. H. Ruedi and Robert Hum- 


Behr-Manning Promotes 


E. L. (Ted) Warner has been 
appointed director of purchases 
Sons 


for Buhl Co., wholesale 





~ 
| 


Louis W. Kemp also has been 


moved up to the position of di- | 


| visional manager with complete | 
| oversight of coated abrasives and | 


| phrey. 


STEINETZ ELECTED PRES. 





OF CONGOLEUM-NAIRN 


| sharpening stone activities in| 
; oe i 
|central and northeastern New| 8B. G. Steinetz, formerly vice- 


| York. His headquarters will be | president and treasurer of the 


| Congoleum-Nairn, Inc., Kearney, 
|N. J., has succeeded Albert W. 
| Hawkes as president of the com- 
pany. He went to Congoleum- 
| Nairn from the General Chemical 
Co. in 1926. 

Mr. Hawkes, who for 16 years 
| was chief executive of the com- 
| pany, now holds a seat as United 
States Senator from New Jersey. 














































| He will continue as chairman of E. L. WARNER 
the board of directors. R 
hamid hardware distributors, Detroit, FF 
GEORGE L. COBLEIGH neve preery Mich., to succeed the late A. H. — 
E NAMES ers 
to the positions of divisional PLANT SUPERINTENDENT Nichols. : UNI 
managers. Mr. Warner joined the Buhl 
Mr. Cobleigh becomes divi-| E. S. Phillips, president of |Sons Co. in November, 1921, as 
sional manager with headquarters | Devoe & Raynolds Co., New York a clerk in the stock room. Due The 
at Boston and will be in direct : , _— — me = ” his ability and alertness on Colun 
charge of the company’s coated LOUS WV. BEEP ment 66 Soy * vey cok the job, he advanced rapidly and new 
abrasive and sharpening stones | at Troy. Mr. Kemp has been a neg ig easy ag- M9 sa within a short period became of ste 
throughout New England. He| member of the company for 25 plant now tocated in Frinceton, | (f.¢ member of the Builders’ any 
. ag Ind pany 
has been with Behr-Manning | years and during this time, has} \4- phinney was associated Hardware Department. Through under 
Corp. for the better part of 20| served in many capacities. Pe - me efficiency and close application Sched 
. for the past 26 years with T. S. apes é ; 
se “- . : >. | to the duties involved he merited Sch 
Simms & Co., Canadian brush h 2 h 934 L157 
manufacturers, as an executive another or oe and e 198 W ssi 
ae 3 f Jucti was appointe uyer and man- wae 
HERCULES POWDER NEW | dent manager of the Paper peed aay 6 pene cou of thls Gilden. lishes 
BOSTON SALES OFFICES — oe a Conceded to be an expert _ 
Hercules Powder Co., Wilming- age ~~ fe oe fh al Di 9 . builders’ hardware man, Mr. ra 
ton, Del., has announced the a ns - mp he PMC “Aes Warner is widely known in the v0 dis 
opening of sales offices in Boston, — — ot the MC Depart- field. ae 
Mass., on April 1, for its cellu- ment - eston. : — 
lose products, naval stores, syn- G. J. Rising, former resident ene effecti 
thetics, explosives and paper manager at Stoneham, will be catalo 
makers’ chemical departments. transferved to the Hercules office H. W. DOYLE JOINS pretat 
is: alien we an tee see Pittsburgh, Pa., where he will LIBBEY-OWENS-FORD its st 
floor of the Statler Office | TePresent the Industrial Chemical s This 
Building Division. Henry W. Doyle, formerly with fe sin 
Homer C. Simmons, New En- me Cunaeeanets peng: <s, 7 illustr; 
end secnnane of cates of ts ledo, Ohio, has been appointed tains | 
Titian Moniese ‘Depestment MOREHOUSE & WELLS co. | assistant to John D. Biggers, i dex o1 
heads his departmental unit in HOLDS ANNUAL MEETING | president of Libbey-Owens-Ford : 
Boston. Howard C. Bates, in At the annual stockholders’ Glass Co., Toledo, Ohio, accord: F NE 
charge of Synthetics Department | and directors’ meeting of More- ing to a recent announcement. 4 BY 
sales for that territory, is located | house & Wells Co., wholesale Mr. Doyle joined Owens-Illinois f = The 
in the Boston office. W. M. Wil-| hardware distributors, Decatur, a year ago in the capacity ol manuf, 
liams, the newly appointed resi-| Ill. held March 9, Wilbur GUY C. PHINNEY junior executive. phia, ] 
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| Patterson Appointed 
General Sales Manager 


of Lamson & Sessions 
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ROBERT G. PATTERSON 


J. F. Donahue, vice-president 
in charge of sales, has announced 
the appointment of Robert G. 
Patterson as general sales mana- 
ger for the Lamson & Sessions 
Co., Cleveland, Ohio. 

Mr. Patterson joined the Lam- 
son & Sessions organization in 
1935 as merchandising director 
and became actively interested 
in the development of the hard- 
ware and automotive trade. Dur- 
ing the last three years he has 
been in charge of wholesale and 
industrial sales through the 
branch offices of the company in 
Chicago, New York, Birming- 
ham, St. Louis, Salt Lake City, 
Los Angeles, San Francisco, and 
Seattle. 








UNION FORK & HOE CO. 
ISSUES PERMITTED 
GOODS CATALOG 

The Union Fork & Hoe Co., 
Columbus, Ohio, has issued a 
new catalog showing every item 
of steel goods which the com- 
pany is permitted to manufacture 
under Limitation Order L-157, 
Schedule V. 

Schedule V of Limitation Order 
L-157, which was issued by the 
War Production Board, estab- 
lishes the kinds, grades, sizes, 
weights and finishes for manu- 
facturing and fabricating hand 
forks, hooks, rakes, hoes, culti- 
vators and eye hoes. The Sim- 
plified Practice Order becomes 
effective April 8, 1943, and the 
catalog is the company’s inter- 
pretation of the order as far as 
its steel goods are concerned. 
This 19-page catalog is written 
in simple form and completely 
illustrated throughout. It con- 
tains a product and section in- 
dex on the last two pages. 





NEW APPOINTMENTS 

BY L. H. GILMER CO. 
The L. H. Gilmer Co., belting | 
manufacturers, Tacony, Philadel- | 
Phia, Pa., has made two new ter- | 





APRIL 1943 





1, 





| with 


ritorial appointments. Joseph C. 
Jennings becomes technical field 
manager for Texas and in 
charge of the Houston branch. 
For nearly a year, Mr. Jennings 
had been connected with the In- 
dustrial Service Department in 
Philadelphia. Previous to coming 
with the company he had been 
in charge of the mill and supply 
division of a distributor of Gil- 
mer products. 

Richard L. Acton is now tech- 
nical field manager for Minne- 
sota. He joins the company with 
five years’ experience on power 
transmission products, preceded 
by experience with a _ widely 
known manufacturer. He will 
make his headquarters in Min- 
neapolis. 


is 


FOR DETROIT LUBRI- 
CATOR CO. 


Detroit Lubricator Co., Detroit, 
Mich., has announced the ap- 
pointment of E. J. Doucet, as 
general sales manager. 

Mr. Doucet has been associated 
Detroit Lubricator Co. for 
the past 26 years, and until two 
years ago was in charge of oil 
burner equipment sales for the 


western territory with headquar-] JACK MADE SECRETARY 
8 at » company’s Chicago| OF REMINGTON ARMS CO. 
office. Subsequently, Mr. Doucet — 

: : : lecti . D. Jack as sec- 
was transferred to the main office | Miles ry of R D. Jack a ‘ 
at Detroit where he held the po- | retary 0 Remington Arms Co., 
sas E | Bridgeport, Conn., was announced 
sition of sales manager in the| ly by C.K z : 
Gti Busnes ecient Winkel recently by C. K. Davis, presi- 

Lquipment Ivision, Sy aa way 
; dent and general manager of the 
and then sales assistant to the 
company. Mr. Jack, has 


president, which position he held csinall an Gaibitinits iitain oni 

: ° served as assisté secretary 4 
up to the time of his present} ~—. nt aes .— 
pcr IAS | assistant treasurer, also will con- 
PE : | tinue in the latter capacity. 
JOHN W. TABOR JOINS nee: 


Ww ho 





HIGGINBOTHAM- | NEW APPOINTMENTS 
PEARLSTONE | MADE FOR B. F. 
| John W. Tabor, formerly buyer | GOODRICH CO. 
— ; ~— Masdware we: W.S. Richardson, general man- 
‘aco, Tex., is now conne¢ ted ager, Industrial Products Sales 
with Higginbotham - Pearlstone Division of The B. F. Goodrich 
Hardware Co., wholesale hard- Co., Akron, Ohio, has announced 
ware distributors, Dallas, Tex.. 


the following appointments: Ches- 
ter F. Conner, merchandise man- 
ager, Jay E. Miller, sales pro- 
manager, Harold F. 
Mosher, manager, Special Indus- 
trial Merchandise. 


— 





motion 


Mr. Conner has been with the 
company nearly 33 years. He is 
on the staff of advisers in the 
Office of the Rubber Director at 
Washington and has been active 
in Mill Supply organizations. 

Mr. Mosher, with 
the company 24 years, was man- 
ager of the trade coordination 
department from 1931 to 1942 
and had been in Koroseal sales 
for a year prior to his present 
appointment. 


“i 
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W. TABOR 


associated 


JOHN 


as the special assistant to O. H. 
Mann, vice-president and general 
manager of the company. 

Mr. Tabor had been with Me- 
Lendon Hardware Co. about 38 
years before the company was 
liquidated. 


Mr. Miller had previously been 
in charge of advertising and sales 
promotion on drug sundries. 





- 
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ARMY-NAVY “E” AWARD TO DAMASCUS STEEL PROD- 
UCTS—Brig. Gen. John Willis, (left), Camp Grant Com- 
mander, presents the Army-Navy “E” for excellence in war 
production to Harry M. Hanson, president of the Damascus 
Steel Products Corp., Rockford, Ill. The ceremony took place 
recently at the company’s factory in Rockford, with Gen. 
Willis giving the principal address. “‘E’’ pins were presented 
to representatives of the employees by Lt. E. B. Nugent, 











United States Navy. 
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Army-Navy “E” Production Awards 
Of Interest to the Hardware Trade 


Electric Tools, divisions of The 








Stanley Hand Tools and Stanley 
Stanley Works, New Britain, Conn. 

Swan Rubber Co., Bucyrus, Ohio. 

Walworth Co.. New York City, Boston, Mass.. and Kewanee, 
Ill., plants. 
N. Y¥. HARDWAREMEN AT The company, which is en- 


ST. PATRICK’S LUNCH 


In celebration of St. Patrick's 
Day, an Irish meal was served 
and green decorations were used 
at the March 
ing of the Hardware Trade As 
sociation of New York, held at 
the Railroad Machinery Club, 30 
Church St., New York City. En- 
tertainment was arranged by A 
Mellen, Flamman 
chairman of the 
committee, and the meeting was 


Merle Langel, Os- 
born Mfg. Co., president of the 


17 luncheon meet- 


C. Flamman, 
& Simpson, 


in charge of 


organization. More than 50 mem 
bers and guests enjoyed corned 
beef and cabbage, beer and green 
ice cream. 

George Smith sang Irish songs, 
told dialect 
companied on the piano by Allen 


stories and was ac- 


Parado. Some Irish wit was of- 
fered by Pat Barnes of the 
“Mornings in Manhattan” radio 
program of station WEAF, New 
York City. Group singing of 
songs of the land of the Sham- 
rock further added to the ocea- 
sion. 


Anthony Herrmann, Otto Herr- 
Glendale, N. . = a 
New York State 


Association, was 


Inc., 
director of the 
Retail Hardware 
elected to membership. A 


mann, 


dona- 
tion of $25 was given to the Red 
Fund 


more than tripled the fund. 


Cross and a_ collection 


MANUFACTURER HAS 
EMPLOYEE SCHOOL 


As a means of educating new 
employees, and as a “refresher” 
course for old employees, a prac 
tical school course has been de- 
veloped by Manufacturers Screw 
Products, Chicago, Tl. 


60 


gaged primarily in supplying 
fastening devices for war produc 
tion, has found the plan effective 
in speeding production, improv- 
ing accuracy and eliminating 
waste of time and materials. 
The which 


cover a two-hour period once a 


school sessions, 
week, are open to all employees 

office, factory and 
Although attendance is voluntary, 


warehouse. 


more than 75 per cent of the 
company's employees attend reg- 
ularly on their own time. Each 


week a special phase of the sub 


ject of tastening devices is 
studied. Each new subject is in- 
guest speaker who 
that field 


supplemented by movies, 


troduced by a 
specializes in and is 
when- 
ever they are available, and by 
tours through the factory, plat- 
ing and shipping departments. 
To crystallize the information ob- 
tained in each session, written 
tests are conducted. 


Within a few weeks the com- 


pany found tangible improve- 
ments were resulting from the 
course of study and will be glad 


details of the methods 


and experiences to any manufac 


to give 


turer who is interested. 


HARDWAREMAN SAVED 
AS 850 ARE LOST 


James F. Caulley, a Browns- 
Pa., 
and now a member of the United 
States Merchant Marine, narrow- 


ly escaped death when the ship 


ville, hardware merchant 


he was aboard was torpedoed 
early in February. 

Mr. Caulley was sworn into 
the Merchant Marine on Jan. 1 


and sailed as assistant purser on 


a cargo-passenger liner in late 
January. He was in a stateroom 


After 


being rescued, he was taken to 


when the torpedo struck. 


an undisclosed European port 
and arrived in the United States 
on March 4. 

He was 


the five 


vivors landed in Boston and one 


one of sur- 
of 550 persons to survive when 
two ships sank with the loss of 
850 lives. 


CONFERENCE TO BE HELD 
ON PORCELAIN ENAMELED 
TANKS, APRIL 22 

\ general conference on porce 
lain enameled tanks for dome tir 
will be held at 9.30 a. m., 
Thursday, April 22, at the Hotel 
William Pittsburgh. Pa., 
under the auspices of the Na 
tional Bureau of Standards, l. », 
lhe 
conference is being held in order 
that the 
Standard for Porcelain Enameled 
Tanks for Domestic Use, TS 
3449, may be discussed and ad 
justed as far as practical to meet 
the desires of all those directly 


tse 


Penn, 


Department of Commerce. 


Proposed Commercial 


concerned. 

The purpose of 
cial standard is to 
standard specifications and meth 
ods of test as a line of demarca 
satisfactory 


this commer 
establish 


tion between and 
unsatisfactory porcelain enameled 
tanks for domestic water service, 
for the guidance of manufactur 
distributors, retailers and 
users. This standard covers porce 
lain enameled tanks in 
to 80 gal. inclusive for 200 to 500 
Ib. in. hydrostatic test 


pressure. 


ers, 
sizes 15 


per sq. 


O-CEDAR CORP. MOVES 
TO NEW QUARTERS 


The general offices, laboratories 
and factory of the O-Cedar Corp.. 
have been moved into the com 
pany’s new building at 2246 W. 
19th St., Chicago, Ill. All 
respondence and contacts will be 
handled from this new address. 


cor- 











MINNESOTA TRADE DIVERSION BILL SIGNED: As the authors and retail trade secre- 

taries look on, Gov. Harold E. Stassen signs the Minnesota Trade Diversion Bill. This bill 

defines certain unlawful trade practices connected with the sale or transfer or with the 

purchase for another of goods, wares or merchandise; provides certain penalties for the 

commission of such unlawful practices and provides for enjoining the commission of such 

trade practices. C. J. Christopher, manager-treasurer, Minnesota Retail Hardware Asso- 
ciation, is standing fifth from the left. 
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N. Y¥. DISTRIBUTORS 
ATTEND WPB MEETING 


Cooperating with the Buffalo 
Ofice of the War Production 
Board, the Barcalo Mfg. Co., Bul 
falo. \. Y., sponsored an open 
meeting for distributors of hard- 
automotive and 


ware. industrial 


supplies on March 22 at the 
Hotel Statler. 

Through the efforts of Paul 
Smith, district manager WPB 
ofice, the services of Ray C. 
Neal. chief, Industrial Section, 
WPB. from Washington, and 
Paul Hartshorn, assistant chief, 


Section, were secured 
explain and 


Industrial 
to fully elaborate 
upon the workings and_ benefits 
of the PD-1X form. CMP also 
came in for a_ full 
discussion during the meeting. 


measure of 


B & T FLOOR CO. 
CHANGES NAME 


Announcement of a change in 
name to The B & T Metals Co. 
was recently made by the B & T 
Floor Co., Columbus, Ohio, man- 
wacturers of architectural 
decorative metal trims. The 
change is said to be the result of 
the firm’s growing emphasis on 
the production of metal 
and other 


volves 


trims 
metal parts. and in- 
no changes in the com- 
pany’s personnel or 
policies. 


service 


SOME WPB OFFICES NOW 
LOCATED IN N. Y. C. 


Administrative offices of th 


Wholesale and Retail Trade Di- | 


vision, WPB, together with the 
Consumer Goods Branch of the 
division, are now located at 41 
East Street, New 
York, it was announced recently. 


Forty -second 


All contacts and correspondence 
with the director of the division 
and his staff should be directed 
to this address. All queries re- 
garding interpretations of and 
appeals under Order L-219, which 
limits consumers’ goods inven- 
tories, should be addressed to the 
Consumers Goods Branch of the 
Division at the same location. 


At the same time, the organi 


zational structure of the Con- 
sumers Goods Branch was an- 
nounced. The branch has five 


separate sections, intended to 
cover all phases of wholesale 
and retail trade affected by pro- 
visions of the Inventory Limita- 
Each will, 
subject to policies set down by 
the branch chief and division 
director, handle all reports, cor- 
respondence, and queries, of 
wholesale or retail establishments 
coming under its general direc- 
tion. The five sections are: Man- 


tion Order. section 


APRIL 1, 1943 


and | 


\ arehouse, \ hole- 
and Jobbers, Chain and 
Mail Order, Specialty Stores, and 
Stores. Questions re- 


tiacturers 


salers 


Department 
lating to the jurisdiction of any 
particular should — be 
properly marked in order to avoid 
handling. 
was pointed out 


section 
unnecessary delay in 

However, it 
that routine requests for copies 
of Order L-219 and 
panying PD Forms should be di- 
rected to the field office 
of WPB. 


the accom- 


nearest 


PRGPOSED STANDARD 
FOR COAL-BURNING 
HEATERS SENT TO 
INDUSTRY 


\ Proposed Commercial Stand 
ard (Emergency) for Coal-Burn- 
ing Space Heaters, TS-3443, has 
to the industry 
acceptance. This is 
standard _ that 

a_ preliminary 
June 23, 1942, 


adjusted by a special conference 


for 
the 


was 


been sent 
written 

proposed 
adopted by con 


ference on and 


jon Feb. 23, 1943. 
The purpose of this commer 
cial standard is to serve as a 


basis for certification of construc 
performance of the 
herein for the 
guidance of manufacturers, test 


tion and 


heaters covered 


ing laboratories, distributors, in- 


stallers, contractors and pur 


chasers. It covers 


surlace-fired | 


F 
and magazine-feed flue-connected | 


coal-burning space heaters with 
output ratings up to 60,000 B.t.u. 
hour when 


pel using 


size anthracite as a test fuel. 


CONTROLLERS INSTITUTE 
ELECTS TWO NEW 
MEMBERS 

George T. Kerns, controller of 
the Delta Mfg. Co., Milwaukee, 
| Wis., William Manville 
| Johnson, secretary and treasurer 
of the Reading Hardware Corp., 
Reading, Pa., have been elected 
| to membership in the Controllers 


and 


Institute of America. This insti- 


tute is a technical and _ profes- 
sional organization of controllers 
the im- 
provement of controllership pro- 


devoted exclusively to 


-edure. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 64 
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@ Advantages of owning quality heating and 
cooking appliances were never more apparent 
to your customers and prospects than they are 
today when new equipment is not available to 
replace break-downs, 

@ Users of ALLEN Heaters and Ranges are 
assured of long, satisfactory service because of 
the superior materials and craftsmanship built 
into their appliances. Allen Products not only 
last longer but they also save fuel and conserve 
metal. Their performance record in wartime is 
building valuable good-will for Allen Dealers. 

@ ALLEN'S Production is now devoted to the 
nation's war needs. But when Victory is won, you 
will be able to supply your trade with even finer 
and more efficient ALLEN appliances—the result 
of our war-time research and experience. 





BUY U. S$. WAR 
SAVINGS BONDS 
Min- 


show - 
pay- 



















Allen flies the 
utc Man flag 
ing 1U% gross 
roll participation. 

Our facilities are de- 
voted almost entircly 
te war work. 











PRINCESS RANGES for coal and wood * PARLOR FUR- 

NACES for coal, wood, gas and oil © STREAMLINE RANGES 

for coal, wood and olf *© HEATERS for coal and wood * 

LAUNDRY STOVES for coal * HOT WATER HEATERS 
for coal © COOK STOVES for coal and wood. 


ALLEN MANUFACTURING COMPANY 
Established 1867 
* NASHVILLE, TENNESSEE 
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ESSENTIAL USERS 
INCREASE DEMANDS 


Hundreds of shipments consisting of thous- 

ands of Greenlee Tools similar to these are 

. being daily routed to many areas to supply 

the necessary building and maintenance im- 

plements of our country and fighting forces. Every 
facility is being utilized to supply the heavy demands 

i of our country at war and to speed up shipments to all 
essential users. This means tools for jobs of lesser 
importance (low priority), of course, must wait. Yes, we all 
want to be sure that dependable Greenlee Tools, every one 
produced and sold today, help promote America’s war effort 
. we want to be sure there will be no serious shortage for 
essential users or for our fighting forces, either here or abroad. 





Note: Orders with high priority are being shipped as rapidly as conditions will 
permit, As a means to speed up deliveries and increase our productive efforts, 
we suggest follow-ups be used only in cases of urgent necessity. 


fFreenlee 
rTOOL Co. <= 


1804 HERBERT AVENUE «+ ROCKFORD, ILL. 





Robert J. Masback, Founder of 
Masback Hardware Co., Dies 


Robert J. Masback, 83, founder 
and chairman of the board of the 
Masback Hardware Co., Inc., one 
of the largest wholesale hardware 
firms in New York, died recently 
at his home in that city. 

In 1874 Mr. Masback was em- 
ployed by the hardware firm of 
Patterson Brothers and soon after 
opened his own store at 1080 
Third Ave. In 1880 he bought out 
the business of Robert J. Mowry 
and in 1898 established the pres- 
117 
Chambers St. Ten years later the 
| business was moved to 84 War- 
ren St. In 1936 the company sold 
its Warren St. properties and 
moved to its present quarters. 

Mr. Masback was president of 
the company until 1926, when his 


ent wholesale business at 





FRANK A. BALL 

Frank A. Ball, 84, retired presi- 
dent and chairman of the board 
of the L. S. Starrett Co., Athol, 
Mass., passed away at Sarasota, 
Fla., recently after suffering a 
stroke several weeks ago. 

Mr. Ball had been associated 
with the Starrett firm for 45 
years and had been president 
from 1922 to 1940. He was elect- 
ed chairman of the board in 1940. 
| Surviving are a son and two 
| daughters. 





NICHOLAS H. TERENS 


Nicholas H. Terens, 78, of the 
Stangel Hardware Co., wholesale 
hardware distributors, Manito- 
Wis., died at the Holy 
Family Hospital in that city re- 
cently. He was taken seriously ill 
only five days before his death. 

When a young man, Mr. 
Terens became a member of the 
hardware firm of Terens & Os- 
wald in Mishicot, Wis. He served 
in the assembly at Madison as a 
representative of the second dis- 
trict of Manitowoc County, being 
elected in 1903. Disposing of his 
interests in Mishicot, he moved 
to Manitowoc and in 1918 en- 
tered the employ of the Stangel 
Hardware Co. He became a spe- 
cialist in builders’ hardware and 
for years headed that department 
for the company. 


woc, 


M. H. ROSENTHAL 
M. H. Rosenthal, president of 
the Technical Glass Co., Los 
Angeles, Cal., died on March 5, 
at the age of 67. 














son, Edwin R. Masback, who sur. 
vives, succeeded him. 





ROBERT J. MASBACK 


After retiring from the whole- 
supply 
where he had been established 
for many years in Chicago and 
New York, Mr. Rosenthal moved 
to California. Retirement did not 
agree with his active mind, how- 
ever, and in 1920 he was instru- 
mental in the organization of the 
Technical Glass Co., Inc. Since 


sale jewelers business, 


that time he had been president 
of the company until the time of 
his death. His progressive ideas 
built up a small manufacturing 
plant to its present status. In 
1924 he opened a branch of the 
firm in New York City and sub- 
sequently created an internation- 
al market for the 
manufactured by the company. 


merchandise 


During the past several months 
prior to his death Mr. Rosenthal 
had devoted his energies to the 
manufacture of items to be used 
in the war effort although his 
primary consideration in the last 
23 years was glass builders’ hard- 
ware. 





M. H. ROSENTHAL 
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D. M. FULTON 


D. M. Fulton, 80, representa- 
tive for The Anderson & Ireland 
Co., wholesale hardware distrib- 





D. M. FULTON 


utors, Baltimore, Md., died sud- 
denly of a heart attack at his 
home in Baltimore on Feb. 27. 


Mr. Fulton began his hardware 
career at the age of 18 as a stock 
derk with Carlin & Fulton, a 
vholesale hardware firm, Balti- 
more, Md., a company which had 
been established by his father 25 
years before. He became a part- 





ner in the firm in 1888 and spent 
50 years with the company until 
its liquidation in 1930. During 
this time he served as a sales- 
man, buyer, general manager and 
vice-president. Since 1931 he had 
been a representative of the Sta- 
Tite Snath Co., Shelbyville, Ind., 
and had been associated with the 
Anderson & Ireland Co., for 
whom he traveled in a nearby 
territory. 

For six years Mr. Fulton was 
a director of the National Whole- 
sale Hardware Association. He 
was a past president of the Hard- 
ware Club of Baltimore and a 
member of its advisory board. He 
was also a member of the Harp- 
ware Ace Fifty Year Club. 

He is survived by his widow 
and two daughters. 





GEORGE B. HOFMANN 


George B. Hofman, 58, owner 
of the Hofman Hardware Co., 
Salt Lake City, Utah, passed 
away on March 6 in the Salt 
Lake Hospital after a long ill- 
ness. 

Mr. Hofman went to Salt Lake 
City in 1905 and soon after be- 
came associated with the Salt 
Lake Hardware Co. He continued 
with this firm for 18 years prior 
to opening his own store in 1922. 








pqiars PROTECT 


OUR 





CLEAN UP—PAINT UP—FIX UP WINDOW DISPLAY— 
Die cut with two wings as shown, lithographed in brilliant 
colors. Size of display set up as above is 40 in. high by 40 in. 
wide. Space for imprint, above the house in the center, is 20 


in. wide by 8 in. deep. Each display is packed in a carton 


and is being made available to 


help dealers in the hardware, 


paint, lumber and building materials to prepare for the 1943 


Clean Up—Paint Up—Fix Up 


Campaign which will soon be 


sweeping the nation in support of the government's wartime 


conservation program. Sold on a cooperative price basis, in- 
tended to cover cost and handling, by the National Clean Up 


and Paint Up Campaign Bureau, 


1500 Rhode Island Ave. 


N. W., Washington, D. C. Circulars and price list may be 
obtained upon request. 


APRIL 1, 1943 

















No wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 
Ever Ready Toed and 


Horse Heeled 
Shoe “ 


PHOENIX JUNIATA 
Short Heel 


Hind 





Made in Front and Hind in Extra Light, Light, 
and Snow pattern. 








. 


Note High 
Inner Rim 





JUNIATA 
Light Mule 


Front 
Polo 





SWEETS TOE CALKS 





Blunt 


Country Pattern 


Leading jobbers everywhere distribute Phoenix and 
Juniata horse and mule shoes on an established policy 
through regular trade channels. 





Phoenix also manufactures Turned Heel shoes. Sport shoes, 
Hooks and Shuts, Spuds, Drop Forged Welding and Slip-On 
Flanges, Commercial Forgings, and other similar items. 


PHOENIX MANUFACTURING COMPANY 


ers * Horse nd Mule Shoes ond Colks in the W 


Catasauqua, Pa., 


Joliet, Illinois, 
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MPR 340 Sets Prices on 
Jute and Istle Rope 


Retail sales 


ject to General 


of rope by retail dealers still sub- 
Maximum Price Regulation. 


MPR 340 sets prices to wholesaler and retailer. 


substitute 
jute and istle 
March 9 by the 
Administration as 


Specific prices for 


ropes made from 
were supplied 
Office of Price 
part of a 


their 


program to promote 


manufacture in substantial 


quantities to replace manila and 


sisal rope, made scarce by the 
war in the Pacific. 
Cents-per-pound ceiling prices 
are set by OPA not only for rope 
made from these two vegetable 
fibers but also for the jute and 
istle yarn and rove (slightly 
twisted fibers) from which the 


These max- 

upon the 
selling price list for raw jute and 
istle fibers of the Defense 
Supplies Corp., the importer 
of both 


the present 


rope is manufactured. 


imums are all based 
raw 
sole 
these raw products at 
time. 

regula 


Istle 


\ new maximum 
tion, No. 340 Jute and 
Yarn, Rove and Rope—is 
to provide specific ceiling prices 
for the 
for the substitute rope made from 
and istle. The regulation be 
effective March 10, 1943. 

new reg replaces 
Dion 


sales 


price 


yarn and rove as well as 
jute 
came 

The 


the General 


ulation 
Maximum 
with re 


Regulation spect to 


of rope-making and 
and Maximum 
No. 188 with 


jute 


yarn rove 


Price Regulation 


sales of 


Sales of rope 


respect to 
and istle rope. 


by retail remain subject 
to the General 


Regulation. 


stores 
Maximum Price 

Because of the newness of jute 
and istle 
plicable 


rope, the previously ap- 


pricing methods were 


unsatisfactory. Practically no jute 
or istle rope, or rope-making yarn 


sold March, 


so that it was necessary, in 


or rove during 
1942, 
almost every case, 
proval of 
each type and from the 
Office of Price Administration. 

The products priced under the 
regulation are placed into 
two quality classifications. No. 1] 
jute 


was 


to obtain ap- 
maximum price for 


grade 


new 
rope represents rope manu- 
factured from No. 1 jute yarn or 


rove which is spun, from jute 


64 


fiber of the better grades. No. I 
istle 
product, is 


jute and rope, a less costly 


manufactured from 
No. IL yarn or rove whether com- 


posed of jute or istle or any 


combination of the two fibers. In 
each case, the regulation 
fies the 


must be 


speci- 
fiber cost which 
maintained. 


raw jute 
naximum 
prices in cents per pound gross 
weight for No. I 


less than 


Following are the 
jute rope, in 
carload lots in Zone 1 
New En- 
New 
sections of 
Mary- 
Dis- 


which comprises the 


and Jersey, 


eastern 


gland states 
designated 


New y ork, 


land and 


Pennsylvania, 
Virginia, and the 
trict of Columbia: 
Ceilings for No. il 
istle 
lots are 1% 


jute and 


rope for less than carload 


cents per pound 
than for No. 1 rope for 


and at all 


lower 
all diameters sales 
levels. 

In recognition of the practice 


in the hard fiber rope industry of 


selling rope at delivered prices 
based upon a series of delivery 
vones, jute and istle rope prices 
are fixed on a delivered basia. 


Prices for the four shipping zones 
remainder of the 
United States are 
the use of 
Zone 


ferentials 


covering the 
determined by 
differentials 
customary dif 


spec ific 
The 


between 


over 
carload and 
less than carload prices are con- 
tinued by the regulation. 

The regulation requires manu- 
facturers to mark for identifica- 
tion all jute and istle rope of the 
This identi- 


by either of two 


two types covered. 
fication may be 


methods: 


(1) Inclusion in the rope of a 
strand or yarn of paper or fiber, 
colored blue in the case of No. I 


jute rope and fed in the case of 


No. IT jute and istle rope; or 
(2) Attaching to each length 
of rope delivered a tag or label | 
which states that the rope is 
No. I or No. II rope. 
The maximum prices estab- 


tially all the productive 
of the spinning 
be utilized to 


capacity 
industry to 
meet the 


jute 
produc- 


tion program formulated by the 
War Production Board, OPA 
said. 

The customary trade practice 


of establishing a base 


three-fourths 


price for 
inch and 
additional 
for smaller sizes was followed 


larger 
rope with premiums 
the regulation. 

The same 
mitted for 
are established for jobbers’ sales. 
This is 
vailing 


maximum prices per- 
rope manufacturers 
in accordance with pre- 


practice. Jobbers will be 


permitted to obtain the same 
dollar margin for the rope cov- 
ered by this regulation as for 


manila rope, and a higher dollar 


margin than that obtained on |} 
sisal rope. 

The Army, Navy and other 
war procurement agencies are 


regulation as 
thus 


classified in the 


industrial users, giving as- 


surance that their purchases will 
be allowed the same discounts as 
other large buyers. 

(license is automatically 
granted by OPA to all sellers of 
the jute and istle yarn, 
covered by the regulation, 


rove or 
rope 


Licenses may be suspended for 


violation in connection with the 
sale of any commodity which the 
seller is licensed to sell. No per- 
son whose license is suspended 


sell 


may any of such commodi- 
ties during the period of sus- 
pension. 


Sellers are required to keep for 
OPA a 
every sale for which a maximum 


inspection by record of 
price is established by this regu- 
lation. This record must 
a description of the 
sold, the name and address of 
the buyer, the date of sale and 
the price. Buyers make 
purchases in the course of trade 
keep similar 


and 


include 
commodity 


who 
or business must 


including the name 
seller. 


records, 
address of the 








Issue Interpretation No. 


On CMP Regulation No. 


The following interpretation is 
Director 
General for Operations with re- 
spect to §$3175.1, CMP Regula- 
tion No. 1, as amended Feb. 27, 
1943. 
Questions 


hereby issued by the 


have arisen as to 
discrimination 
within the 
meaning of paragraphs (s) (4) 
and (t) (2) (i) of CMP Regu- 
lation No. 1. These provisions 
prohibit producers of controlled 


what constitutes 


between customers 


materials from discriminating be- 


tween customers in rejecting or 
accepting orders which are filed 
later than the prescribed time or 


which call for deliveries of less 


than the minimum mill quantities. | 


These mean that, in 
similar different cus- 
tomers must receive similar treat- 


provisions 
situations, 


ment. A controlled materials pro- 
ducer who has rejected a late 
order or small order from one 


customer is not prohibited from 


accepting such an order from an- | 


other customer if the difference 
in treatment of the two orders is 
based in good faith on differences 
in the practicability of filling the 


of the 


orders in Vv iew 


lished for yarn and rope are at} the material ordered, the condi- 
levels which will permit substan- | tion of the production schedule at | factory substitute materials. 


| duction Board, 
lof General 


| 1943, in 
nature of | 
| sack to develop the use of sat 


the time the orders are received, 
or similar factors. 
The interpretation 


as of March 8, 1943. 


was issued 


RESTRICT USE OF 
WASTE MANILA ROPE 


In order to assure sufficient 
supplies of waste manila rope 
for essential paper products, use 
of this material after March 19 
restricted by the War Pro 
through issuance 
Conservation Order 
order provides for 


manila rope 


was 


M-294. The 


the use of waste 


| fibre only in manufacture of ne\ 
rope, insulating papers, gasket 
base papers, artificial leather 


papers and certain other grades 
of essential paper which cannot 
be manufactured _ satisfactorily 


from other fibres. 


The use of waste manila fibre 
in the manufacture of flour and 
| cereal product paper sacks of 


(25) pounds capacity or more 
will be permitted until June 1, 
order to enable the 
this 


manufacturers of type of 


HARDWARE ACE 
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U. S. Dept. of Agriculture Eases 
Distribution of Some Farm Items 


3ureau 
AGE) 


(Washington 
of FHLARDWARI 


Che Department of Agriculture 
has removed entirely or eased 
restrictions on the distribution of 
a number of types of farm ma- 
One group 


manufacturers to. re- 


chinery. of orders 
permitted 
lease for immediate sale 100 per 


cent of their 1943 production of 


certain items of irrigation dis- 
tribution equipment and 70 per 
cent of rationed types of farm 


windmills and domestic 
water systems. Sixty per cent 
of the 1943 production of this 


equipment was released on Nov. 


pumps, 


28. In another group of orders, 
the Department permitted manu 
facturers of farm cream separa- 
tors to without 
tion 80 their au- 
thorized production of separators 


as allowed by WPB Order L-170 


release restric- 


per cent of 


and all remaining stocks pro- 
duced under L-26. Similarly, 


permission was given manufac 
turers of spray pumps and horse 
or tractor drawn rod weeders to 
release 100 per cent of their pro- 
duction under L-170 and all in- 
ventory stocks produced under 
L-26. 

The orders covering separators, 
spray pumps and_ weeders 
abolished previous quotas direct 
machinery into specified 
However, in order that 


which are 


ing 
counties. 
purchase certificates 
still required before farmers can 
purchase such machinery —will 
not exceed the available number 
farmers to 
will be re- 


of machines, whom 
they will be 


quired to 


issued 
the 
buy in 


locate machinery 


they wish to dealers 


hands. 
The orders affecting irrigation 
farm 


distribution equipment, 


pumps, etec., left unchanged the 
requirement for purchase cer- 
tificates issued by the County 


Rationing Committee in 
making sales of irrigation equip 
The 


distribution 


Farm 


irrigation 
affected 
equipment, 


ment. types of 
equipment 
are: Land _ leveling 
ditchers, corrugators, and scrap 
ers. 

fhe other items affected are: 
Deep well domestic water 


sys- 


tems: shallow well domestic 
water systems; domestic water 
systems having horizontal-type 


power pumps, up to and includ- 
a capacity of 75 gal. per 
minute, 100 lb. pressure; wind- 


Ing 


mill heads and 


pumps, towers; 
pump jacks; hydraulic rams, 
portable pipes and _ extensions, 


and sprinklers. 
Manufacturers’ 
one and two horse-operated sta- 


production of 


APRIL 1, 1943 


fis now 


tionary hay balers, previously 
restricted to 60 per cent release 
100 per 
These balers are used principally 
in the South. 
this model is authorized for 1945. 


cent” released. 


No production ol 


LIMIT USE OF SOME 
SPECIALTY PAPERS 


Non-essential uses of certain 


specialty papers used in wrap 
ping, specifically glassine, grease- 
proof and vegetable parchment, 
prohibited March 17 
through issuance of General Con- 
servation Order M-286 by the 
War Production Board. It is 
estimated that this conservation 
of material, formerly used largely 
for transparent decorative wrap- 


were 


ping, will effect a saving of from 

10,000 to 15,000 tons per year. 
Essential uses of this type of 

paper include packaging of food, 


| ordnance, drugs and health sup- | 


plies, as well as for tracing 


papers in industrial plants and | 
| for electrical insulation, the Pulp | 


and Paper Division of WPB 
stated. 

Prohibited uses include the 
wrapping or packaging at the | 


point of manufacture or assembly 
of the 
knitted 


following: 


textile products 


paper products, except when oil- | 
products, | 


metal 
oiled, 


impregnated ; 


except when 


sterilized; wood products, rubber 


goods and plastic products, ex- 
cept when sterilized; candles and 


wax products; soap; leather 
goods and supplies; — playing 
cards. 


Use of these materials is also 


prohibited in the manufacture, 


wrapping or packaging of greet- | 


ing cards, valentines and novel- 
ties, lamp shades, package gift 
decorations, toys, 


other 


games 


toilet 


wraps, 


and brushes and 


articles. 


OIL MEASURES WITH 
RIGID SPOUTS ALLOWED 


Oil measures with rigid spouts 
which are so attached to the cans 
that spouts can be raised, lowered, 
or adjusted are considered “mea- 
sures with flexible spouts” and as 
such are allowed to be produced 
under Order No. L-30-a as amend- 
ed, the War Production Board 
announced today. 

This interpretation 
clear that oil 
hinged, rigid spouts and oil mea- 
sures with wholly flexible spouts 
are to be treated alike. Production 
of “oil with flexible 


makes il 


measures with 


measures 


woven or | 
and 


greased or | 


spouts” is not prohibited by the | 


order. 









PRACTICAL FAST-SELLING 
HOUSEWARES ITEMS 


! 
= 
AVAILABLE FOR IMMEDIATE DELIVERY “Gave m 










© NATIONALLY ADVERTISED 
IN LADIES’ HOME JOURNAL 
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Nearnure 
Sugar 
ervedt 






No. 610-G 
No. 453 


@ No. 430 Plastic-Top 1'/-qt. Dripless Server for fruit juices, 
cooling drinks, cocktails, etc., as well as for milk, hot choco- 
late, batters, etc... . retails at 75¢ @ No. 427 No-Drip Server 
for honey, syrup, salad-dressing, etc. retails at 25¢ @ 
No. 630 Sugar Server . retails at 25¢ @® No. 610-G Gravy 
Blender for blending gravies, salad dressing, etc. . retails at 
25¢ @ No. 453 Twin-Server Set for jellies, jams, horse radish, 
chili sauce, etc... . retails at 50¢ (No. 455 individual condiment 
jar, with top and spoon, retails at 20¢) @ No. 459 Salt ’N’ 
Pepper Range Set with tray retails at 39¢ (No. 456 shakers 
retail at 10¢ each). 


slass; all tops, 
Tenite plast ce. 


4/1 containers are clear 


trays, spoons are sanitary 


SEE YOUR JOBBER... 


may he 


(All retail prices as listed above are suggested retail prices; they 
slight:y higher west of M sss: ppt) 
NEW YORK OFFICE—209 FIFTH AVENUE 
WESTERN OFFICE-—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 








FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 














It's New! It's Better Than Ever! 


MINUTE MOP 
ano DRAINER 


* New Features ! 


New 8-ply long fibre cotton 

cord mop-head. New ad- 

justable drainer fits any 

pail! New money - back 

guarantee behind MINUTE 
OP! 


* New Sales Power ! 


Houseware Departments 
everywhere found the orig- 
inal MINUTE MOP a 
sure-fire seller. One store 
sold over 500 in ONE 
DAY! Another sold 13,000 
in 22 weeks others 
average 3 gross a week! 


* New Profits! 


The new MINUTE MOP 
is available for immediate 
delivery Write for our 
special demonstration and 
advertising deal that will 
introduce it to your cus 
tomers. 








BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans everything, 
. from floors and walls to even autos. 
Minute Mop Co. Keeps hands out of water. Saves tire- 


some wringing, stooping, splashing. 
2225 Calumet Avenue Drainer fits any pail and drains mop 
Chicago, Illinois 


quick as a wink. No mechanical parts 
This Year—Sell 


for women to fool with. 


and "CASH IN" on 
the BIG DEMAND for 


More Productive 


VICTORY GARDENS 


With the rationing of Canned goods, millions of Victory 
Gardens will be planted this year and the Big Demand 
will be for earlier, bigger and better fruits and vegetables. 
And VITAMIST will do the job. 

VITAMIST is easy to use—the cartridge fits any garden 
hose or sprinkler and VITAMIZES AS YOU SPRINKLE. 


NO FUSS — NO MESS — NO 
BOTHER — NO SPECIAL NOZ- ANT 
ZLE—NO EXTRA ATTACH. ee Gee 
MENTS TO BUY. Lawns ee nana 
wew wa ¥ 
RETAILS 00 Lam «th 
for oa i awe 
Attractive Counter Display FREE : . 
with Six Packages. 
For Sale by Leading 
Hardware Jobbers 
If your Jobber can not supply 
you, write to 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 





| tension 5777; 


or 
BURGESS SEED & PLANT CO. 
H.A. 433, Galesburg, Michigan 
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| sections of this branch that may | Section, 


| duction Board, 462 Indiana Ave., 


| telephone: REpublic 7500, ex- 


| materials purchased be sent by 
| the buyer to the supplier within 


Industrial and Hdwe. Supplies 
Branch Lists Sectional Heads 


Early in January, the Distrib-| assistant chief, telephone: RI 
utors Division of the WPB was| public 7500, extension 5089. 
discontinued and its functions | Automotive Supplies Section, N. 
taken over by the Wholesale and | Field Ozburn, chief, telephon« 
Retail Trade Division. The In-| REpublic 7500, extension 4901 ; 
dustrial and Hardware Supplies | Irving S. Leon, assistant chie‘, 
Branch of this Division has with- | telephone: REpublic 7500, ex 
in its structure the following | tension 74036. Electrical Supplies 
sections: Automotive Supplies, | Section, J. A. Hawks, assistant 
Electrical Supplies, Hardware | chief, telephone: REpublic 7500, 
Supplies, Industrial Supplies and | extension 5813. Hardware Sup- 
General Supplies. plies Section, Herbert L. George, 

The Industrial and Hardware | chief, telephone: REpublic 7500, 
Supplies Branch has the facili- | extension 4901; Howard E. Em- 
mons, assistant chief, telephone: 
REpublic 7500, extension 4901. 
Industrial Supplies Section, Ray 
C. Neal, chief, telephone: RE- 








ties for dealing with problems 
involving War Production Board 
actions excepting those matters 
which can be adequately handled 
by the WPB field offices or by| public 7500, extension 5678; 
the various Industry Divisions of | Paul H. Hartshorn, assistant 
the WPB. The following list | chief, telephone: REpublic 7500, 
names the heads of the various | extension 5678. General Supplies 
Sterling A. Warren, 
be contacted by those desiring to | chief, telephone: REpublic 7500. 
reach the personnel directly: | extension 73064. Address all mat- 

Industrial and Hardware Sup- | ters relating to PD-1X to the Dis- 
plies Branch, Wholesale and Re- | tribution Section of the Whole- 
tail Trade Division, War vi and Retail Trade Division. 

\ 


H. Norman Davies, chief, tele- 
phone: REpublic 7500, extension 
71780; John H. S. Candee, as- 
sistant chief, telephone: REpub- 
Perry B. Patteson, | lic 7500, extension 73069. 


Washington, D. C.: 
Nathaniel G. Symonds, chief, 








Simplify Rules on Phone, Wire 
Preference Rating Applications 


Application of preference rat-| send to the supplier a detailed 
ings to telephone and telegraphic | purchase order within seven days 
orders for scarce materials is| of placing his telephone order 
further simplified by amend- | and the supplier was not allowed 
ments of Priorities Regulation| in any circumstances to extend 
No. 3, announced March 9 by/|the rating until receipt of this 
the Director General for Opera- | written order. 
tions. In a telegraphic order, use | Regulation No. 3, as amended 
of the phrase “ratings certified” | March 9, also eliminates the pro- 
replaces the ten-word form of cer-| vision which previously prohib- 
| ited any. further deliveries to a 

The paragraph of Regulation | person who had applied a rating 
No. 3 providing for oral applica-| in the course of a_ telephone 
| order, but who failed to follow 
with a written confirmation with- 
period. This 


tification previously required. 


tion of preference ratings when 
orders are placed by telephone | k 
has been modified to require that | in the specified 


| only a written description of the | action 1s taken because it was 


found that a number of vital in- 
dustries had been hampered, 
when, through inadvertence, they 
had neglected to file the confir- 


15 days following placement of | 
the order. 5 : 
mation on time. 

Another change in the regula- 
tion makes it clear that mainte- 
nance, repair and operating sup- 
plies are to be obtained, prior to 
March 31, by extension of pref- 
erence ratings, but that after that 
however, be extended to replen- date these materials will be ob- 
ish inventory until receipt of the | tained in the manner provided 
written confirmation. Formerly it| hy Controlled Materials Plan 
was necessary for the buyer to| Regulation No. 5. 


\ preference rating assigned 
in the course of a_ telephone 
order may now be extended im- | 


mediately by the supplier if 


necessary to acquire the mate- 
rial to be delivered. It may not, 


HARDWARE AGE 








is re 
othe 
veni 
at t 
labo 


Rei 


A 
refu: 
cust 
and 
latin 
Price 
prac 
store 
acco 


OPA 


SET 
USE 
Sp 
d-4 
for 
gaug 
lishe 
Price 
ship; 
chen 
try, 
TI 
ment 
Sche 
effec 
title 
to U 
Cont 
Used 
Pails 
Es 
tlons 
as t 
five-s 
maxi 
used 
tione 
ject 
App 
their 
cond 
with 
cove! 
VM. 


cont 


AP] 


oS 


ids 


R} 

5089, 
yn, N, 
hone 
4901 : 
chief, 
; 
pplies 
istant 
7500, 
Sup- 
orge, 
7500, 
, Em- 
hone: 
1901. 
. Ray 
RE 
678 ; 
istant 
7500, 
»plies 
irren, 
7500. 
mat 
» Dis- 
‘hole- 
ision. 
tele- 
nsion 


Ons 


ailed 
days 
order 
owed 
‘tend 
this 


nded 
pro- 
ohib- 
to a 
ating 
hone 
yllow 
with 
This 
was 
1 in- 
ered, 
they 
ynfir- 


rula- 
inte 
sup- 
yr to 
pref 
that 
ob- 
ided 
P| 


GE 








Increases in Ceiling Prices of Non- 
Profit Accommodation Services Granted 


OPA on March 19, 1943, au- | 
thorized increases in ceiling | 
prices of non-profit accommoda- | 
tion services at wholesale, com- | 
mercial and industrial levels only. 
The ruling does not apply to re- | 
tailers any which 
was supplied in March, 1942, free | 


or to service 


or at less than cost. 


These specific restrictions and 


a more precise definition of ac- | 


services are con- 
Sup- 
Order No. 38. 


“Accommodation sale of service” 


commodation 


tained in a revision of 


plementary 


is restricted to mean a sale made, | 
other than at retail, for the con- 
venience or benefit of the buyer 
at the total or the cost of direct 
labor at legally permitted wage | 


rates and material at cost or the 
ceiling, whichever is lower. 
There is no authorization for 
retail stores to inaugurate any 
Likewise 


charge for services. 


there is no authorization for any | 


wholesaler or other seller to in- 
augurate or to increase a charge 


| for delivery in connection with 


where 
March, 


commodities 
made in 


the sale of 


delivery was 


| 1942, without charge or at less 


than cost. 





Specifically excluded from | 


treatment as accommodation ser- 
vices are services performed with- 
out charge, or for less than cost, 
or in connection with the sale of 
any other service or commodity, 
other than an 


sale. 








Refusal to Sell Radio 


Tubes Except as 


Part of a Service Violation Says OPA 


(ny store or repair shop which | 
refuses to sell tubes except to a 
customer who brings in his radio 
and pays a service charge is vio- 
lating the General Maximum 
Price Regulation that | 
practice was customary with the | 
store or shop in March, 1942, 
according to a recent ruling by | 


OPA. 


unless 


| the 


| not sell 


Instances have been brought to 
attention of OPA 
prospective buyers of radio tubes 


where 


have been compelled to £o to the 
expense and 
transporting radios to stores sell- 


inconvenience of 


ing tubes and of paying a service 
charge in addition to the cost of 
the tube, because 


stores would 


tubes otherwise. 








SET MAXIMUM PRICES ON 
USED STEEL CONTAINERS 


prices for 


maximum 
514-gallon used steel pails and | 
) eS 


Specific 


for used steel containers of 22- 
gauge and lighter were estab- 
lished March 13 by the Office of 
Price Administration to conserve 
shipping containers for the paint, 
chemical, baking, egg and poul- 
try, and other industries. 


The action is taken in Amend- 
No. 2 to Revised Price 
Schedule No. 43, as amended, | 
effective March 18, 1943. The 
title of the schedule is changed | 
to Used Steel Drums, Pails, and | 
Containers from the former title, | 
Used Steel Drums and Used Steel 
Pails. 

Established in the 
tionship to prices of new pails 
as those for three-, 
five-gallon used steel pails, the 
1%-gallon 


ment 


same rela- 


two-, and 
maximum price for 5 
used steel pails when recondi- 
tioned is 57 cents delivered, sub- | 
ject to deductions specified in 
\ppendix B of the schedule. In | 
their “raw” condition, before re- 

nditioning, they are 25 cents 
with cover, 12 cents without 
cover, and 6 cents for cover alone. 


gauge or lighter, of any capacity 
that are suitable for reuse with 


or without reconditioning and 


|that are bought by a filler di- 


from the who 
empties the container, are 15 
cents for used containers of 20- 
gallon capacity or less, and 25 
cents for those with more than 
20-gallon capacity. The prices are 


rectly person 


| f.o.b. the place at which they are 


emptied. 
OPA said that these prices are 


accommodation 


sufficiently high to encourage the | 
emptier to save the container. | 


They will permit the re-filler to 


pay the return 


transportation | 


charge and reconditioning costs | 


in addition to the used price, and 
to obtain a reusable container at 


|a cost somewhat less than the 
cost of a new container. 
With the issuance of _ this 


amendment, Order No. 153 under | 


section 1499.3 (b) of the Gen- 


eral Maximum Price Regulation | 


is revoked, effective 
1943. The order established the 
maximum prices of used calcium 


carbide containers 


March 18, | 


and is no| 


longer needed as the price of | 


such containers is 


included in | 


Maximum prices for used steel | today’s amendment to Revised | 


containers of 22 U. S. Standard | 
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Price Schedule No. 43. 








LAWNDALE is the name of our top grade 
products- a recognized standard of QUALITY 
for 60 years. 


CHALK LINE 
CLOTHES LINE 


NET TWINE 
The Lawndale line gives the hardware dealer  jwistep 
complete coverage of all requirements in lines, MASON LINE 
twines, andcords, plustheacceptance,turnover S45 CORD 
and profit that goes with an established name. 
Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


CLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 





Operating under the severe handicaps of manpower and 
material shortages and restrictions, the life of a Toy 
and Game Manufacturer is no bed of roses these days! 
But here at CARROM we are making the most of 
whatever opportunities exist for the production of Car- 
rom-Crokinole Combination Game Boards, Dart Boards, 


and various other popular, all-season games and toys. 


We are not going to be able to produce enough to 
go around...but what we do produce will be first-quality 
merchandise of high play value and ready saleability. 
Keep in touch with your jobber. We are doing our 
level best to take care of his orders... and you can de- 
pend on it, he will do his level best to take care of you. 








INDUSTRIES, INC. 
MICHIGAN 


CARROM 
LUDINGTON 


Established 1889 





67 








Complaint of Retailers Leads to 
enate Hearing on Post Exchanges 


ECAUSE ithe Army 
issued an order on Feb. 22 prohibit- 
ing Post Exchanges from using an 
4-10 preference rating to secure 
goods and subsequently forbade off- 
post sales to civilians, the March 16- 
17 hearing before the Senate Small 
Business Committee was an anti- 
climax. 

The Committee had scheduled 
testimony to be given by representa- 
tives of five retailers’ associations on 
the effect of military retail ventures 


on the civilian retail trade. The 
government side, in answer to 


charges of unfair competition, was 
to be given by four military men 
representing the Army Exchange 
Service, Navy Ship Service Stores, 
Marine Post Exchanges, and Coast 
Guard Stores. But, meanwhile the 
Army orders were issued, and the 
three other services had decided to 
take similar action which the retail 
people accepted as a satisfactory 
solution to the problem. 


Existing Abuses 


However, definite abuses which 
have existed were pointed out by C. 
J. Michaels, president of the Ameri- 
can National Retail Jewelers Asso- 
ciation. Mr. Michaels charged that 
despite the Army’s blocking of the 
use of priorities by post-exchanges 
in securing jewelry. certain middle- 
men have secured priorities with the 
result that importers of Swiss 
watches have been forced to disre- 
gard the orders of their regular re- 
tail customers and sell their entire 
stocks to these middlemen. He de- 
clared that only 50 per cent of the 
watches destined for Army post ex- 
changes reached the Army posts 
the remainder finding their way to 
a gigantic black market. 

In his testimony on the extent of 
the black market, Mr. Michaels re- 
vealed that it existed on Canal 
Street in the Bowery (New York 
City) and that retailers who wanted 
to get stocks of watches were forced 
to pay twice the customary whole- 
sale prices. 
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Washington Represeniciive 
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“It is not possible that Army posts 
can consume more than 10 per cent 
of the watches which have been sold 
by the importers,” Mr. Michaels 
said. “American made watches are 
off the market because of conver- 
sion to war manufacture by leading 
watchmakers, and surely no middle 
man nor any post exchange can sell 
watches in lots of 1000 to 2500 on 
Army posts. About 90 per cent of 
the men in the Army already own 
watches.” 

However, Mr. Michaels disclosed 
only about 5 per cent of the jewelry 
sold to post exchanges aren't sold 
to soldiers. He cited one instance 
where an enlisted man came io him 
with four fountain pens which the 
soldier said had been sold by a post 
exchange for $8.40 each. The pens 
retailed at about $14 and the en- 
listed man proposed to sell three of 
the pens. 

Senator Allen J. Ellender, Demo- 
crat of Louisiana, a committee mem- 
ber asked Mr. Michaels if he ob- 
jected to the sale of jewelry by post 
exchanges. Mr. Michaels said that 
he did not, but that he had appealed 
to Gen. Byron, in charge of post ex- 
changes, to stop certain abuses such 
as post exchanges selling women’s 
watches and civilian type watches. 
Mr. Michaels said that the General's 
response had been prompt and that 
these practices had been discon- 
tinued. He complimented the Army 
on its issuance of the preference 
rating and civilian sale prohibitions. 


Army Viewpoint 

Col. Francis R. Kerr, who repre- 
sented the Army Exchange Service 
told the committee that Army Post 
Exchange practices had produced 
only small impacts on retail trade, 
less than three per cent of the total 
volume being in a competitive cate- 
gory. Commdr. P. R. Sterling. 
aside from his prepared remarks ad- 
vised the committee that his organi- 


zation welcomes complaints from re- 
tailers. “But.” ke said. “We have 
had no complaints.” Capt. O'Toole, 
for the Marines, explained that his 
service makes no sales whatsoever 
to civilians except on express order 
of the commanding officer and _ re- 
marked that nobody with a com- 
plaint has come near ihe Marine 
Corps post exchanges. 

Senator Kenneth S. Wherry. Ne- 
braska Republican. who acted as 
chairman, gave strong cominenda- 
tion to what was referred to in the 
testimony of Col. Kerr as the “Betty 
Bargain” service. This is an Okla- 
koma City innovation, where local 
merchants have employed shoppers 
to do the soldiers’ buying from the 
town stores. Orders are taken from 
soldiers and enlisted men. acting in 
conjunction with the post exchange, 
but without any discount to the ex- 
change. 

“Betty Bargain sees to it that ihe 
merchandise is delivered.” said Col. 
Kerr. “and the merchants in Okla- 
homa City and the Chamber of 
Commerce also, have told us it is a 
splendid thing for them and _ that 
they have made thousands of dollars 
out of it.” 


Future Danger 


Morris Thompson, National Retail 
Dry Goods Association executive, 
warned the committee of the eco- 
nomic confusion that will confront 
the country. if in the post-war pe- 
riod. the cut-rate competitor of ihe 
legitimate retail dealer is permitted 
again, as after the last war, to gob- 
ble up. through purchase from ihe 
Government, all sorts of articles at 
prices ruinous to the regular stores.” 

There are nearly 4000 Army post 
exchanges, alone. and these are do- 
ing an annual business approaching 
the $1,000.000.000 mark witnesses 
said. The original complaint of the 
retailers which led to the investiga- 
tion was that post exchanges and 
canteens sold “almost everything” 
that goes into the retail trade, and 
large quantities of the goods “find 
their way into civilian channels.” 
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peed Working Tools 
PEM Preadtion Opltadions | 


New and Old Workers find SPINTITE the [i 
fastest wrench for speedy assembly of small | 
parts. , 


Standard sizes with hex sockets from 
3 16” to 5,8”. Knurled Round and 
Square Sockets available on special 
order. 

SPINTITE works like a screw driver 





ADJUST YOUR THINKING TO TODAY'S 
CONDITIONS AND GET BEHIND THESE ITEMS 


You can't stay in business without merchandise to 
sell, and if you can get merchandise it must be 
what the public wants. Columbia answers both 
problems. Here's merchandise to sell — NOW! 
It has CONSUMER DEMAND .. . QUALITY 
. UTILITY ... SALES AND EYE APPEAL . 
plus PRICE APPEAL! Stop waiting for miracles. 
Join the Columbia profit parade for 1943! 


ALL-PURPOSE 
LUNCH KITS 


New, smartly styled, collapsible 
kits that have found a ready 
welcome from defense workers. 
Completely reinforced; leather 
bound; finest quality. Come in 
Herringbone Khaki Drill or Her- 
ringbone Tan Covert. Each holds 
Y/y> pint vacuum bottle, sand- 
wiches, fruit, dessert and personal 
belongings .. . Enjoying terrific 
consumer demand! 






































T 51 Set in 
Leatherette 
Roll includes ye IMMEDIATE 
7 SPINTITES DELIVERY 
3 screw drivers 
and chuck type 
handle x ATTRACTIVE 


DISCOUNTS 









%& ADVERTISING 
COOPERATION 


~2e% 
«% 


Complete lines of 
Servicemen’s Items and 


First Aid Kits for Immediate Delivery! 


ASK YOUR JOBBER OR WRITE 
US FOR SAMPLES AND PRICES 


ACT NOW! 


COLUMBIA FIRST AIDERS 
25 SO. MARKET STREET - CHICAGO 













466 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS, 





APRIL 1. 1943 69 











April 1 


Chain lines Under revised 
Order L-170, W.P.B. has permitted the 
manufacture of a limited quantity 
about 20 per cent of 1941 production 
of halter chains, tie-outs, and other 
farm chains. 

‘ 

Leather goods — Makers of har- 
ness, strapwork and horse collars are 
not being allotted sufficient leather to 
produce the volume for which they have 
urgent demand. Thus far, there have 
been ample stocks sweat pads. A 
principal shortage, other than leather 
for harness, is saddlery hardware, whose 
production is seriously limited. 


+ * om 


Cotton twines and cordage 
Cotton twine has been and is becoming 
more dificult to obtain. The Govern- 
ment has allotted a percentage of esti- 
mated capacity of the mills to produce 
this season’s mixed special binder twine, 
to be manufactured of a combination of 
Mexican sisal and low-grade cotton. 
Unofficial figures estimate the poundage 
of cotton to be thus used at some 35,- 
000,000 Ib. 
+ “« a 
Ladders—and wooden ware 
Household and industrial ladders, iron- 
ing tables, clothes racks, some kitchen 
woodenware items and even chair seats 
are increasingly scarce for trade sup- 
plies. Many manufacturers of these 
civilian lines now are occupied 100 per 
cent with plywood production for the 
Government. 
J. R. Clark Co. advise jobbers as to 
their line of “Rid-Jid” ironing tables, 


etc., as follows: 


“Any orders received and accepted 
by us after March 1, 1943, can be 
scheduled for shipment by us to you 
not before but after July 1, 1943, at 
the then prevailing price. 

“Orders that you now have on file 
with us will be shipped at factory 
convenience, or upon the earliest pos- 
sible shipping schedule that we can 
arrange on the basis of present pro- 
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duction facilities and schedules, 
which, because of limited materials, 
Government restrictions, the labor 


and/or manpower situation, is great- 


ly retarded.” 


Parts for home refrigerators 

Repair parts and maintenance sup- 
plies for household refrigerators have 
been removed from the priorities list. 
The step was taken because the ser- 
vicing of household refrigerators in the 
coming warm season is necessary for 
conservation of food. 

It is pointed out, however, that ser- 
vice parts for commercial and indus- 
trial refrigeration are still subject to 
rated orders because larger amounts of 
critical materials are involved. 


- * * 


Electric ranges halted—More 
specific control of transfers of new do- 
mestic electric ranges from remaining 
manufacturers’ and distributors’ stocks, 
and complete cessation of production of 
such ranges, has been effected by 
W.P.B. order L-23-b. Manufacture of 
repair parts also is, placed under con- 
trol, to make them available through 
normal trade channels without prefer- 
ence ratings. 

Transfers of electric ranges from the 
remaining stocks of manufacturers and 
distributors will require clearance 
through WPB, instead of military 
orders or preference ratings. No change 
was made in the requirements for sale 
from dealers’ stocks. Certification of 
need must be submitted by the con- 
sumer, stating that the new range is 
required to replace one that is worn 
out or damaged beyond repair. 


* * * 


New ceiling on radios—To 
provide a precise method of determin- 
ing maximum prices on radios and 
phonographs assembled by retailers and 
distributors, O.P.A. is preparing a new 
regulation controlling the price ceilings 
for such sets. 

Coming under the new regulations 





will be a scattered number of radio 
distributors, retailers and brokers. who, 
since the summer of 1942, have become 
assemblers of household phonograph 
and radio receiving sets. Specifically 
excluded, because otherwise controlled, 
will be regular manufacturers of radios. 


78 % * 


Alarm clocks resumed—There 
was informal announcement in the press, 
on March 17, that WPB has approved 
a resumption of the manufacture of 
alarm clocks. Undoubtedly, it hopes to 
increase war production by getting 
workers up on time. 

New clocks of uniform design, sell- 
ing for about $1.50 or $2 are expected 
to reach store shelves by April 1. Pro- 
duction plans are not yet completed, but 
the goal is to make available 1,700,000 
new clocks by the end of 1943. 


* * * 


Vacuum cleaners — Effective 
March 20, definite limits on prices at 
which new vacuum cleaners can be sold 
to the United States Government or any 
of its agencies were set by OPA, 
revising Price Order 111. 

On sales by manufacturers to the 
Government, maximum prices are 47 
per cent of present maximum retail 
prices to household users. On any sales 
that may be made by private brand 
sellers, the ceiling will be the seller's 
net invoice cost, plus a mark-up of 20 
per cent. 

All sales of new vacuum cleaners are 
now made from inventories, as their 
manufacture was stopped by the War 
Production Board on April 30, 1942. 
Certain checks later were placed on 
sales from inventories so as to guar- 
antee a sufficient supply to meet essen- 
tial requirements of the war agencies. 
The quantity remaining over and above 
war requirements is being released 
from time to time for civilian use. 


* * * 


Metal windows released— 
Restrictions on the sale and delivery of 
150,000 completely fabricated metal 
windows to distributors’ and manufac- 
turers’ inventories have been removed 
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Your Farm Customers 
Need Your Assistance 


RUNNING WATER is doing a vital wartime 
job! Untold millions of hours are saved by farm 
pumps and water systems. Equally important 
is the increased farm yield made possible by 
RUNNING WATER. 


Deming Dealers who help farmers keep pumps 
and water systems in action during this crisis 
are performing a service vital to the war effort. 
That’s why we call such Dealers 
“DEMING PUMP TROOPERS!” 


This is not only PRACTICAL 
PATRIOTISM. It is far-sighted 
business judgment! Many farm cus- 
tomers you help NOW are 
A-1 prospects for NEW 
Deming Pumps and Water 
Systems in the FUTURE! 
And that FUTURE may not 
be so far away. LET’S GO! 
KEEP ’EM PUMPING! 


DEMING /‘a 


FARM WATER SYSTEMS i 
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ENEY Nail Holding Hammers 

are time savers. You can drive 
twice as many nails with a Cheney 
Nail Holding Hammer than with any 
other hammer. Save time on war 
work. Use Cheney Nail Holding 
Hammers and get the job done 
faster—and easier. There are many 
other fine Cheney hammers for car- 
penters, machinists, millwrights, etc. 


Buy War Bonds and Stamps 
_ every day. 


HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 
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by the War Production Board in re 
cently amending Order L-77. The order 
also changes the basis for the manu 
facture of such windows. Hereafter, a 
rating of AA-3 or higher will be neces 
sary instead of A-2 


* 


Used pail price ceilings— 
Specific ceilings for 5's gallon used 
steel pails and for used steel containers 
of 22-gage and lighter have been estab 
lished by the OPA, by amendment to 
Schedule 43, effective March 13. 

This establishes the maximum for 52 
gallon used steel pails when recondi- 
tioned at 57 cents delivered, subject to 
specified deductions. Before recondi- 
tioning, they are 25 cents with cover, 
12 cents without cover, and 6 cents for 


cover alone. 


Stove pipe to be scarce— 
Stove pipe and elbows will be scarce 
next fall, and the demand will be con 


siderably yreater because of increased 


conversion of oil heating units to coal 
operation in fuel-rationed states. This 
is the prediction of WPB’s Plumbing 
and Heating Division. 

Dealers and jobbers in these prod- 
ucts were urged to place orders early 
to relieve the shipping situation in the 
fall. 

Undoubtedly a system of  propor- 
tionate allocating of supplies to regular 
customers must be resorted to both by 
manufacturers and wholesalers, and un- 
doubtedly only the simplest variety of 
vages and sizes will be available at all. 


a 


Home canning jar lids—- Metal 
closures for glass containers for home 
canning are assured by the War Pro- 
duction Board in an amendment to 
Conservation Order M-104, removing all 
quota restrictions on manufacture of 
certain types of metal lids used to seal 
the jars. Prohibition of the use of zine 
was continued, 


The amendment also releases more 





Patriotic Window Attracts Attention 


i; accompanying — illustration 
shows an unusual and decidedly 
attractive patriotic window display 
which was featured for several 
weeks last fall by Geo. W. Hackett 
& Sons of Sunbury, Pa. The win- 
dow was shown during Community 
Bond Day when Sunbury went “way 
over the top” in selling War Bonds 
and Stamps. 

Ihe flags of the United Nations, 
which at that time numbered 29. 
were shown the length of the win- 
dow and an electric fan behind the 
center flag kept Old Glory waving 
in the breeze with our allies repre- 
sented on each side. The service 
flag at the rear of the window was 
in honor of two members of the 
firm's personnel. Lt. Hurst) W. 
Hackett and Lt. George L. Hoffman. 
whe are in the United States Army. 
The background wall was in red. 
white and blue with the slogan 
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“United we stand, divided we fall.” 

Charts showing insignia and uni- 
forms of the armed forces were 
shown near the wall. On the floor 
of the window were large sheets 
showing the building of the Alaskan 
road and the types of tanks in use 
on the Russian front.  Bas-reliefs 
appropriate to the armed services 
and patriotic bond slogans com- 
pleted the display. 

It is the custom of the company 
to feature prominent patriotic dis- 
plays at the time of national holi- 
days. Since the beginning of the 
war this display window is given 
over most of the time to displays of 
a patriotic nature rather than to 
merchandise. The firm is entitled 
to display the Minute Man Flag in 
view of the fact that 100 per cent of 
its employees purchase War Bonds 
in full value of at least 10 per cent 


of their salaries. 


This patriotic 
display attract- 
ed plenty of at- 
tention. Lack of 
detail in this 
picture is due 
to the fact that 
this engraving 
wasreproduced 
from a colored 
photograph. 


metal for closures used in bottling fluid 
milk. Supplies of rubber jar rings also 
are in prospect. 

The WPB containers division re- 
ports the development of a “virtually 
fool-proof” closure manufactured for the 
first time in large quantities. It is de- 
scribed as a three-piece unit, composed 
of a glass lid, a rubber ring, and a 
metal screw band to hold the lid in 
place. 

Decision to make more metals avail- 
able for home canning closures came 
as a result of a survey by the Depart- 
ment of Agriculture, which indicated 
that American housewives would can 
5,200,000,000 jars of food during the 
1943 season, an increase of 51 per cent 
over last year. 


* * 


Mail order catalogs—To save 
retail mail order houses the expense of 
reprinting catalogs ready for distribu- 
tion which contain some maximum 
prices changed since they were printed, 
the OPA has provided that the seller 
may insert correcting pages inside front 
covers. Such pages must be inserted 
before catalogs are sent out, and not 
forwarded later. A similar adjustment 
will probably be applied to other con- 
cerns doing selling by priced catalogs. 


co a & 


Accommodation services- 
OPA has issued a “relief” order, ef- 
fective March 15, providing that any 
person or firm (manufacturer, whole- 
saler or retailer) which had in March, 
1942, a fixed practice of providing non- 
profit accommodation services in 
connection with sales of commodities or 
otherwise, may charge an amount ag- 
gregating the current cost of direct 
labor and materials for these services. 

OPA emphasized that these accom- 
modation services are those made en- 
tirely without profit, and for the con- 
venience or benefit of the purchaser. 
Direct labor costs must not exceed 
legally permitted wage rates, and the 
amount added for materials must be no 
more than actual cost to the seller. 

Not covered by these provisions are 
service sales by cooperatives and non- 
profit or other organizations which make 
sales initially above cost but later give 
refunds, bonuses, dividends or othet 
allowances to purchasers. 

Many persons customarily have per- 
formed services at no more than actual 
cost and in some instances even below 
cost. The principal motive has been to 
make available special equipment, per- 
sonnel, or knowledge. These services 
are often intermittently performed, vary 
in type from time to time, and are 
performed under circumstances making 
it impracticable to price them in ad- 


vance. 
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Lloyd Fluorescent Products 


UR ey Wag | Fam Wartime Dividends 
“TOOLS II 


for More Tool 
Mileage 





Pat. Nos. 
2200443 
2228210 





' ae Starter FS-2 for 15 and 20-watt Lamps 
NN — Starter FS-4 for 30 and 40-watt Lamps 


— LLOYD “NO-BLINK” FS-4 NA 
For 30 and 40-watt Lamps. Stops flickering 


SS =e 
and blinking of defective or wornout lamps. 
N Listed and Approved by Un- 
° / derwriters’ Labs., Inc., and 
“teer, ; Canadian Engineering Stand- 
“Shoe ards Association. 


Display FS-24 
P = With 20 Lloyd Starters 
We, like most of our customers, are me § mounted on card. 


doing our part in the national war Big | 10 FS-2 10 FS-4 


effort. Dependable tools are yital to. 


Display D-FS-4 NA 
With 20 Lloyd FS-4 
NA “No-Blink” Starters 
mounted on card. 


LLOYD WIRING DEVICES 
For Quick Turnover and Good Profits 
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LLOYD POLICY INSURES QUALITY 
LLOYD PRODUCTS CO. 


Dept. HA-3 Providence, R. |. 


Nw Representatives, Branch Offices, Warehouse Stocks in 23 Leading 
QQ Cities 
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Jute and istle rope—-To meet 
the situation caused by the decreased 
supply of manila and sisal fibers, the 
War Production Board has enlisted the 
cooperation of the cordage industry in 
a program for the production of large 
<upplies of rope, for both civilian and 
military uses, to be manufactured from 
the only practicable present substitutes, 
jute and istle fiber. 

\ new maximum price regulation 
No. 340- Jute and Istle Yarn and Rope 

is issued to provide specific ceiling 
prices for the yarn as well as for the 
substitute rope made from jute (grades 
1 and 2) and from istle. The regula- 
tion became effective March 10, 1943, 
and sets zone prices from manufacturer 
to jobber, and from jobber to industrial 
and retailer buyers. 

The base price to retail stores on 
No. 1 jute rope, * in. and larger, is 
set at 29% cents per pound in the 
Eastern (Zone 1) area. No. 2 jute and 
all istle rope are set at 144 cents per 
pound lower. 

Manufacturers of these substitute 
ropes are “full up” with orders, and 
apparently are unable at present to 
accept any new business. Dealers are 
in a serious quandary for rope of any 
sort suitable for the oncoming farming 


and haying season. 


Manila waste restricted -To 
assure supplies of waste manila rope for 
essential paper products, use of this 
material after March 19 has been re- 
stricted by the WPB, in order No. 
M-294. The order provides for the use 
of waste manila rope fiber only in man- 
ufacture of new rope, insulating papers, 
gasket base papers, artificial leather 
papers and certain other grades of 
essential paper which cannot be manu- 
factured satisfactorily from other fibers. 

The use of waste manila fiber in the 
manufacture of flour and cereal prod- 
uct paper sacks of 25 pounds capacity 
or more will be permitted until June 1 
te enable the manufacturers to develop 


substitute materials. 


Ammonia - sulphate fertiliz- 
ers—Substantial savings to consumers 
of sulphate of ammonia--one of the 
most important agricultural fertilizers 
will result from a March 16 amendment 
to the OPA regulation governing that 
chemical. 

Transportation charges will be re 
duced in cases in which the producer 
warehouses his sulphate of ammonia, 
since the consumer will only be re- 
quired to pay transportation charges 
from the nearest inland oven to the 
point of ultimate destination. He will 
be relieved of paying transportation 


charges (as previously) from the point 
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of production to the point of ware- 
housing. 

The new amendment does not apply 
to sales of sulphate of ammonia for 
industrial use. The revised regulation 
continues to exempt from uniform base 
prices any sales in the far western 
states, where distributional problems 
are entirely different than in the eastern 
and southern states where the bulk of 
sulphate of ammonia is used. 


e @& -& 


Wood furniture styles cut— 
Prohibition of new patterns for wood 
furniture after March 15, and an ap- 
proximate two-thirds cut in the number 
of existing patterns July 1 have been 
ordered by the War Production Board. 

Limitation on use of iron and steel 
for manufacture of wood furniture also 
was imposed in Order No. L-260, ap- 


plying also to Venetian blinds, store 


display equipment and show cases. Not 


covered are baby furniture, and the 
types of furniture or equipment covered 


by other orders, such as refrigerators, 


wooden lockers, and shelving; wooden 
factory and industrial equipment; 
wooden filing cabinets and office fur 
niture. 

WPB limits manufacturers to no 
more than 35 per cent of the patterns 
offered during September, 1941, or to 
24 patterns, whichever is greater. After 
March 15 production of wood furniture 


in new patterns is prohibited. 


Specialty paper curb—Non 
essential uses of certain specialty papers 
used in wrapping, specifically glassine, 
greaseproof and vegetable parchment, 
have been prohibited by the WPB in 
order No. M-286. 


Essential and permitted uses include 
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The Wico and Brighton Cans and 
Pails are out for the duration. We 
cannot make any of these cans or 
pails because our entire production 
has been and is taken up with the 
manufacture of our heavy cans. 


long service. 


All orders are scheduled according to grade of priority rating 
in accordance with Priority Regulation. At 
the present time a high rating in the A.A. 
Group is required to get on our produc- 


WITT OILY WASTE CANS 


There are no restrictions on the 
of this safe, oily 
We are able to fur- 
nish all sizes and will schedule 
orders according to priority rat- 


tion schedules. 


ings. 


manufacture 
waste can. 


J 
Made in seven sizes: 5 to 30'% 2 
gallons capacity, 
foot operated covers. 


The WITT Cornice Co. 


Yes, UNCLE SAM is getting 
practically all the WITT CANS 


we canmake.. . 


However, we can furnish a limited supply of No. 2 Witt Cans, 
THIS SIZE ONLY, with painted covers for essential civilian 
needs. This is the popular heavy duty Witt Can, built to give 


with hand or 


Originators of the Corrugated Can 


CINCINNATI, OHIO 
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rastic Flashlights ... 


ARE AVAILABLE FOR THE DURATION 


ON PREFERENCE RATINGS 


» 


Gits 2-cell, pre-focused Flashlight 
Cases are molded of lustrous colored, 


unbreakable 





plastic — combining 
smartness, extreme durability and 
warmth of touch. Guaranteed 
against defective workmanship and 
materials. Salesman’s samples avail- 
able for reliable ‘distributors and 
dealers contacting war plants and 
Governmental agencies who can 


Gits No. 710—2-Cell 
Plastic Pen Light 
Easily operated—durable. Magni- 
fying Mazda bulb. Colors red, blue 
and ivory. AA-5 Priority or higher 
required. Retails 50c each. 


porte : 













issue the necessary preference rat- 
ings. Full discount! 





We do not 











supply 
Gits No. 100 Gits No. 122 batteries. 
“Plastic Eye” Right Angle Super 
Flashlight Flashlight 


Cie Sete” Molding VS hon 
4612 W. Huron Street 
PHONE: MANSFIELD 4146 


Two - cell, pre - focused 
Flashlight Case. Belt 
clamp, flash and perma- 


Two cell, pre - fo- 
cused Flashlight 


| Dehatglaa SS vecsase ose Combination luminated col- 


ored traffic baton and powerful 


Colors black, khaki, nent light buttons. Un- eee se ZC 

blue, red, ivory, breakable! AA-l Friority Flepbaligest pa Sees guards, CHICAGO = ILLINOIS 
transparent. AA-5 or higher. Black color. firemen, etc. V 3/p overall AA-1 

ey | - — Re- Retails $1.50 each. —" or higher. Retails $4.00 Canadian Distributors 

tails $1.00 each. eacn. 


KAHN, BALD & LADDON, Ltd. 


A limited quantity of No. 100 and No. 710 can be supplied on A-9 Preference Rating. 69 YORK STREET, TORONTO 
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packaging of food, ordnance, drugs and 
health supplies, tracing papers in in- 
dustrial plants and electrical insula 
tions. 

Prohibited uses include wrapping ot 
packaging by manufacturers of woven 
or knitted textile products and paper 
products, except when oil-impregnated ; 
metal products, except when oiled, 
greased or sterilized; wood products, 
rubber goods and plastics products, ex- 
cept when sterilized; candles and wax 
products: cosmetics, dentifrices, toilet 
materials and soap. 

Manufacturers of glassine, grease- 
proof and vegetable parchment papers 
may produce up to 100 per cent of the 
quantity made in their base period (the 
six months ended March 31, 1942) 


under WPB order M-241. 


* 


Portable fibering machine 
\ portable fiber-making machine, small 
enough to be operating in the woods, 
directly behind the loggers, converting 
chips directly into insulation and fiber 
board materials, has been invented by 
a University of Washington professor. 
It uses all the wood fed into it, instead 
of the 40 to 60 per cent utilized in 
chemical fibering processes. The Bu- 
reau of Foreign and Domestic Com- 
merce reports favorably upon the new 
machine, and its influence may be great 
in diverting lumber waste to economical 


utility 


Matches. Attempting toachieve 
equitable distribution of matches, WPB 
has prohibited a distributer from  or- 
dering or accepting delivery of matches 
if he has a 30-day supply on on hand, 
or from ordering more than a 45-day 
supply when his inventory falls below 


the 30-day level. 


Asbestos controls changed 

Two types of asbestos textiles, asbestos 
wick made from roving and asbestos 
wick made on wicking cards, have been 
removed from allocation control by the 
WPB in amending order No. M-283. 

There had been some confusion in 
interpreting the dividing line between 


asbestos wicking and asbestos rope. 


Need less building lumber 

The W.P.B. estimated that new con- 
struction in this country would require 
11.000,000,000 board feet of lumber in 
1943, compared with  21,211,000,000 
beard feet in 1942. This estimate in- 
cludes lumber required in major altera 
tions and additions, but does not cover 
lumber for repair work or for crating 
and boxing military and civilian sup 
plies. 


\ substantial quantity of lumber, 
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in addition, will be needed abroad. 
WPB estimated that about 1,777,000,- 
000 board feet would be needed for 
use outside the United States. 

Ample low-grade _ cotton- 
Current supplies of short staple, low 
grade cotton are sufficient for four 
years, the Department of Agriculture 
announced recently, in a report on car- 
ryover and production. However, sup- 
plies of higher grades and longer staples 
are only about large enough to last 
until the 1943 crop is ready. 

The 1942-43 supply, including carry- 
over and production, is expected to 
total about 22,966,000 bales, against a 
supply of 22,444,000 bales in 1941-42. 
Total 1942-43 use, including domestic 
consumption and exports may slightly 
exceed the 11,969,000-bale consumption 


of the preceding season. 


Tractor tires released —Rub- 
ber Director Jeffers has announced re- 


lease from inventory of enough wide 
base tires to equal the amount of parts 
in manufacturers hands, to complete 
and put into service between 13,000 and 
14,000 farm tractors. This action will 
necessitate manufacture of between 
3000 and 4000 small front wheel tires 
to complete the machines. 

Tractor manufacturers must file for- 
mal appeals with the farm tire ma- 
chinery branch of the Rubber Director's 
office for allocations of tires, and ap- 
provals will be hastened to facilitate 
completion and delivery of the needed 


farm equipment. 


Paint and varnish sales—Sta- 
tistics on January sales of paint, var- 
nish, lacquer and fillers, just released 
by the Bureau of the Census, show 
that the total reported by 680 manu- 
facturers reached $37,843,112, an_ in- 
crease of 1.9 per cent over December, 
1942, sales, but a 19.6 per cent decrease 


from January, 1942. 





Turns Lawn Mower Into Wheelbarrow 





(Courtesy Chicago Herald-American. ) 


Here's Anthony Andrews, Melrose Park, Ill., with a gadget, on 
which he has applied for patent rights. His device converts a lawn 
mower into a handy wheelbarrow. A sturdy frame, quickly attached 
to the mower is built to hold metal or wooden bushel baskets. To 
prevent tilting, except when the operator lifts handle of mower for 
dumping purposes, the basket is cradled in the frame. When used for 
a wheelbarrow the mower is inverted from cutting position. 


HARDWARE AGE 














API 














THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from '4“ to 1!4" by sixteenths; with 
machine shanks, from 155" to 3” 
by eighths. 


She PROGRESSIVE MFG. CO 


TORRINGTON «+* Bape CTICuT 








tons Léa , Fleck... 
Just Brush It On! 


Drve is the thrifty compound in powder form 
that makes waterproofing simple. Anyone can 
use DRYE—just brush it on, inside or outside, to 
stop leaks in basements, cisterns, reservoirs, etc. 
Seals cracks, makes quick, durable repairs in 
masonry, cement and iron. Protects 
walls, plaster and equipment from 
seepage and moisture. Its many 
uses in home and industry make 
DRYE an assured repeat item. 


IMMEDIATE DELIVERIES. 


Sell Sb 
LiquiDR YE 


Companion product to 
DRYE, for colorless water- 
proofing. Seals pores 
against leaks in _ brick, 
stone and stucco. Does not 
mar appearance of building. 






Write today for litera- 
ture. 






WEATHER SEAL CO. 
Dept. M, 4 E. Pearl St. 
CINCINNATI, O. 







BUY FROM YOUR JOBBER 
OR WRITE US DIRECT 
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NEW YORK: 45 Warren St. 








The strength, the vision and 
the power of the eagle stem 
from the industry and patriot- 
ism of the people. This is 
your war and our war. Every 
one of us. Let us now conduct 
our businesses and our lives 
so that they contribute the 
greatest possible aid to Vic- 
tory. 


RIFFIN 


anufacturing Company 








AGENTS: 





RIE, PENNSYLVANIA 


CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 
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The 
cluded in this report produced approxi- 


companies whose sales were in- 


mately 90 per cent of the total output 


of the industry 


Steel-—top demand and out- 
put—Steel operations for recent weeks 
remain close to complete capacity. For 
the week starting Mar. 15, 99.3 per cent 
of capacity was scheduled, compared 
with the indicated rate of 98.3 per cent 
a year ago. The current weekly sched- 
ule is equivalent to output of 1,719,500 
net tons, compared with 1,663,000 net 
tons in the similar 1942 week. 

Iron Age reports a sharp rise is noted 
in demand for steel, and says that mill 
schedules for April are filling rapidly 
with directives and Controlled Mate- 
rials Plan orders. “Very large gains 
are reported at individual companies for 
the month te date, compared with the 
corresponding February period, al- 
though then most plants were booking 


at a rate in excess of shipments.” 


Steel warehouse stocks—To 
facilitate the rebuilding of warehouse 
stocks of Group A— heavy mill steel 


products——before the introduction — of 


CMP, the War Production Board has 
amended Order M-21-b to permit ac- 


quisition of restricted amounts of any 
product in excess of established quotas 
for the first quarter of 1943. 

The amendment permits those ware- 
houses which were unable to maintain 
inventories because of inadequate re- 
ceipts during 1942 to accept deliveries 
of such heavy classes as bars, plates, 
structural shapes, rods and rails, ete.. 
until March 31, provided that the de- 
liveries in excess of quotas do not ex- 
ceed the deficiency on all product 
classifications for 1942. 


Brass order relaxed—To en- 
able warehouses distributing brass and 
wire mill products to make certain sales 
in commercial units weighing more 
than 500 Ibs. a brass mill and wire mill 
directive, under the controlled materials 
plan, has been issued by the War Pro- 
duction Board. 

This provides that the 500-pound 
limitation will no longer apply to: 
1) deliveries of wire and cable, sizes 
5/0 and larger, in full reels not 
exceeding 1,000 feet each. or to 


2) condensor tubes, 
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good strategy to sell 
cutting tools. The qual- 


ity of cutting tools measures 
he efficiency of machine 


tools. 
TWIST DRILL AND 
B MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 
MEW YORK STORE: 130 LAFAYETTE ST. ----- CHICAGO STORE: 570 WEST RANDOLPH ST. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 64 
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3) A single straight length of rod, 
tube, pipe, sheet or strip; or 
by) welding rod, 

if delivered prior to April 1, 1943. 


Prices and _ rationing—The 
value of OPA controls is widely con- 
ceded, in preventing a runaway of 
prices, but, probably by intent, these 
controls do not prevent the gradual and 
continual up-creep of the overall price 
structure, 

All-commodity price index of the De- 
partment of Labor in the week ended 
Mar. 13 advanced 0.3 to a new high 
of 103.2 per cent of the 1926 average. 
Fruits, vegetables and poultry were 
major contributors. Farm products 
rose 1.2 


1920. 


per cent to the highest since 


There are indications of an apparently 
deliberate attempt to soften the bur- 
den of rationing, and of other civilian 
interferences, where possible. Some are 
comparatively important: others while 
seemingly trivial, are a “lift” to the 
average person. The raising of the ban 
on sliced bread, which proved ill-ad- 
vised, was a real help to already har- 
ried housewives, while perhaps retailers 
had not had time to increase too greatly 
their inventories of bread-knives. 


The year’s starting back-logs 
Retailers and jobbers with badly 
broken stocks will envy, and may tend 
to doubt, the general situation as to 
inventories at the opening of 1943. The 
Department of Commerce states that 
business inventories were at near peak 
levels at the end of 1942, despite rec- 
ord-breaking consumer purchases and 
expanding war production. The year- 
end inventory figure of $28,300,000,000 
was about $1,000,000.000 less than the 
total value reported last June 30, but 
exceeded by $1.250,000,000 the value 
reported at the beginning of 1942. With 
year-end stocks carried at higher prices 
than those of early 1942, the physical 
volume of inventories was believed 
somewhat below a year ago. 


* cd a 


Wholesalers’ stocks down 
Wholesale stocks, currently valued at 
less than $4,000,000, were lower at the 
year’s start, than at any time in almost 
two years. They had fallen from a 
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war-time high of $4,900,000,000 early 
last year. Retail inventories hit an all- 
time peak of $7.500.000.000 at the end 
of June. but at the year’s end were 
down to $6,700,000,000, little changed 
from their value at the beginning of 
1942. . 

The Department comments: “Reports 
indicate that large independent stores, 
with annual sales in excess of 
$200,000, 


inventories by 


those 


increased the value of their 
$ per cent during the 
year. On the other hand, all lesser 
size brackets in the retail field show a 
drop-—the largest decrease, 6 per cent. 
occurring in the smallest store group 

during the past year, with annual sales 


under $10,000.” 


Farm supplies —Despite all 
the planning for liberal output of farm 
tools and supplies, material and produc- 
tion bottlenecks still are slowing the 
Makers of hand tools— “steel 


have not yet completed ship- 


program. 
voods” 

ment of their 43 per cent quotas author- 
ized last fall. 

\ leading wheelbarrow producer. 
turning this season from steel to wood 
barrow production, reports shortage 
both of lumber and manpower, and his 
jobbers’ stocks therefore remain § de- 
pleted. 

On work gloves. factories cannot ac 
cept new orders for definite shipment, 
as they are sold up for some time ahead. 
One of the leading producers has with- 
drawn from the market completely until 
they can catch up on orders now on 
hand. The chief trouble is on leather- 
palm gloves, but on all types jobbers’ 


stocks are being rapidly sold out. 


Release irrigation equipment 
The Department of Agriculture has 
authorized for immediate sale, 100 per 
cent of 1943 production of irrigation 
equipment, and 70 per cent of rationed 
of farm windmills, and 


types pumps, 


domestic water systems. Sixty per cent 
of the 1943 production of such equip- 
released Nov. 28. Sales to 


restricted to 


ment was 


users are still holders of 
purchase certificates issued by county 
farm rationing committees. 


now eased are land leveling equipment, 


types of irrigation equipment 


ditchers, corrugators, and _— scrapers. 


Other items affected are: Deep well and 
shallow well domestic water systems; 
domestic water systems having horizon- 
tal-type power pumps up to 75-gallon 
capacity per minute; windmill pumps, 
heads, and towers; pump jacks: hy- 
draulic rams, portable pipes and ex- 
tensions, and sprinklers. 


APRIL 1, 1943 


Other curbs lifted—Restric- 
tions on distribution of three types of 
rationed farm machinery have been 
lifted by the Department of Agriculture. 
Manufacturers of cream separators may 
now release 80 per cent of new pro- 
duction and all remaining stocks. Man- 
ufacturers of power spray pumps and 
horse or tractor drawn road weeders 
may release 100 per cent of production 
under order No. L-170, also, all inven- 
stocks. 

The 


quotas, but in order that purchase cer- 


tory 


action abolishes all county 


tificates —which are still required before 
farmers can buy such machinery—will 
not exceed the available number of ma- 
chines, farmers to whom they will be 
issued will be required to locate the 
they 


machinery wish to buy in some 


dealer's hands. 


February construction—The 
valuation of total construction contracts 
awarded in the 37 eastern states ag- 
vregated $393,517,000 during the short 
month of February, according to the 
F. W. Dodge Corp., New York City. 
This compares with $350,661,000 in the 
$433,557,000 for 
Construction for pub- 


month and 
February, 1942. 
lic ownership represented 92 per cent 
of the 
dential building, which includes manu- 


previous 


total for the month. Non-resi- 
facturing buildings, had a total valua- 
tion of $187,242,000 in February. This 
is 22 per cent above January and 10 
per cent above February a year ago. 
The valuation of contracts awarded for 
residential building, however, was be- 
low both the previous month and the 
the same month last year by 16 and 44 


per cent, respectively. 


Reflect- 


production 


Westinghouse orders 
ing industry’s accelerated 
task during the first year of war, the 
Westinghouse Electric and Manufactur- 
ing Company recently reported its or- 
1942 showed an 85 
per cent increase over 1941. The 1942 
$1,079,636,268. 


ders received in 


orders amounted to 


Air express volume—Air ex- 
press transported by the nation’s com- 
mercial airlines in 1942 broke all rec- 
ords for number of shipments, weight 
and revenue, according to figures just 
released by the air express division of 
Weight of 
shipments was 10,582 tons, an increase 
of 93 per cent over 1941. Number of 
shipments totaled 1,405,320, up 7.5 per 


Railway Express Agency. 


cent over the previous year, while gross 
revenue exceeded nine million dollars, 


111 per cent better than in 1941. 








New Plastic glue proves popular 
with carpenters, cabinet makers, 
mechanics, home craftsmen. 


Record re-orders from hardware stores 
throughout the country prove Weldwood 
Glue an A No. 1 seller. Its approval for use 
in aircraft by the U. S. Army, U. S. Navy 
and Civil Aeronautics Authority when 
properly applied proves it a superior glue 

Five convenient sizes—10c, 25¢ and 50c 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85c) and 
5 Ib. cans. 

Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. ACT NOW —supply 
limited by Uncle Sam’s War Needs 


Weldwood Glue has everything : 


1. Tremendous Strength - 
2. Waterproof, Bacteria- : — sa 
and Rot-Proof. WELDWOd0? 


3. Quick and Easy to use. : , 
No heating. Nowaiting ( waneilie Mottin 


wes 


4. Economical. 


5. Applied Cold, quick- 
setting. 
6. Stain-Free. 


“Makes the glue line the SAFETY line” 


WELDWAUD 





WATERPROOF GLUE 





UNITED STATES PLYWOOD CORPORATION 
World’s Largest Producer of Plywood 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y 


Please send literature, prices, discounts, samples 
and information on WELDWOoD Glue dealer plan 


Name sashacineieiaiataatanstid 


Address 


Our Jobber is 
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LCHEK TOOLS 


Today, Vichek Tools are 
helping to keep ‘em fly- 
ing and keep’em rolling. 
Our entire production is 
going into the war effort. 


When peace comes, 
Vichek Tools—with a 
broad background of 
technical progress—will 
offer many advantages 
in helping you to better 
serve your trade. 


rue VLCHEK 1001 <0 


3001 E. 87th St., Cleveland, Ohio 





80 


Just Among Ourselves 


(Continued from page 30) 


and improves their property. 
Students of marketing predict 
a tremendous paint sales vol- 
ume in 1943 and all of your 
smart competitors in the field 
are getting set to really build 
up a big paint business this 
year. The wise hardware mer- 
chant will get busy and get his 
full share of this business. The 
same is true of lubricating oil 
for cars, trucks, tractors and 
farm machinery. New equip- 
ment is not available. Older 
machinery, of all kinds, use 
more oil and must be ade- 
quately lubricated in order to 
stay in running condition. 
Thousands of service stations 
are out of business, in all parts 
of the country—thus you have 
an increased demand and a 
decrease in competition for the 
oil business of your commun- 
itv. Most wholesalers are in 
position to set up your oil de- 
partment if you are not now 
in that profitable field or can 
show you how to increase your 
volume if you are now han- 
dling oil. Don’t wait for your 
jobber’s salesman to remind 
you—you ask him about it and 
get into the oil business with 
both feet. It is a repeat busi- 
ness that is most desirable and 
‘provides greater volume and 
profits than you probably rea- 
‘lize. For the duration, you 
vitally need such _ profitable 
‘volume as can be developed 


through your paint and oil de- 
partments. 


Memphis 


Convention:— 


In less than two weeks time. 
the Southern Hardware Job- 
bers’ and the American Hard- 
ware Manufacturers’ Associa- 
tions will hold their second 
war-time joint conference at 
Memphis, Tenn. Practically 
the entire program is devoted 
to OPA and WPB speakers 
who will bring to hardware 
producers and distributors a 
better understanding of rules 
and regulations imposed by 
these two government agencies. 
These officials will endeavor to 
clarify some of the restrictions 
that perplex the hardware in- 
dustry so that more efficient 
compliance may be realized as 
part of the war effort. Advance 
reservations have more than 
taxed the available hotel and 
transportation facilities, both 
of which are already burdened 
by abnormally heavy war-time 
requirements. The first com- 
plete report of this important 
and major spring hardware 
gathering will be published in 
the April 29th issue of Harp- 
WARE AGE and will merit the 
careful study of every man in 
the industry—whether engaged 
in retailing, wholesaling or 
manufacturing. Watch for this 
issue! 


Hardware Dealer Helps Promote 
“Food for Freedom” Drive 


M ERCHANTS~ of Mandan. 
N. D.. recently cooperated 


in publishing a full-page advertise- 
ment in the Mandan Pioneer back- 
ing the “Food for Freedom” drive 
in that section. One of the firms 
which was listed as a participant 
| was the Heisler Hardware. This co- 
| epesutine ad outlined the purposes 


of the drive and urged the impor- 
tance of increasing America’s food 
supply during the present year. 

In addition to the full page pub- 
licity. Heiser Hardware ran an ad- 
vertisement of its own which was 
in the form of a strip running across 
the entire bottom of the newspaper 
page and 114 in. high. 
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For Greater Sales to America’s New Home-Farmers 


VL / 














he VICTORY GARDEN” CART 


DURABLE ALL-PURPOSE 


LIGHT-WEIGHT 


oo 


UPRIGHT 


A SURE-FIRE HARDWARE 
FEATURE FOR ACTIVE 
SPRING & SUMMER SALES 


Sold through retail hardware cnd seed stores. 


— $12.95 OP. A. ( siting 


Price 








Takes the Back- 
ache out of Gar- 
dening and other 
Odd Jobs about the 
home. 

® Hopper Body. Size: 
2 % 16" x 18" 

© Sturdy all — Hard- 
wood, Bolted construc- 
tion 

© 34” Hardwood 
Wheels—10” Diameter. 
® Finished in weather- 
proof green lacquer 
with orange lacquer 
trim. 

® Capacity: 41% cubic 
feet; payload: 250 lbs. 
® Tilts flush to ground 
for convenient loading 





and unloading. TILTED 








~ 





( J Oo M4 & M U be &e AY River Glen ° Hastings-on-Hudson ° New York ) 
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THESE CASTERS 
HAVE A BALL THAT 
ROLLS ON BALLS 


1943 


FLOORS AND 
FLOOR COVERINGS 








BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
“‘A@eme’’ Casters are ball bearing casters and move 
smoothly and easily in any direction and—they sell 
as easily as they move. Let ‘“‘Acme’’ step up your 
caster sales and profits. Every customer is a logi- 
cal prospect for ‘“‘Qeme’’ Ball Bearing Casters. 


The manufacture of ‘‘Acme’’ Casters will be discontinued for the duraties. 
We can only supply ‘‘Acme’’ Casters to customers with high priority ratings. 


THE SCHATZ MANUFACTURING CO. 
U. S. A. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 


$l 








A Three-Purpose Unit | eee os TT ie 
for Three Times the Profit! | ig y a 2 


THE NEW | Be z eS 
“TEMPREX” UTILITY Hardware Mens 





Here's R. E. Baldwin, Baldwin 
Hardware, Milan, Mo., who goes 
after and lands big fish as shown 
by the 40 lb. catfish he caught in 
Grand River. Much of his leisure 
time during the season is devoted to 
river fishing for which he has all 
the needed equipment. In the hunt- 
ing season he enjoys duck and quail 
hunting 





% PORTABLE ROOM WARMER 
*% UTILITY STOVE 
% BARBECUE GRILL 


IT’S NEW! IT’S PRACTICAL! 
ORDER IT TODAY! No. 750 
$7-50 
F.0.B. North Hackensack, N. J 


APPLEMAN ART GLASS WORKS 


Theodore Averbach, Sales Manager 





W. E. White, 
general manager 
8 WEST 36th STREET @ NEW YORK, N. Y. of Lowe's, Inc., 
Ogden, Utah, 
———— hardware firm is 
an ardent hunter 

and_ sportsman. 
» He is an author- 




















| ity on trap shoot- 
| ing fishing, 
REPAIR & RESURFACING COMPOUND mountain climb- 
for all types of surfaces ing, softball and 
| other sports. His | 
hobbies center 
on his two 
| hunting logs, , 
Pick” and "Pat", = 
pure bred point- 
ers which he 
trained _ from 
| puppyhood. His 
hunting experi- LIFE | 
ences started 
when he was a ; 
; boy on the ranch 6. 
@ Ready Mixed @ Ready To Use of his parents in G@ 
@ Easy To Apply Bancroft, — Idaho 
e In the wide open BOAT 
Greater compressive strength than spaces he hunted 
concrete ... and it's resilient. ducks, sage hens r 
LEV-L-FLOR stands up under the heaviest deer, coyotes, 
loads without cracking up or breaking out | rabbits and bear, fro 
Requires no costly, time-taking preparing, | i ] thoua h h e 
chipping or cutting of old surface. No skilled 
labor. Dries overnight ready for service in never bagged the 
smooth, good-looking surface that ie Fireproct otter. Be has 
Waterproof Slipproof Sparkproof pneen active In 
Decay proof Dustproof Weatherproof yame conserva- 
= Acid and Alkali-proof! ' Economical, too tion ~ircles for 
Packed in 55-gal. drums, >-val and = 1-gal . ” 
pails, and 1-qt. cans many years and 
Send for literature "HA" has been presi- 
e jent of the Weber County Wildlife Federation, Ogden, Utah, and a director OT 
JOBBERS Mor attractive territories} | of the Weber County Federation. Mr. White is also chairman of the wildlife 
a open to Jobbers division, Intermountain Association of Civic Clubs and a member of the 
Write for full details today wildlife committee of the Chamber of Commerce of Ogden. Under the 
auspices of the Weber federation he has staged nearly a score of trap- 
' WRITE TODAY fOR LITERATURE! shoots at the Ogden Gun Club, Ogden, these shoots attracting some of the 
SS CENTRAL PRINTs VARNISH WORKS largest crowds for this type of event in the intermountain west with 1000 
spectators and as high as 250 shooters. Mr. White won the first intermoun- 
BROOKLYN, NEW YORK tain skeet championship sponsored by the Weber Wildlife Federation. He AMI 





scores 97 or above in singles at traps and 46 or above at doubles 
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e into a Sword 


had died away, Ta-pat-co 


Turning the Plowshar 
, ~owardly Pee {arbor bombs 
almost before the echo of cowardly Pearl Hi . h 
—_ S became an active unit of our nation’s “at jndustry- ; anid 
ags, life P ; and other equipment dedicated to 84 ety 
yers pee utdoor sports now fulfill the same mission 

‘for our soldiers in time of at- i é‘ 
‘ye i nas beco! » Ta-pat-co FIGHTING equipment—S eep- 
Ta-pat-co Sports equipment has become Ta-Patee tres  eaiPst pow 4 
| ing bags that give soldiers ¥ arm beds in gub-zero tempe! atures—P' hs 


rese rvers 
in time of peace, 



























Wor 


5 dea 





ry is won, and the § -d is beaten back into @ pl 

fa-pat-co equipment ni deal 

je will be the first to know 
ent. 


= -CO Qutdoor 3 Equipment 
| TA PAT-". ny 1a ING Greenfield, Ohio 


at your sport 
when Ta-patco 1s 2 














American Pw 


iF 


“Keep in Touch With 
Your Sporting Goods Dealer” 


| 
| 


Uncle Sam’s soldiers, sailors and marines 
have first call on our facilities a: inn | 
but Ta-pat-co Outdoor Sports Senienent i | 
being kept before your customers So that 
mgs penta production is aa | 

vill enjoy t : a 

LIFE PRESERVERS had for mi rene a si | 
ay The advertisement reproduced above is 
iY one of a series that will appear in National 
wennened and other magazines having aan 

poh than SA00,000 circulation. | 
ae enon is _ we want you to have first eall 
smen for their favorite Ta-pat-co equipment 

1-STP-2 


Ta * pat -cO 


OUTDOOR Pps EQUIPMENT 


IGH TING. 


AMERI iD TEX 
CAN PAD AND TEXTILE COMPANY, Greenfield, Ohio 





STAY-A- FLOAT 





BOAT CUSHIONS 
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@ In these perplexing days in the hard- 
e—when the finest goods vanish 

from the shelves and wat conditions make 
it obvious that they cannot be immedi- 
ately replaced—let’s not waver for an in- 
stant in the knowledge that their return is 
as certain as Victory itself. You don’t for- 
get the boys who g° with the colors and it 
is equally proper that you should not for- 
get brands and products that have been 
business standbys in the days of Peace. 


@ Cortland screen wire cloth, hardware 
cloth and netting certainly will not be for- 
gotten —hby either dealers or users. The 
more than 65 years of service, which have 


made Cortland Bran 


also assure better t 
markets once Wickwire Brothers, 
plants return to normal production. So 
help your customers patch, repair and 
maintain their screens and nettings until 
the day when you can again sell them their 


favorite Cortland Brands. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 






-— we, 5 


| Wire - Screen Wire Cloth Poultry Netting - Nails 
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And Still 


“Setfast’” Canvas Paint 
in Glass Containers 


This canvas paint and two auxiliary 
products, “Setfast™ Clear and “Setfast” 
Overcoating, are now being packaged in 





glass containers. The canvas paint, 
which can be brushed or sprayed on, 
leaves the canvas pliable. Maker states 
that it will not crack, is water-repellent, 
completely sun-resistant and contains a 
mildew-killing agent which prevents rot 
and mildew. Application preserves as 
well as decorates. Can be used to re- 
fresh awnings and canopies, for sports 
equipment, summer furniture such as 
beach chairs and garden umbrellas, boat 
equipment, ete. Paint also forms a pro- 
tective coating when applied to the sur- 
face of grass, fibre, or sisal rugs, making 
it color-fast and resistant to mildew, 
according to the maker. “Setfast” Clear 
is a colorless version of the paint and 
“Setfast” Overcoating is to be used on 
furniture, fibre rugs and  wearables 
where it may be desirable to seal in the 
pigments. The Aridye Corp., Fair 


Lawn, N, J. 


“Trimz” Ready-Pasted 
Borders 

A line of ready-pasted borders con- 
sisting of 12 designs for living, dining, 
bedroom and hall. Especially planned 
and designed to harmonize with the new 
flat wall paints now being produced by 


84 


paint manufacturers. Boxed in con- 
venient 12-ft. rolls—1%s, 3 and 4-in. 
widths. “Trimz” is ready-pasted and 
easy toe apply. Just cut to desired 
length, place in position on wall or 
surface, and pat with a damp cloth, 
rubbing from center to outer edge 
Allow to dry. The MVeyercord Co., 5323 
W. Lake St., Chicago, Il. 


Rug and Fabric 
Shampoo 


“New-O"—a double duty shampoo 
that is said te clean and restore the 
natural luster to rugs, fabrics and up- 
holstery material and at the same time 
to destroy the eggs and larva of moths 
and carpet beetles and leaves the fabric 
absolutely moth repellent. Maker states 
that it quickly removes grease, iodine, 
shoe polish, lipstick, stove black, ete. 
and such difficult stains as caused by 
permanent ink or ditto ink. At the 
same time it is said to be completely 
gentle and will not harm the most deli- 
cate fabric according to the manufac- 
turer. A concentrate that quickly dis- 
solves in water and will leave no un- 


even rings or marks, according to the 
maker. New-O Products, Inc., 1423 
Merchandise Mart, Chicago, Ill. 





Available for Hardware Distribution 


Molded Plastic 
Plumbing Units 
4merican Molded Products Sales Co., 


722 Armitage Ave., Chicago, Ill., has 


added stoppers and tail pieces in all 





the most used sizes to its line of molded 
plastic plumbing specialties. Manufac- 


turer says that these new units are light, 
tough, have high resistance to adverse 
water conditions and will not corrode. 
Plastic stoppers are made in the follow- 
ing sizes: 1, 1%, 1%, 1%, 1% and 1% 
in. Plastic tail pieces are made in two 
sizes: 1% by 4 in. and 1% by 6 in. 
Literature with full details on these 
units is available, on request. 


Book Written to Aid 
Businessmen in Court 


Charles L. Cusumano, counsellor at 
law, 70 Pine St., New York City, has 
written an entertaining and instructive 
book entitled, “Laugh at the Lawyer 
Who Cross-Examines You,” which seeks 
to prevent cruelty to witnesses and is 
written for laymen. In a very practical 
and lively fashion it recommends 12 
simple rules by which the average wilt- 
ness can turn the tables on the shrewd- 
est cross-examiner. It has 500 para- 
graph headings to make the first read- 
ing easy and to make possible a speedy 
review later preparatory to testifying. 
Published by the Old Faithful Publish- 
ing Co., 52 William St., New York City. 
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The 20% cut in paper pulp production is merely the beginning. 





The Government expects to reduce paper consumption 40%. 
RETAIL STORES ARE NOW USING CHALKZINE CARDS 


... to save time and effort 
... to reduce sign-card expense 
... to use less paper stock because you must! 


EVERYWHERE... signs are needed as never before 


and most signs have a "very short life". 


The total cost of “quickie” signs is a considerable item in your annual 
expense. This can be reduced. There are hundreds of signs during the 
year wherein the CHALKZINE will make your sign job easier and 
less costly. 

The CHALKZINE is a ready-to-use sign card, 10!/," x 13!/2" with an 
easel support. The writing surface is black and you may use ordinary 
white or colored chalk crayons... erase with a rag and make a change 
...on the spot... instantly ...and use the same sign card over and 
over again... at no additional cost. 














THIS SAMPLE PACKAGE AVAILABLE NOW 


Each card has an attractive feature in the upper left-hand corner. See illustration. 


ASSORTMENT 














Dis 0 0:06, American Flag in full colors. 
3 cords...... Minute Man on flag blue ground. 
ae Buy the Best. There is no substitute for quality. 
). DS GOS. 6040 Our customers are our friends . . . Our friends are our customers. 
as (Available through leading hardware jobbers . . . if your jobbers cannot supply ready-to-use and re-usable cards 


Hl you, send your order fo us) 


THE ELLWOOD CO. 70950. CiceroAve. Chicngo,US.A.  “™" 91-50 
YOU CAN HELP! WAGE WAR ON WASTE OF SIGN-CARDS 

















| CARRIAGE BOLTS 


Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/MTri-Ply Wicking will do...and do very weil. Here’s why: 





1. Hard outer ply resists wear and tear. 

2. Middle layer of crimped asbestos felt sends fuel 

racing-to-the-rim. 

3. Inner layer of soft asbestos paper keeps fuel-supply 

uniform. 

4. Rippled construction permits wick to be rolled without 

buckling. 

5. Tri-Ply construction effects complete fuel-vaporization. 
R/M Tri-Ply Wicking comes 7%”, 1” and 134” wide—SIX FEET TO 
THE BOX, 12 boxes to the carton. Also in dispenser-cartons of 
100’. Ask your jobber. 


INDUSTRIAL SALES DIVISION 


y RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLESTON, SC 


MANHEIM, PA 
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@ Lamson Carriage Bolts (heat treated) are accurate- 
ly made, have smooth, round heads and true, square 
shanks under the head. Available in either rolled or cut 
threads. Stocked in a full list of sizes up to %4-in. diam- 
eter, 14-in. length. Large sizes made to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











JOHNS 


New York 


Victory Mail Box 


Exclusively designed to meet the de- 


mands for a free mail box. 


Made of a fibre 
finished in black wrinkled enamel. Its 


priority 


heavy board and 





size is 12 by 5% by 3% in. Packed: 
bulk-- one dozen to a 
Weight 814 Ibs. per 
Vovelty Co. Fulton, Hi. 


case. 


Patent 


dozen. 


Battery Conservation 
Leaflet 


The Burgess Battery Co.. Dept. 304, 
Freeport, Ill, has published a leaflet 
entitled, “This May Be Your Last One.” 


XLO MUSIC WIRE is in con- 
stant demand because it has a 
great variety of uses. Meets all 
commercial and governmental 
specifications for high grade 
steel spring wire. All sizes from 
003 to .200. Packages—!/, |b., 
Vo Ib., | Ib. & 5 Ibs. 


Johnson Steel & Wire Co. has 
enlisted a heavy production of 
music wire for the war. 


Akron 


Whit S NEW 





In this leaflet, the company warns con- 
sumers of the impending shortage of 
beth radio and flashlight batteries and 
outlines simple, easy-to-follow 
The 
company is working to supply thousands 
of the types of batteries the 
United Army Signal Corps re- 
quires, hence, the shortage of its dry 


several 
rules on dry battery conservation. 


many 
States 
batteries on the home front. Copies of 
this leaflet may be obtained by writing 


to the company. 


Oil-to-Coal Conversion 
Unit 

“Konver-To-Kol”-unit consists of two 
main sections: a hearth ring which is 
fuel oil combustion 
“Konver-To-Kol” 
unit, a two-piece casting with pin type 
jets tor 
feature 


placed on the 
chamber, and the 
air opening and special air 
extra back draft. This latter 
called “Combust-Aid” 
the burning of gases usually lost up 
Unit 
Requires no destruction or removal of 


is said to insure 


the chimney. is easy to install. 


oil burner equipment, and may be done 





ON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 





Los Angeles 
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by the home owner, although the maker 
recommends that the fuel dealer handl 
the installation service. After the unit 
is in place, hearth cement is applied 
around the and the fire can be 
started immediately. Removal when oi! 
is available 


base 


is as easy as installation 








According to the manufacturer, any 
type of coal or coke may be burned 
efficiently through the forced air flow 
of the gun type burner and the special 
“Combust-Aid” feature. Unit is said 
to burn the fuel down to a clean, dust- 
free clinker. The forced air flow con 


trolled by the thermostat means an 
easily regulated fire. Made by the 


Albert Lea Foundry Co., Albert Lea, 
Minn. Interested dealers should write 
to The Heimann Co., national sales 
representatives, 1218 Harmon Place, 
Minneapolis, Minn. 


Garden Cart 


For work in gardens and other odd 
jobs about the home. Sturdy, all hard 
wood, bolted construction. Hopper body. 
size: 28 by 18 by 18 in. Cart has *4 
10 in. diameter 


in. hardwood wheels 


ns 


Finished in weatherproof green lacquet 
Tilts flush 
for convenient loading 
and unloading. Capacity: 4% cu. ft.; 
payload: 250 lbs. 
and durable. John Murray, River Glen, 
Hastings-on-Hudson, N. Y. 


with orange lacquer trim. 
to the ground 


Cart is light-weight 
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All-Purpose Extension 
Ladder 


“Jiffyladder”—a compact four-section 
extension ladder that can be carried 
in any car. Only four feet in length 
when folded. Made of selected ski type 
hardwood lumber and white birch 








rungs. Manufacturer states that abso 
lute rigidity is assured by its double 
locking safety feature. Can be set up 
and taken down in a jiffy. Can be used 
outside for jobs such as cleaning and 
painting storm windows, screens, awn- 
ings, repairing roofs, picking fruit, etc. 
Its many household uses include wash- 
ing walls, papering, painting, hanging 
drapes and pictures, etc. Approximate 
weight: 25 Ibs. Ray-De-O Ray Mfg. Co.. 
Jiffyladder Div... 412 W. 7 St., Sioux 


City. Towa. 


Counter Display for 
Glass Filter Rod 


Cory Glass Coffee Brewer Co., 325 N. 
Wells St., Chicago, Ill, has made a 
smaller counter display in addition to 
the 60-red-capacity display and dis- 


is ~* 


ALL GLASS 
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pensing unit recently announced. Color- 
ful display 
an actual “Cory” rod can be placed in 


the 


coffee maker picture. Back of the card 
permanently attached to it, is a 
container which holds 12 “Cory” glass 


and 


filter rods for convenient selling. 


and sweat that forms on precious metal 
is slotted in front so that pipes and fixtures, on basement walls, 
ceilings of concrete, wood, plaster, ete. 
position in the full size It presents the solution, with illustra- 
tions, of recurrent and destructive con- 
ditions of dampness and corrosion. In- 
structions as to application, coverage. 
drying time, complete listings of the 


many uses of “NoDrip™ and the other 


“NoDrip” Handbook on valuable data are included. Contents 


Condensation, Its Cure 


\ 32-page handbook tells how to pre- 


list is printed on the front cover of the 
book for easy reference.  ¢ opy of thre 
handbook will be sent on request to 


vent and cure damaging condensation the J. W. Mortell Co.. Kankakee. I). 








AGAIN! 


PLANET JR. COMES THROU 


” 


WITH A NEW VICTORY GARDEN BOOK 
““GROW WHAT YOU EAT”’ 


N our space this month we'd like to tell you about 
Planet Jr.’s unique Victory Garden Book .. . “Grow 
What You Eat’. 


It’s like no other garden book we've ever seen... and we 
think it will be new to you, too. Once you see it, you'll agree 
it continues Planet Jr.’s record of helpful aid to gardeners. 


Planet Jr. Garden Tools are known the world over for the 
way they save backs and brawn... the way they have 
modernized gardening. 


“Grow What You Eat” tries to clear up all those hundred- 
and-one problems which confront the beginner who takes 
up gardening as part of his current patriotic job. In a 
word, it gives the Victory Gardener the kind of help you 
would expect from Planet Jr., even though new Planet Jr. 
tools are scarce. 


Write us now for a sample copy of this novel garden 
book. Look it over and decide how many you'll need for 
your customers. 


S. L. ALLEN & CO., Inc. 
3425 North 5th Street, Philadelphia, Pa. 
Makers of Planet Jr. Garden Tractors, Implements and Steels 























DETACHABLE BLADE 
K NIVES.. for HOBBYISTS 


& EVERY ART & 
CRAFT! 








No other item you've ever handled 
returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction and that's why con- 
stant repeats make your profits swell. Here’s 
healthy prosperity just waiting to be asked 
GRAB IT 
Address inquiries to Alfred Field & Ce., sele 
distributors in Hardware Field, 93 Chambers 
Street, N. Y. 








Get our deal for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 


A national “big push"’ in publications reaching the 


very people who buy from you plus strong, 


compelling ‘Dealer Helps’ and this handsome 
time-proved display cabinet containing ample stock 

these together make X-acto Knives with 8 in- 
terchangeable blade types PROFITABLE. Get all 
he facts today 














Marching to Victory! 





Ila Products are on the march 
rt ir igned ‘ bat lut 
thousand Vietor Garde They 
' n 1 ur l s md 
i rt tT roug mut tl 
« Pe r l I 
tock 
A Timely New Item 
VICTORY DUST No. 76 
Rotenone Substitute 
lerfected over a year ago, in anticipa 
ti tr ' rotenone shortaue 
this 1 Dust 3 t requirements 
of Victory irdener é where t s 
BOTH a contact and stomach-action i 
secticid It also acts sa mgicice 
making it the all-in-one dust 


SLUG SHOT—68 Years a Favorite 
SLUG SHOT was the pioneer «dusting 
insecticide and is still a best seller 
Display 

Nationally Advertised 
Hammond Products are extensively advertised 
on popular Radio Programs, in Farm Papers, 
Florist Journals, Garden Magazines and Sun- 
day Newspapers in leading cities. 

Write for prices, discounts and Sample 
Dealer Aids 
HAMMOND Exisidad co: 

CHEMICAL CO. 
46 FERRY ST. BEACON, N. Y. 
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WhihT S MEW 





Glass Ring Mold 


“Queen Anne”—an all purpose ring 


mold that is made of  heat-resisting 


glass. For making hot or cold molds, 





for use in refrigerator or oven. Size: 
Individually packed, 12 
Hickey Sales Co., 5558 


Pittsburgh, Pa. 


8" by 2% in. 
to a carton. 


Wilkins Ave., 


“Techide” Flat Wall 
Paint 


This flat wall paint is made from the 
finest synthetic resins, oils and pigments 
says the maker. Easy to apply with an 
ordinary calcimine brush on wallpaper, 
plaster, wallboard, oil-painted surfaces, 
cement, brick and casein-painted  sur- 
faces. Afterwards, the brush can be 
cleaned quickly and easily with water. 
Maker states that it is a quick-drying 
paint and rooms can be occupied the 
same day they are painted. Said to dry 
in one hour and permits a second coat 
in three hours. Ordinary dirt, finger 
prints and pencil marks are easily re- 
moved by washing. Proper reduction 
is one-half gallon of water to one gallon 


of semi-paste. Depending on the sur- 





face to be painted, coverage ranges 
from 400 to 1,000 sq. ft. per gallon. 
Made in a variety of colors; ivory, sil- 
very gray, sunny yellow, dusky rose, 
light buff, mist blue, sun tan, cool green 
Pittsburgh Plate Glass Co. 
Bldg., Pitts 


and white. 
Paint Div., 2121 Grant 
burgh, Pa. 


Chenille Covered 
Sponge 


“Handy Chenille” 
ral sponge pieces in a cover of tufted 
chenille and is designed for all types of 
heavy duty cleaning. These cloth 
covered sponges are said to have all 
the water-holding capacity of natural 
sponges, plus the added advantage that 
they will not drip. Maker states that 
the cloth covers also provide extra fric 


encloses the natu 


f 
i 





tion to facilitate cleaning and preserve 
the shape of the sponges in the form of 
a convenient pad. Come in various 
sizes. Schroeder & Tremayne, Inc.. 


1711 Delmar Blvd., St. Louis, Mo. 


Molded Pulp Baking 
Utensils 
“Bakoware” 


ing need are made of a molded pulp 
According to the manufac 


utensils for every bak- 


material. 





turer these utensils are grease-proof and 


Pies, cakes, beans, fish 
and poultry can be baked 
thoroughly and quickly. Can be used 
right on the table and look like brown 
pottery. When the baking is completed 
and the food consumed, this molded 
discarded 


will not leak. 
evenly. 


pulp cooking utensil is 
Manufactured by the Keyes Fibre Co. 
Waterville, Me. Complete information 
can be obtained from John M. Hart Co. 
Inc., Manager of Sales, 420 Lexington 
Ave., New York City. 


HARDWARE AGE 
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APPLIES 
EASILY, 
SMOOTHLY, 
QUICKLY 





gona Linoleum Paste is made for one pur- 
pose: to make the laying of linoleum (on floor, 
steps, sink, etc.) an easy, simple, quick job. Easy to 
work with, this specially formulated adhesive grips 
fast, holds tight, and is priced right. Show it to your 
trade NOW. |/, pts. to gallons. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
CLEVELAND, OHIO 


*% Write for catalog of 40 
Sheffield Fast Sellers 














Your 1943 Coldwell mower is riding the con- 
voy lanes somewhere on the high seas. 

All the manpower, facilities and resources of 
Coldwell are at work day and night deliver- 
ing special equipment to our armed forces in 
ever increasing quantities. This we consider 
our duty for the duration. 

In foregoing your order for 1943 Coldwell 
mowers you make it possible for us to do our 
part in the war effort. 

We are maintaining our service department 
and can still furnish genuine Coldwell re- 
placement parts for both hand and power 
mowers. 

The new ideas and methods we are learning 
every day assure you of the finest lawn mow- 
ers obtainable in the future. 


COLDWELL LAWN MOWER COMPANY 
SINCE 1867 
NEWBURGH, N. Y. 
AMERICA'S OLDEST MANUFACTURER OF LAWN MOWERS 











APRIL 1, 1943 


ASTER 3 YEARS, MORE POPULAR 


THAN EVER—A REAL COAL SAVER 
| The “EVENHEAT" Coal Heater is an 
improved magazine type heater scien- 
tifically constructed with fire brick lin- 
ings and auxiliary combustion chamber 
that mixes secondary air with the gases 
forced from coal in the process of coak- 
ing, thus increasing the heat output by 
burning gases and products of combustion 
that are ordinarily lost 


EVENHEAT 


Magazine Type Coal Heater 


Sold only << 
thru 
recognized 
hardware 
and appliance 
jobbers 


| PAYS FOR ITSELF FROM FUEL SAVED 
No Puffing or Blowing 





as nc — 
, ase ene tie 





Burns any kind of coal, hard, semi- 
anthracite, soft, lignite, briquettes, ete.. 
successfully, leaving only fine white ash 


and no clinkers. Ki 





Have your jobber obtain full particu- 


lars if he is not already an EVENHEAT w—w 


Distributor. PATS. PENDING 


MIDWEST STOVE CO. 


728 Delaware 


Lined with Special De- 
signed Heat Retaining 
Fire Brick 


Kansas City, Mo. 





GIMLET POINT LAG BOLTS 


@ Lamson gimlet point Lag Bolts penetrate wood 

faster, bite quick and dig deep with hand starting. 

Carefully rolled threads insure uniformity of size. 

Shanks are uniform, concentric with threads and 

heads are true and square. Black finish or galvanized. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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SAVE is America’s Watchword these 


stirring war-days. Saving old, caked-up 
paint brushes is the special contribution of 
Savabrush to Home Defense. With brushes 
at a premium you should do a bristling 
business on this nationally advertised 
brush-restorer. Order from your jobber! 
Schalk Chemical Co., Los Angeles, Chicago. 





Time To Display The New 
“Wartime” Red Arrow 


You can take good care of your home 
garden customers with the new “‘wartime” 
Red Arrow Spray—made entirely from 
non-restricted materials. Label gives direc- 
tions, lists insects it kills. Packed only in 
l-oz., 4-0z., and pint sizes. No increase 
over 1942 prices. Advertised during garden 
season in 12 big national magazines. Order 
Red Arrow Spray from your jobber now. 


THE McCORMICK SALES Co. 


McCormick Building, Baltimore, Md. 


RED ARROW 


GARDEN SPRAY 
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Arkansas Convention 


NAME & PLACE— Arkansas 
Retail Hardware and Implement As- 
sociation met March 9, 1943. at the 
Marion Hotel, Little Rock. Ark. 


NEW OFFICERS-~ President. 
George R. Lindahl, Malvern, sue- 
ceeding George M. Roys. Russell- 
ville: vice-president. W. A. Smith. 
MeGehee: secretary, George I ° 
Turner, Little Rock. Directors: 
George M. Roys. Russellville; W. R. 
Bumpers, Charleston; Joseph Baker. 
Eudora: W. H. Moore, Stephens: 
Frank Hunter, Marianna; Wade At- 
kinson, Foreman: George W. Bas- 
sore, Berryville: J. O. Wilson. Har- 
rison; George Fromberger,. 
Pocahontas: Ernest Wingfield. 
Hope: Hubert Smith. Searcy: Henry 
Franklin. Jonesboro. 


{DDRESSES—All of the ad- 
dresses were on subjects pertaining 
to federal agencies and regulations 
affecting hardware and implement 
dealers. The first speaker was Clark 
D. Moody, manager of the automo- 
bile and farm equipment section of 
Retail Trades and Services Divi- 
sion. Washington, D. C. He dis- 
cussed farm equipment. 

Paul M. Milliken, executive secre 
tary of the National Retail Farm 
Equipment Association, St. Louis, 
Mo.. declared retail hardware and 
farm implement dealers were among 
the most essential business men in 
the country. ranking them next to 
the armed forees. He urged them 
net to give up their business be- 
cause replacements were difficult to 
obtain. “Some of you resent gov- 
ernment regulations. but who 
doesn't?” he ‘asked. He insisted 
those regulations would be changed 
to permit merchants to carry on, be- 
cause articles handled by associa 
tion members must be available if 
the fighting forces and the nation 
are to be fed. He pointed out that 
there were only four principal regu- 
lations affecting association mem- 
bers. “Never before have you 
dealers had the consideration given 
you as now by manufacturers and 
jobbers,” he declared. 

Glen B. Tharp, OPA farm ma- 
chinery price specialist and repre- 
sentative of the Little Rock office. 
Dallas, Texas, declared that price 
regulations were a result of sug- 
gestions by the people themselves. 
He said that errors had been made. 
but that they were corrected as soon 
as possible. Some amendments to 
regulations were the result of re- 
quests by hardware and implement 





GEORGE L. TURNER 


Secretary 


dealers. He emphasized that old 
farm equipment must be kept roll- 
ing and urged owners to keep it in 
as good state of repair as possible. 

Eugene Davis, Office of Defense 
Transportation, Little Rock,  ex- 
plained briefly what ODT is at- 
tempting to do. “Cut down the 
mileage and gasoline; get the last 
mile out of your conveyance. What 
you've got now must last you a long. 
long time.” he said. “We must be 
sure that all waste is cut out. The 
ODT is attempting to keep you in 
business.” 

Clifton Rhodes, sales manager of 
Belknap Hardware & Manufactur- 
ing Company, Louisville, Ky., was 
toastmaster at the luncheon at which 
the delegates were guests of Little 
Rock. Hot Springs and Memphis. 
Tenn.. wholesale firms. 


New Window Display 
Ideas in Sherman Guide 

NOTHER series of ideas is fea- 
[EX tured in the new Display Guide 
issued by the Sherman Paper Prod- 
ucts Corp.. Newton Upper Falls. 
Mass.. for hardware dealers who 
are interested in securing more at 
tractive windows in shorter time. 

This double-feature guide recog- 
nizes the need for simpler displays 
that are easier to install. The 
greater majority of ideas present 
ingenious suggestions that can 
quickly provide new and interesting 
effects for both window and interio1 
displays. Dealers will find this guide 
and catalog a timely aid. Requests 
for the guide should be sent direct 
to the company. 
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‘PROFITABLE FAST SELLING 
PACKAGED PRODUCTS 








TEBSON 


PATCHING 
PLASTER 


ned bee Regering 

‘eer Wl Plater, Fang dat ant 
che Se Gopem Wall Pao 

ot Be a 

Amram 1, =e 
a 

SOx WITH CLEAN WATER AND AppLY 


MEASS, 
AMTASSALOR 




















lnetneteenscnsean ns 

All of Above Packed in Various Size Cartons 

Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 


Write for Full Information—Price List—Color Cards 


AMBASSADOR SPECIALTIES, INC. 


Manufacturers 


6440 De Buel Ave., 
Established 1930 


= Se. ee Se <a See 





| Quality Unconditionally Guaranteed 
LEE 


PATCHING PLASTER 
PLASTER OF PARIS 
KALSOMINE 

INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD 
WATER PAINT (WASHABLE) 
CONCRETE PATCHER 
WHITING 

PLASTIC PAINT 


Detroit, Mich. 












BUT.... 


NOT IN 


QUALITY 


TROJAN SAW BLADES 


—are still made of high carbon content wire rolled to 
TROJAN specifications, and oil hardened and tempered 
to stand maximum abuse. Teeth are filed and set (not 
stamped). That’s why they outlast ordinary blades. 
TROJAN BLADES are available if you are supplying 


War Planis, 


Governmental Agencies or Training 


Schools who are able to extend the required preference 


ratings. 


ACKERMANN, STEFFAN & CO. 
_ Chicago, Illinois 
_ San Francisco: 1270 Bush Street 


4534 W. Palmer Street 
New York: 200 Church Street 


, i i i ae a ae a a a a ae ae a ae ae aes 
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Write today for 


FIENDOIL 


THE GUN CLEANER 
Thats Cleaning Up 


a -Awake Dealers 


sun 


sUpons brewer one 
‘ ‘ 


yor the 


NEW FIENDOIL CARTON 


New 35¢ Bottle 


Contains Twelve 2 Oz. Bottles 


YOUR PRICE 
$2.80 per Doz. 
Order Through Your Jobber or 


McCambridge & McCambridge Co. 


Baltimore 





‘STRONG 
INEXPENSIVE 
DURABLE 





* 


LARSON 
SAW-HORSE 


BRACK 
EASY TO 


EASIER TO SELL 


* * 


Made of heavy g 
rust proof finish. 


* * 


Packed one set 
carton. Retailin 
Delivery at once 
Jobber or write 


ETS 
USE 


auge steel 


in display 
g for 75¢. 
thru your 
direct. 


RETAIL PRICE 
‘ per Bottle 











Manufactured by CHAS. O. LARSON CO. Sterling, Illinois 
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-—— RESISTING — 
en pIS\SS 


GLASS 00 


Ki 

r, West of Denver at $1.25 
The modern all-purpose ring mold 
now selling like wild fire in more 
than 500 stores! Order your stock, 
Immediate delivery. 





HICKEY SALES CO. 


5558 WILKINS AVENUE 
PITTSBURGH, PA. 





remember 


Doo-KLIP 


Lawn Tools? 


For the duration all our facilities are 
being used to help defeat our nation’s 
enemies. Doo-Klip dependability is 
being built into equipment for our 
fighters on land, sea and air. It is 
serving on all fighting fronts. 


When Victory is won, Doo-Klip de- 
pendability and service will reappear 
on the home front in a lawn tool 
line which we feel will serve 

A you well. 


\ ALLIANCE MFG. CO. 


ALLIANCE, OHIO 


REMEMBER 


Doo-KLIP!? 





PROMOTE THE FASTEST 
SELLING ARTICLE of the YEAR 








Demand Heavy, Supplies Limited 
at 4lst Annual 
American Toy Fair 


Old established manufacturers in some instances refused 
to take on new accounts, because of limited production. 
Newer manufacturers or newer types of playthings were 
chief sources of supply for dealers and jobbers entering 


the market for the first time. 


Attendance above 1942. 


Fair held in New York City, March 8-20, emphasized war 
toys more than ever before. 


| YEFECTS of the war on supplies 
4 and types of toys, 
other 


games and 
playthings were very evident 
at the 41st annual American Toy 
Fair, held in New York City, March 
8-20. 1943. under the auspices of the 
Toy Manufacturers of the U.S. A.. 
Inc.. James L. Fri, managing direc- 
tor. Managed by H. D. Clark. as 
sistant director of the association. 
the show was held at the permanent 
Fifth 


and in year 


showrooms at 200 Avenue. 
1107 Broadway, round 
displays maintained in other build- 
ings in the vicinity while the usual 
temporary exhibits were housed at 
the Hotel McAlpin. 

Buyers and other executives. rep- 
resentatives and owners of retail and 
wholesale hardware concerns, de- 
partment stores, syndicate stores and 
other toy outlets attended in larger 
number than in 1942. There were 
United 
Mexico 


American 


buyers from all over the 
States. and 


and Central and 


from Canada. 
South 
Because of 


nations. shortages in 


other lines many’ new faces were 
buyers who visited 
the Fair. Attendance 
slight gain over 1942. 


production pro- 


seen among the 


showed a 


Because of war 
hibiting their manufacture of either 
old or new types of toys, some toy 
makers limited their exhibits to pa- 
including signs ex- 


triotic displays. 


inability to produce 


Other concerns. 


plaining their 
playthings. whose 


manufacturing efforts are likewise 


confined to war work, showed some 
of the parts they are making for the 
use of the armed forces and other 
government units. In many instances 
these older concerns manufacturing 
long established 


were refusing to accept orders from 


playthings — lines 
new accounts, because of the neces- 
sity for allocating items they have 
on hand or will likely be able to 
Newer 


produce. manufacturers of 









JAMES L. FRI 


types of playthings not previously 
offered were among the chief sources 
of supplies for new entrants in the 
toy merchandising field. 

manufacturers, now doing 
war work with new types of mate- 
rials, 


Many 


reported that they will be in 
position after the war to offer play- 
things in new forms and made of 
new kinds of materials. 
none divulged just what forms the 
new items would take. 

As at the 1942 Fair there was a 
tremendous increase 


However. 


in the number 


of toys. games, etc., tying in with 
specific campaigns and armed forces 


activities and regulations. Items of 
cardboard and _fiber- 
board were very much in evidence. 


wood, paper, 
these materials having been used to 
create entirely new types of play- 
things or for the production of mer- 
made of steel 


chandise previously 


and rubber and other critical mate- 


rials. In commenting on the mar- 
ket. James L. Fri, managing direc- 


tor. Toy Manufacturers of the 
U. S. A.. Ine.. said. “This is abso- 
lutely a seller’s market but reports 
from distributors indicate that man- 
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“Use Brushes of Merit” 


“UNITED” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 





‘‘UNITED BRUSHES”’ 


FOR PAINTING 
AND DECORATING 














UNION MADE—A.F.L. 


UNITED BRUSH MANUFACTORIES 


116 WOOSTER STREET NEW YORK, N. Y. 


























Has Gone To War 


The Army, Navy, and Air Corps chose 
Diamond tools for active duty on the 


front lines. Over 90% of our factory’s WIRE ROPE CLIPS 
output is being used to help our nation 

‘ 7 oe" +49 @ Wire Rope Clips are made in a full range of sizes, 
win the war. When that job is done, it'll : % age 
Se ee galvanized or japanned finish. Lamson nuts fit U- 
be BUSINESS AS USUAL. bolts accurately. Malleable iron saddles have stand- 
ard ‘“‘bull-dog” grip. Wire Rope Clips are packed in 
bulk in kegs for stock for your jobber’s distribution, 





A copy of the Lamson “Ready Reference” List, a 


i. O R S ES 4 O F C 0. handy visible indexed catalog and price list, is ready 


for you. Ask your jobber’s salesman, or write us for it. 


4622 Grand Ave. i | THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Duluth . . . Minn. | 


| i) ee ee. ee ee 








It is so easy to do those repair jobs with Consumers Products 
DAN—the handy man says: and they are packaged in such convenient sizes. 


DAISY BRUSH | CONSUMERS | 2 LINOLEUM | ' ~ DANDY 
CLEANER | (gcc) CRACK FILLER | EF 4 CEMENT = WALL 





Tiger Grip has 
oa ’ ee rs | been a stand- PAPER 
Brushes need Bet Mixe s smooth, | oun | by of linoleum REMOVER 
dries hard and | | layers for 
stavs put will | many years. Makesa 
. mez} This high compara- 
grade cement, 


ter care now than 


is more scarce not chip, crack, | ~ 


shrink or peel. 


| 
ever since bristle 
| 


packed in 
small size 


Daisy will do the 





; a. 2 F 











job. stay ra Fills holes, cracks cans and jars, tough dis- 
10c cartons 25c or breaks in| is in great demand Half agreeable 
: ‘ pint to gallon sizes. For task. Pint 
Economy pat kage wood, stone, etc. patching linoleum, gluing sufficient 
of 12 doz. 5 oz. and 1 lb. cartons stair treads and seams, | for average room 
| ete. | 
We Solicit Inquiries From Wholesalers. Il Ask For Our Folder Showing Products Of Merit. 





‘CONSUMERS GLUE CO. since 1906 ST. LOUIS, MO. 
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X-56 


THE STURDY WOOD RULE 
FOR BUSY WAR WORKERS 


Lufkin “Red End” 
wood rules sells 
themselves ang 
stay sold. No, 
56 with exte 
slide permits 


both inside 

outside mea- 
’Surements. Black 
markings contrast 
tlearly against 
cream colored sur- 
face. Sturdily built 
throughout. 


UOFAIN 


New York City 
sgele) & 


SAGINAW, MICHIGAN . 


TAPES - RULES - PRECISION 


Dramous 
NAMES IN 
NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


“~ 


U. S. STRAITLOK — 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 


Ww 
vu. S.4 IN 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


Produced in Standord 
Widths ond Mesh 
from Coppe 
Steel Wire 


Line Golvanised 


INDIANA J 
STCEL & WIRE co? 
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ufacturers are doing a very com- 
mendable job of equitably distribut- 
ing the available supply of goods.” 

Actually, 


had 


many veteran 
the market 
January and February, returning for 
the Fair to look over items intro- 
duced at the exhibit. In a statement 
issued prior to the Fair, T. W. Smith, 
Jr.. Sun Rubber Co., Barberton. 
Ohio, president of the Toy Manufae- 
turers “The 


noted 


buyers 


been in early in 


association, 
change 


declared, 


major which will be 


in the toys which are being shown 


of critical 
metal and 


this year is the absence 
materials, such as rubber. 
certain types of plas tics. According 
to the best estimates, about $50.000.- 


000 of the 


$110,000,000 of toys 
(manufacturers’ value) produced 
1941 were made from these basic 
materials.” 
More than 200 toy manufacturers 
are engaged in making more than 


500 different items for war contracts. 
Most of them are equipped to handle 
only sub-contract work on “bits and 
pieces” which not sufficient to 
keep plants in operation. By keep- 
ing up partial production volume on 
toys, 


are 


they have been enabled to give 
efficient work 
sub-contracts which could not other- 
handled, and, at the 
produce types of play- 
things which educators consider es- 
the 
development of America’s children. 


service on defense 


wise be same 
time, basic 


sential for physical and mental 
Wooden wheel toys replaced metal 
manufacturers of wheel 


able 


ited supply of wooden wagons. As 


toys. Some 


goods were to offer a very lim- 


was true last year, some 
facturers showed changes chiefly 
the 


facturers 


form of costumes. Game manu- 


were showing new games 


tying in with home defense, 


tion, army, navy and marine 


activities. Cardboard and fiberboard 


guns, tanks, forts, etc., were very 
much in evidence. Several manu- 
facturers of construction sets were 


showing wooden adaptations of long 


popular steel outfits. In place of its 


line of electric railroads, one manu- 


facturer showed a cardboard rail- 
road with moving wheels which can 
be pushed over a cardboard track. 


The dealer 


ordered his toys late 


who has customarily 
would do well 


to check his sources of supply early 
as to what new and older toys, 
games and novelty items he will be 


With the curtailment 
of many staple hardware items more 


able to obtain. 


hardware dealers have turned to 


toys as a year ‘round line, having 


already obtained supplies which they 


are now displaying. Even those 


|} opening 





Screen Door 
Latch Set 


A well-designed 
manship 
ble bevel 


angle 


latch set of excellent work 
Made with reversi 
regularly wit! 
1%” thick 
box with 


and *durability. 

bolt and packed 
strikes For doors %” to 
out Packed one set in 


| screws 


DOUBLE-ACTING FLOOR HINGE 


doll manu- | 


avia- 
corps | 





Federal 
Adjustable 
tures. 


door 


Made 


thick 


FF-H-116A Type 
alignment fea 
Holds 
plate 


a 


up to 3 


specification 2334 
spring tension and 
Ball-bearing construction. 
open at 90°. Reversible side 
in sizes for doors from 114%” 


Ask Your Jobber 


THE SHELBY SPRING HINGE COMPANY 


oi 


SHELBY, OHIO 


oh SINCE 1898 


BUILDERS oS 


Wear 





Gevod Lvvks —- 





ARMSTRONG 





Chrome-Vanadium 


WRENCHES 





When “talking shop’’ on 
wrench quality it’s always 
ARMSTRONG “Chrome” 
Vanadium Wrenches that carry the 
100% stamp of approval: Wrench 
buyers and wrench users alike know 
that these are quality tools — the 
finest available today. Carrying a 
reliable manufacturers’ guarantee 
against spreading or breakage 
ARMSTRONG Wrenches are pri- 
marily designed for discriminat- 
ing buyers— men who know that 
strength has not been sacrificed for 
a longer, thinner and lighter wrench 
—a strength not based on bulk but 
on excellence of design and mate- 
rial. 
Write today 
—standardize 
guarantee. 


for the C-39 Catalog 
with a line you can 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 


Eastern Warehouse and Sales: 


199 Lafayette St., New York 


HARDWARE AGE 





























































dealers who handle toys only as a 
A. ‘ holiday item would do well to give 
Re You immediate consideration as to what ALWAYS an important, 
they wish to procure and then check 
YOUR SHARE OF with their sources of supply as to highly-recommended aid to 
availability. Even the larger pur- . 
IN DUSTRIAL chasers of toys, who for years have | better stands and higher 
SOLDERING Xo) | been able to obtain practically what | yields...now essential for 
they wanted and when they wanted | : ducti 
=n BUSINESS? it, know that they will have to be | wartime crop production... 
ersi content with whatever allocation is 
ae given them by manufacturers and | 
with One thing is certain in these suppliers. 
IGE uncertain days—your best pros- ee 
| 
pects are those plants engaged 
in defense production. You can | 500,000 Man Hours Saved — 
sell DRAKE Soldering Irons to | by Dexter Bit Guide | SFED DISINFECTANTS 
——— | | 
a ge gresper’ ae 5 pws Dexter Bit Guide, manufac- 
ave the stamina to take the ‘Pe : 
: tured by the National Brass Co., | ° 
punishment of constant — In- | Grand Rapids, Mich.. is a “merchan- this season offer Du Bay 
“a pie on this “live” prospective dise” tool which is used to promote dealers an exceptional 
chen | the sale of Dexter-Tubular locks | sty for fast | 
illustrated heve is Ne. 600-10 (100 | and latches. According to the maker, | opportunity or Taster sales 
334 watts, % in. tip) from the line of | ° . 
ea DRAKE Industrial Soldering Irons. | these locks and latches can be in- that add up quickly to 
70 | stalled with the Dexter Bit Guide 
3” | technique, the “Drill-Hole.” in a profitable volume! 
production method of installation, | 
NY ASK YOUR designed to eliminate chance of | our JOBBER. For free 
JOBBER FOR error and reduce application time ORDER FROM amphi ond other sales 
P siiae . a4 i s, crop -43. 
INFORMATION about one-third. It employ: a bit disploY® ig direct. Dept. ¥ 
and brace for the boring of a hole helps, 














to prepare a door for the installation 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 


BAYER-SEMESAN COMPANY 


of a latch unit instead of deep mor- | dct ce 
tising. Many hardware dealers have NEMOURS BLDG., WILMINGTON, DEL. 
this bit guide on hand so that it can | 


||DO YOU FEATURE 


users during the period that the | 

x | Dexter-Tubulars are being installed. | DPunilan 
They are also sold to contractors 

PROTECTING and others who have frequent use | AWN-NU 
for them. The suggested retail sell- | 

THE NATION'S ing price of the bit guide is $2.25 





be loaned to contractors and other 





“saan 


A wonderful 
new liquid 


| and it costs the hardware dealer 
| $1.10. The manufacturer states that 












ata : 5 ; that cleans 

= Wee because of this tool 500,000 man . ’ 
HAND PO | hours have been saved on War Hous- treats and 
| ing and building projects on which preserves 

| Dexter-Tubulars have been specified. | awnings and 


all kinds of 
canvas things. 
Colorless— 
Easy to apply. Brightens, re- 
freshes, and protects fabric. 


Quart retails 
at 98e 








Another new and 
quick selling product 


DRIER-OUTER 


Absorbs moisture from air in closed 
places—reduces damage that often re- 
sults from dampness. 




















Closet Stze Basement Size 

To retail at 69c To retail at $2 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. . P PURITAN SALES COMPANY 
The Dexter Bit Guide | 209 Peters Street Atlanta, Ga. 
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Distinguished in Looks 
Distinguished in Service 


The modern kerosene lantern for 
daily and emergency use. While 
the military has first call, we are 
continuing to supply essential 
civilian requirements. Two sizes. 


Order from your jobber now. 





Embury Mfg. Co., Warsaw,N.Y. 
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Washington News Reel 


(Continued from page 52) 


wiring, as well as power lines for the 
range service, are already installed. 
New procedure for consumers’ pro- 
curement of repair parts expedites re- 
placement and promotes salvage. Con- 


| sumers can procure such parts without 
| preference ratings from usual trade 


| 
| 





| 


sources by turning in old parts or cer- 
tifying that the old parts have been 
disposed of as salvage. Only those 
parts specifically named in the order 
can be manufactured. These include 
heating units, thermostats, switches, 
relays, lead-in wires, connecting wires, 


handles and hinges. 


xk 


STOVE PIPE AND ELBOWS 
undoubtedly will be scarce next fall 
and the demand probably will be con- 
siderably greater because of increased 
conversion of oil heating units to coal 
operation in fuel-rationed states, the 
WPB Plumbing and Heating Division 
has announced. Dealers and jobbers 
of these products are urged, therefore, 
to place their orders early. 

It is contemplated that manufac 
turers will have a steady production 
throughout the year and the placing of 
early orders will help relieve the ship 
ping situation in the fall months.  Be- 
cause of shipping conditions, ‘the divi 
sion pointed out, the larger dealers and 
distributers should place carload orders 
and, where possible, the smaller dealers 
should) pool their orders to enable 
manufacturers to make carload ship 
ments, 


x~ * * 


NEW UNIFORM REGULA- 
TIONS governing replacement of Wat 
Ration Books I and II have been issued 
by OPA with a warning that it is up 
to the individual to do everything in 
his power to. prevent the books from 
being lost, stolen or mutilated. The 
new regulation —Procedural Regulation 
No. 12-—also applies in cases where 
ration books are being wrongfully held 
by persons other than their rightful 
owners and to the replacement of cou- 
pon sheets which are used for rationing 
some commodities such as fuel oil. 


x *k * 


ACTING TO AVERT A SHORT- 
AGE of nail keg staves and headings 
which threatens to curtail essential 
shipments of steel products, OPA has 
placed these lumber items under a sepa- 
rate price regulation—-Maximum Price 
Regulation No. 342. The action raises 
the prices for all lengths of nail keg 
staves and all diameters of nail keg 
headings and is calculated to restore 
normal margins over costs to producers. 

By placing the products under spe- 


| cific control, OPA at one time accom- 


plished a stabilization of prices at uni- 


form instead of various levels, assured 
producers a profit on their operations 
and avoided the necessity of issuing 
numerous orders of adjustment applied 
for by most of the producers in the in- 
dustry. Until March 13, the maximum 
prices for nail keg staves and headings 
were those established by GMPR as 
the highest prices charged during 
March, 1942. 

About 15 manufacturers, operating 
15 stave saws, are affected by the 
measure. The entire output of the in- 
dustry is needed to meet the increased 
demands of the steel industry. Full 
capacity of the stave industry provides 
enough for 24,000,000 kegs a_ year. 
Some steel mills have reported that they 
have completely exhausted their supply 
of kegs and others report only a limited 
supply on hand. 


Books Build Business 
for Zollmann’s 


(Continued from page 41) 
have customers who come _ back 
time and again to buy additional 
books.” 

During the war period, with the 
mother having more 
money to spend, Zollmann’s no- 
tice that more and more of their 
50-cent and $1.00 books are mov- 
ing. While some children are do- 
ing light war duties, most of them 
still have considerable spare time 


average 


and children. as a rule. like to 


read. 


Building a Library 

Mrs. Zollmann also points out 
that when a family begins buying 
such books for children, they often 
get the idea of building a chil- 
dren’s library in the home. There 
is something distinctive about 
having new, fresh books of your 
own, instead of borrowing dog 
eared ones from a public or trav- 
eling library. In all probability, 
there will be plenty of books 
available for hardware dealers 
and others to sell during the war 
period. 

Mothers who have purchased 
books at this section tell their 
friends about it, and thus Zoll- 
mann’s get many new customers. 
Children who earn their own 
spending money frequently come 
to the store and do their own 
buying. 


HARDWARE AGE 
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THE NAME 
behind the products 
excites Demand — 


creates IMMEDIATE y f 

a < JED 92 
AMERICAN 
“Indestructo” Molded Plastic 
PLUMBING FITTINGS 


Superior developments of pioneers 

‘ and leaders have built their foremost 
os reputation. The name AMERICAN 

TANK FLOAT never goes on a makeshift. Tough, 

2 popular sizes resistant, Floats, Flush "L's", Stop- 

pers, Slip-nuts, Tailpieces, etc., ful- 

fill today's acute need for new 

installations and re- 

placements. Order 

from your Whole- 

saler. Write for 
















HI-LO 
Picnic Stoves 












ZIPPER TOP 
Rubbish Burners 


MULTI-LINE 
Clothes Dryers 


























iti Mi, 


TT | mace 
























These popular items of 
peace-time America will be 
back in your store when Vic- 
tory's won... improved, of 
course, with new features 
that will make them more 
sales appealing than ever 
before. 


















Folder. 

Sell AMERICAN— STOPPERS 

with Nation-wide 7 Sizes 
FLUSH ELBOW Prestige. 





4 sizes 
AMERICAN MOLDED PRODUCTS SALES CO. 


SALES REPRESENTATIVES 





STEEL 










J. M. Butts Co......Bona Allen Bldg. Potter-Roemer Co.... . .2432 E. 8th St 
tlanta, Ga. Los Angeles, Cal 

PRODUCTS J. M. Kane... .P.O. Box 1552 Clyde Cary.... 703 Market St 
Fort Worth, Texas San Francisco, Cal 










John Livingstone & Co., 164 Jackson St. Products Preferred, Inc...47 Kemble St 
eattle, Wash. joston, Mass 
Mitchell Love... .712-16 No. 16th St. Paul R. Spencer Co. 4000 York St. 
Philadelphia, Pa. Denver, Colo. 
John G. Kelly, Inc., 24-14 Bridge Plaza South 
Long Island City, New York 


1758 N. HONORE ST. CHICAGO, ILL. 


COMPANY 


Albion e@ Michigan 




































Hardware Age Takes Your Sales Message To Over 21,000 Subscribers 


There’s no waste circulation— your Help Wanted, You can run a fifty-word, set solid, classified sales 
Accounts Wanted, Sales Representatives Wanted and message under any of these headings for only four 
Business Opportunities advertisements go straight to dollars; or a Position Wanted ad at a (Special Rate) 
the hardware trade—the very class you want to reach. of onlyone dollar. Send check or money order (only) to: 





HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 


" CANT GET COPPER?» ) | WALTON TOOL BOXES 
gee Fie FOR EXTRA PROFITS 


Made for Mechanics 
tings by HODGMAN. 


Met enly timely sub- NOTE: Bonafide Priority Numbers 
stitutes for copper, Absolutely Required 

brass, rubber, steel, etc., 
but a permanent replace- 
ment for these strategic 
materials. Available in all 
usual sizes. Send for free 













Then investi- 
gate SARAN 
PLASTIC tube, 
pipe and fit- 





Workers who must carry things 
efficiently choose Walton. Rugged, 
compact, dependable. 


sample and Bulletin P-4. Order from your jobber. Write us 
for new Catalog Sheet illustrating 


HODGMAN RUBBER co. and listing all styles and prices. 


| ‘SAIRAN seen WALTON PRODUCTS COMPANY 


\ pat, No. 2160981 ~_——_ San Francisco, 121 Second St. 2606 North Cicero Ave., Dept. 54, Chicago, Illinois 























oF. AND ALUMINUM \ ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER * AND ‘DURABI LITY: for Ny N olcm ze): 


maves roots MAYES BROS.TOOL MANUFACTURING CO.,Inc. PortAustin. Mich. 


1943 
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EXTRA SALES AT YOUR 
PAINT COUNTER! 


O66 Us. Car ore 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


a teaspoonful deodorizes a 
full gallon of paint! 25c size 
good for entire apartment 
Ridsme! does not affect 
color, drying or durability 


ENCOURAGES wet 
AND BRUSH AL 


No ‘closed season 
for painting when 
Ridsmel is used 


DISPLAY CARTON 
SELLS FOR YOU! 


Try a box on 
your counter 

7 sample order, 3 
dozen 25c bottles 
$5.40. FOB. N Y 


CHEMICAL CO. 


25th St., NEW YORK 


HOLLEY 


122 East 








MACHINE SHOP CHISELS | 


GUARANTEED 2 FOR 1 


OXFORD TOOL COMPANY 


1633 N. 2nd Street 


G. G. CAMPBELL, Pres. 
Philadelphia, Pa. 











Ne. (a 


STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. S8th St. and Hamilton Ave. 
@ CLEVELAND,OHIO © * 


2"xio" 
x7” deep 


BGrieck 














LAWN MOWER 


REPAIR PARTS 
ltesctdanetal 


WRITE TO 


:2 5 A.M. Collot Supplies 





221 N.W.8 “Ave.Miami Fla. 


98 





|clean get from two to five years | 
|more service from them. Equip | 


| 





| cause 
| Once 





Merchandising a Floor 
Sander Rental Service 


(Continued from page 50) 
wrenches and cord with the ma- 
chine. Supply the customer with 
finish the 
job and allow him to return what 


for credit. 


enough sandpaper to 


he does not use 


It is advisable to have a cus- 


tomer call for and return the ma-| 
chine. The average rental floor | 
sander today is weighted so it can 
be easily carried by one 


By making deliveries you cut into 


person. 


the profit on the rental and your 
customer will not enter your place 
where he 
other goods he 


of business might see 


needs. Remember 
deliveries are expensive. 

Most rental 
equipment furnish what is known | 
“rental record book” at no | 
to the dealer. books 
act as a receipt for the equipment, 
actual time the 
is rented, the amount of sandpaper 


manufacturers of 


as a 
cost These 


show the machine 


sheets 
turned 


purchased and those re- | 


and the amount of floor 
finishing materials purchased. One 
copy is given to the customer, one 
is retained by the 


fore, 


There- 
hand at all 


dealer. 


have on 





you 
of the | 
progress you are making with this | 


times an accurate record 


service department. | 
After the machines are returned | 
they 


of dust either with a 


from a_ rental should be 


blown free 
compressed air line or a bicycle 
fact that 
dealers who keep their machines 


pump. It is a proven 


yourselves with modern machines 
and if you have equipment that 
is obsolete it is wise to turn them 


in for new machines which are 
easier to handle, easier to rent and 
attract more customers. 

are | 


your best silent salesmen for floor | 


Floor sanding machines 
finishing materials, sandpaper and 
other allied items. New customers 
will enter your store simply be- 
can offer this service. 
have their first 
up to you. The atten- 


and courtesy 


you 


they made 
it is 
help 


from 


visit, 


tion, they re- 


ceive you will determine 


whether or not they will always 





be steady customers. 








OF EVERY DESCRIPTION 





Catalogue on Request 


Derby, ‘ia. MU. S.A 


KEY BLANKS 


GRAHAM MFG. co. 











Now is 
money makers! 
clear sailing 
xiensive planting 

Hach plant is 


No priorities, 


in Victcry Gardens. 


ind sell the goods 
All sorts of sales helps supplied 
posters, photos, mats for ads, etc., 
used by many other firms. 
Write Us Now For Further Details 


Brookings, South Dakota 


NSHINE 


Proacé bali 
UN: 


EMO 


MADE IN U.S A 


“ASK YOUR JGBSER 
ves ous EXTRA VALUE 
£0 —& CHAMOIS 








HOYT & WORTHEN TANNING CORP 


HAVERHILL. MASS 





FRUIT TREES AND SHRUBS 
Especially Wrapped For Store Trade 


the time to cash in on these fast moving 
no rationing,—all 
And the Government is advocating 


individually wrapped in moist 
packing material, water proof paper and a beauti- 
fully colored illustrative wrapper to arouse interest 


like colored 
so successfully 


CARL A. HANSEN NURSERY 








File Handles 





Patented), 
and safety to user 
40 years. 


Troy, Est. 1831. 


TROY—BEST 


‘Rigid 
Metal to 
Metal 
Grip, 
assures detter workmanship 
A favorite for over 


TROY FILE WORKS 


N. Y. 











Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 

















HARDWARE AGE 


AP! 





























The name WRIGHT has been identified 
with the wire industry since the early 
‘eighties and has always stood for quality. 


For example, WRIGHT HARDWARE 
CLOTH, wire woven on modern looms that 
produce remarkably even mesh. When vic- 
tory comes, this standard product will be 
available in increasing quantities. 


GE WRIGHT wee co 


OR a On tn i SL 














Here’s a Quick Way 


To Find Who Makes 


A Certain Product When 
Only the Trade-Name Is 


Known to You— 


Look for that Trade-name in the General Direc- 
tory Section of the: “Who Makes It?” Number 
of HARDWARE AGE. You'll find it listed 
alphabetically under the product heading of the 
item in question. Alongside the Trade-name 
you'll find the name of the manufacturer who 
makes it. In this same list appears the firm 
name and address arranged alphabetically. 
Keep this Merchandise Directory Issue right at 
your finger tips where it will solve your buying 


problems in a jiffy. 


HARDWARE AGE 
100 East 42nd Street, New York City 








APRIL 





1, 1943 











VICTORY WICK 





FOR O/L-BURNING WICKLESS STOVES 


.... PINCH HITTING 


FOR THESE FAMOUS WICKS 
FLAM arOASTER 


















oo doing a REAL JOB / 





iovernment need, in connection with the war effort, ha 


sharply cprtalle d the production of both GLASWIK 
Spun Glass wicks and FLAMEMASTER asbestos wicks 
er we will e¢ war to fill your needs as fully as 
ditions permi a ‘‘Big League’ substitute we 
off r you the VICTORY wicK a tested and prover 
asbestos paper wick _ lights qui kly and produce 
good flume it’s really more than a pin h hie ter 
hecatse a performance is strictly Firs t Cla 
veniently nacke vs ~ 34 2 se lengths; in four sizes ‘to 
any stan yon't ris sk’ t los of 


t 0 
ORDER ‘You t ‘SU P P LY OF VICTORY WICKS 
yw! 


= ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 
PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 


North Wales, Penna. 








STEP AND ELEVATOR BOLTS 


Lamson Elevator Bolts are made in four standard types. 
No. 1, flat head countersunk; No. 2, oval head; No. 3, 
flat head, with slot, four fins beneath the head; No. 4, 
flat head, four fins beneath the head. Stocked to %-inch 
diameter; with large heads to Bolt Institute standards. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


TEE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 






LAMSON & SESSIONS 













Me 











Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.. 5.00 
Each additional word... , 08 


Positions Wanted 
(Special Rate) set solid, maximum, 
SD WOGED cc cccccccccssces leécmanes $1.00 
Each additional word......... 05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


Ge TE nn oe 6b nncscasenntsvvee $6.00 
Each additional inch......... 4.00 
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ATTENTION BUYERS OF— 


sisting of locksets for store, front and 


numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional informa- 
tion, write— 


Iders’ and shelf hardware contem- } 
ting a visit to New York City. 
Priorities Necessary! Nationally- 
»wn brands in stock for immediate 
ivery! The largest and most com- 
te assortment in the country, con- 


ide doors, steel and bronze butts, 
‘rome cabinet hardware, and thou- 
ids of miscellaneous items too 


Box H-192, eare of HARDWARE AGE 
190 E. 42nd Street, New Yerk City 


WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE CoO. 
OXFORD, PA. 
We also buy factory closeouts, 
surplus or discontinued items. 

















WANTED TO BUY 
from one box to any quantity 
.22 shorts only. 


Write best price for cash. 
Address Box H-204, care of HARDWARE AGE 
100 E. 42nd Street, New York City 








Con 
by 


priced to sell jobber trade. 


SPECIAL 


a 
2 | 
Large Quantity of GARDEN HOSE NOZZLES 2) 


Available without priorities, due to 


version of other type defense work 
manufacturer. Immediate delivery, § 








FOR SALE 
Hardware wall fixtures. Oak 
ft. high, 92” long, 34” deep. 
Units has glass doors in upper sections. 
Units has sample boards. 
Nail, Counters 9 ft. long, 25” wide complete with 


NOS 


galvanized nail bins. 














4 
y  «Address—HOSE EQUIPMENT CO. 3 THE FISCHER BROS. CO. 
} 1652 Loma Vista, Pasadena, California § 231 Hosen yp tng? SO Ohio 





SALESMAN SPECIALTY SEEKS TWG 


OR 1 


‘HREE items for New York’ Metropolitan 
iriware trade. Good contacts. Shipyards, 

ss Box H-2l6, care of HaRDWARI \Gt 
t2nd S N. Y. Cit 


WANTED STORE CLERK AND SALES 


MAN 


materi: 


Island 
prefer 
WARE 


for hardware, paints, housewares, huilding 
als. et Old established business on Long 

Man with some experience in these lines 
red Address Box H-215, care f Tlarp 
Act 100 FE 42nd St., N. Y. City 


WANTED: SALES CLERK TO TAKE 


complete charge of t 1 vholesale paint 
hardware and~= rooting lepartment Positior is 
stead Salar will epend on ag essivetiess, th 
1 of good conmmon sense, and the ability to i 
rease sales and maintain goodwill Pref nT 
one who i familia with these line- Posit 
s in Mt. Kisco, N. ¥ Address Box H-213, care 
of Harpoware Acre, 100 E. 42nd St... N. Y. City 
JOBBERS AND RETAILERS ATTENTION 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plum 


ing and electrical supplies, paints, etc. No stock 


too la 
our t 


Broad 


AT 


rge or too small for our consideration. Get 
rice before you sell. Write Box 582, 1474 
way, N. Y¥ 


TENTION JOBBERS—FOR YOUR RE 


QUIREMENTS of all brass, rubber, china, and 


iron, 


plumbing and heating specialties, send wus 


your inquiries. Write for our catalog and price 


list 


Address Plumbing Products Company, 


Charlestown, Mass 


WA 

AMM 
tance 

Vendi 


(ity 


SAI 
STOR 
ialty 

AGE, 


NT: .22 CALIBRE SHORT AND LONG 
UNITLON--will pay $100. per case—-dis 
no barrier—cash waiting. Adk 
ne Machine Co., 220 W. 42: 
Wisconsin 7-8610 


lress Peerless 


ESMEN CALLING ON HARDWARE 
ES. We have an interesting side line spe 

Address Box H-199. care of Harpware 
100 E. 42nd St., N. Y. City. 





FOR SALE HARDWARE AND INDUS 


rRIA 
dustriz 
to me 
trade 
Harpy 


100 


L supply business. Located in highly in 
alized sectior f North Jersey. Well stocked 
et demands of both retail and industrial 
Act at once. Address Box H-217, care of 
ware Ace, 100 E. 42nd St... N. Y¥. City 





ATTENTION MR MANUFACTURER - 
WRITE FOR my plan to look after your interest 
in the Minneapolis, St. Paul Territory for the 


Duration Well known in hardware, electrical, 
small tool and automotive jobbing trade and 
chain — stores Address Box H-189, care of 


HARDWAR Acer, 100 E. 42nd St., N. Y. City 

SALESMEN CALLING ON JOBBERS AND 
dealers for paint specialty sideline. Address Box 
H-207, care of Harpware Ace, 100 E. 42nd St., 
N y City 


CASH PALD FOR HARDWARE AND allied 
products and lines wanted on commission basis 
by well established hardware distributor in south 
ern states. Address Box [i-208, care of Harp 
wake Ace, 100 E. 42nd St., N. Y. City. 


MANUFACTURER'S REPRESENTATIVE 
DESIRES LINE-~ 20 years’ acquaintance with 
hardware and paint trade in Chicago and vicinity 
Address Box H-209, care of Harpware AG 
100 E ‘2nd St., N. Y. City 


HARDWARE AND HOUSEWARES STORE, 
ESTABLISHED 28 YEARS, located in farm 
d 


lustrial community in Eastern Penna 











Ine 1 

Large vol with local plants who have hich 
priority ratings Inventory is large and well 
rounded \lso cstablished liquid petroleum cas 
business which can be bought with store or will 
he sold separately Owner’s health, necessitating 
change of climate, reason for selling. Address 
ox H-210, care of Harpware Acer, 190 E. 42nd 

N. Y¥. City. 


ATTENTION HARDWARE. PAINT, 
PLUMBING, HOUSEFURNISHING = dealers 
ind jobbers. We pay the highest cash prices fox 
entire stocks, stores and job lots of such mer 
chandise. Please let us know to give you our 

ter Address Box H-211, care of HAaroware 
Acre, 100 E. 42nd St., N. Y. City 


MANUFACTURER’S SALESMAN with good 


record successful seiling, for 15 vears represent 
ing Remington Arms Company. Excellent follow 
ing among hardware and sporting goods jobbers 
in east and middle west. War restrictions make 
change necessar Canable of training salesmen 


and conversant with jobber and dealer problems 
Draft exempt. married and willing to locate where 
opportunity affords. Address Box H-214,. care of 


Hareware Ace. 100 E. 42nd St.. N. Y. Cits 





WANTED: ANY SIZE BULL OR bar tvpe 
tractor chains) Write immediatelv Address Box 
H-212, care «f Harpware Ace, 100 E. 42nd St., 
N. Y. City 


Coming Conventions 
and Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 11-12, 
1943, at Birmingham, Ala. Headquarters 
and sessions at the Thomas Jefferson 
Hotel, J. H. Crowe, 410 N. 2Ist St., 
Birmingham, Ala., is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 12-15, at the Hotel Pea- 
body, Memphis, Tenn. Charles F. Rock- 
well, 342 Madison Ave., New York City, 
is secretary of the Manufacturers’ Asso- 
ciation, and T. W. MeAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary 
of the jobbers’ association. 


Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. 


Triple Mill Supply Convention, 
May 10-12, 1943, at the Netherland 
Plaza Hotel, Cincinnati, Ohio, compris 
ing the Southern Supply & Machinery 
Distributors’ Ass’n, E. L. Pugh, 314 
Volunteer Bldg., Atlanta, Ga., secre- 
tary; National Supply & Machinery 
Distributors’ Ass’n, H. R. Rinehart, 505 
Arch St., Philadelphia, Pa., secretary. 
and American Supply & Machinery 
Manufacturers’ Ass’n, R. Kennedy Han 
son, 1108 Clark Bldg., Pittsburgh, Pa., 


general manager. 


Sheet Metal Distributors, National 
Association of, war-time conference 
May 17-18, 1943, at Cleveland, Ohio. 
Headquarters and sessions at Hotel 
Cleveland. Thos. A. Fernley, Jr., 505 
Arch St., Philadelphia, Pa., is secretary 
treasurer. 


Southern Hardware Jobbers’ A- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As 
sociation, April 12-15, at the Hotel 
Peabody, Memphis, Tenn. T. W. Me 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association, 
and Charles F. Rockwell, 342 Madison 
Ave.. New York City, is secretary of 
the manufacturers’ association. 


“Tidy-Wall” Cleaner 


A liquid cleaner for walls and wood 
work. According to the maker, it will 
not damage the paint and will not leave 
a streak or ring. The gallon size is 
ready fer distribution. Packed in one 
gallon glass jugs, four gallons to a 
carton. Weight per carton—52 lbs 
The cost to the dealer is 70 cents per 
gallon, f.0.b. New York. The Tidy-Wall 
Co.. 1612 York Ave., New York City. 


HARDWARE AGE 
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* other critical materials and yet to maintain the high standard y& | “ nro er x —— —s knob | (é 
. . . ~ s ‘4 
operating efficiency for which Clayton and Lambert tools are Dimanshe ones a tines pros sa asine Waal a 
recognized. | knife 3 i ‘4 
> ; “Victory” torches are one quart or one pint. Steel tank * SELL FAST ON SIGHT 
with rust-protection coating; also steel strap handle and fittings. A true sight seller. Stock these now and get quick f 
Burner, pump barrel and check valves -are of brass. profitable turnovers. 40% DEALER DISCOUNT 
* Write for latest model and price list. * LIST PRICE: 15¢ EACH 
Packed 12 to carton. Shipping Weight per 








SPARTANS BIRD HOUSING PROJECT 


Made of ponderosa pine with removable bottoms for cleaning. 
Stained to prevent rot, termites and fungus. Water-proofed 
against rains. Sturdily built and smartly styled. Larger wren 
house measures 6''x6". Order from your jobber today. 
Jobbers: Write for hardware assortment and catalog sheets. 
THE SPARTAN CO 1498 Merchandise Mart, Chicago 
. Factory: Minneapolis 
















GENUINE AJIEY PRODUCTS 


SLandard Sreryurhere 
HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, } 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


MOLDED RUBBER GOODS sesd32ris 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 






Established 1879 
~— aso BARN EQUIPMENT anp 


HARDWARE SPECIALTIES | | i; 6 an 8 ew 


*‘Guaranteed to satisfy the user’’ 
SEND FOR CATALOG WEYA'E:YE5: Ub 0 eA Es 
OF COMPLETE LINE BOSTON, MASS. 


A 











THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA. 




















NEW JAR SEALER—_BIG PROFITS 
FOR DEALERS ; 


Thousands of American Housewives hin 


* —_ “ys ” ' Want This Clever Canning Helper, Now 
Now C & L Victory Blow Torches! The new Nork-On-Wood JAR SEALER is the first Me Vi 


@ ‘“Victory"’ model torches are designed to conserve brass and sensible aid in canning foods, for every housewife (sj a \ 


* 


carton: 1 Ib, 11 oz. 
Orne or through your jobber. Send today for cata- S ae 


CLAYTON & LAMBERT | Sg i 


MANUFACTURING COMPANY * DETROIT, MICHIGAN NOCK-ON-WOOD COMPANY BLOOMFIELD, IOWA 


\ \ 
" 

















GREYHOUND PRUNER No. 26 
Here is one of Ohlen-Bishop's — 
tine line of pruning saws. Spe \ Cee EE Ee: 
cial curved shape is favored \ r Cy/ 
by tree aeegeeets ; a pi ; i = mee,’ 
and telegraph maintenance \<ecz Of / 
crews and orehardists, Fleam \ eX , 
type teeth made to cut on the \ BY 
draw stroke. Comfortable grip \ —— / 
gourd type handle A good \ << = 






seller you should have’ in 
stock, 


OHLEN-BISHOP SAWS 


COLUMBUS, OHIO LAWRENCEBURG, INDIANA 


RedDeovil ¥ 
THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there's no substitute for quality. 

Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, N. J, U.S.A. 
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In War Dress! 
PUSH-LESS 


MOORE HANGERS 


The hanger-with-the twist now comes 
in black instead of nickel finish. Sell 


them in combination with 


MOORE PUSH-PINS 


\ for every pin-up or hang-up need 
They're profitable for you—de- 
pendable for your customers. 


‘ \\ 
Li LY 
- 113 Berkley St., 





MOORE PUSH-PIN COMPANY 





PLATFORM, 
HAND and 
OD. Gu aon en a. 


Fairbanks . 


The Fairbanks line of Hand, Platform 
and Box Trucks consists of a type for 
practically every service. It is the most 
complete, the most modern line on the 
market. 

Fairbanks take the most brutal punish- 








ment without damage because they are 
reinforced. 
They’re backed by over 50 years’ 
experience. 


Write for Catalog No. 51-52 and price list 


THE FAIRBANKS COMPANY 
400 LAFAYETTE ST NEW YORK, W. Y. 


Boston, Mass. Pittsburgh, Pa 














re 


_A\_ Keep this Prorit-Picture 


Gam te in your mind 
Zp 





CHORE GIRL will be back again 
| —when copper is available for 
| cleaning use. In the meantime, 

don't forget her. Your customers 
won't. After the war, housewives 


CHORE GIRL 


METAL TEXTILE CORPORATION 
Orange, N. J. 














will appreciate this famous 
little cleanser more than ever. 








Genui"° DOMES & SILENCE 





SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 


& FLOORS - CREATE QUIET 
(E; 


Look for name 
Domes of Silence — Insulated Cushion Glides 








“Domes of Silence" 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C 
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Lamson & Sessions 
Larson Co., Chas. O. 
Lloyd Products Co. 
Lockwood Hdwe. Mfg. Company 
Lufkin Rule Co. 


M 
Macklanburg Duncan Co. 
Mayes Bros. Tool Co. 
McCambridge & McCambridge 
Co 


McCormick Sales Co. 
Iron Glue Div 
Red Arrow Div. 
Metal Textile Corp. 
Midwest Stove Co. 
Miller, R. E. 
Minute Mop Company 
Moore Push Pin Co. 
Morse Twist Drill & Machine Co 
Murray, John 
Myers & Bro. Co., F. E 


N 
National Mfg. Co. 


| National Screw & Mfg. Co. 
| Ney Mfg. Co. 





| Smith, 


Nock-On-Wood Ltd. 


° 
Ohlen-Bishop Co. 
Oxford Tool Company 


P 
Parker-McCrory Mfg. Co. 
Phoenix Mfg. Co. 
Progressive Mfg. Co. 
Puritan Cordage Mills, Inc. 


R 
Raybestos Manhattan, Inc. (indus- 
trial Sales Div.) 
Ray-O-Vac Company 
Remington Arms Co., Inc. 


S 
Schalk Chemical Co. 
Schatz Mfg. Company 
Schwartz Mfg. Co. 
— Bronze Powder & Stencil 
°. 


Shelby Spring Hinge Co. 
Inc., Landon P. 
Spartan Co., The 
Speaker Corp., J. W. 
Stanley Works 


Stevens Walden, Inc. 


T 
Toxite Laboratories 
Troy File Works 


U 


| Union Hardware Co. 


Union Steel Products Co. 

United Brush Manufactories 

United States Plywood Co. (Weld- 
wood Div.) 

United States Steel Co. 

Utica Drop Forge & Tool Co. 


v 
Vichek Tool Co 


Ww 
Waldorf Astoria 
Walton Products Co. 
Weather Seal Co. 
Wenzel Tent & Duck Co., H 
Westinghouse Elec. & Mfg. Co 
Wickwire Bros., Inc. 


| Wickwire Spencer Steel Corp 


A 
Ackerman Steffan & Co. 91 
Allen & Co., Inc., S. L. 87 
Allen Mfg. Co. él 
Alliance Mfg. Co. 92 
Ambassador Specialties, Inc. 91 
American Chain & Cable Co., Inc 28 
American Chain Div..... 28 
American Manufacturing Co. 2 
—— Molded Products Sales 
oO. 
American Pad & Textile Co. 83 
American Safety Razor Corp. 53 
American Thermos Bottle Co. iT} 
American Wire Fabrics Co 10 
Apex Oil Products Co. 14 
Appleman Art Glass Wks. 82 
Armstrong Bros. Tool Co. 94 
Atlas Asbestos Co. 99 
Averbach, Inc., Theodore 82 
B 
Bayer-Semesan Co. 95 
Boss Mfg. Co. 95 
Briggs & Stratton Corp. 55 
Burgess Seed & Plant Co 66 | 
Cc 
Carrom Industries, Inc. 67 
Central Paint & Varnish Wks. 82 
Cheney Hammer Corp., Henry 71 
Clayton & Lambert Mfg. Co. 101 
Cleveland Mill & Power Co. 67 
Cleveland Wire Spring Co 98 
Coldwell Lawn Mower Co. 89 
Collot Supplies, A. M. 98 
Columbia First Aiders 69 
Columbian Rope Co. | 
Consumers Glue Co. 93 
Corning Glass Wks. 19 
Cross, W. W. 101 
Cyclone Fence Div. 23 
D 
Deming Company 71 
Devoe & Raynolds 104 
Diamond Calk Horseshoe Co. 93 
Dietz Company, R. E. 11-12 
Domes of Silence 102 
Drake Electric Works, Inc bh) 
E 
Elastic Tip Co. 101 
Ellwood Company 85 
Embury Mfg. Co %6 | 
F 
Fairbanks Company 102 
Federal Tool Corp 65 
G 
General Hdwe. Company 22 
Gits Molding Corp. 75 
Graham Mfg. Co. 98 
Greenlee Tool Co. 62 
Griffin Mfg. Co 77 
H 
Hammond Paint & Chemical Co. 88 
Hansen Nursery, Carl A. 98 
Hercules Powder Co. 4-5 | 
Hickey Sales Co. 92 | 
Hodgman Rubber Co. 97 
Holley Chemical Co. 98 
Holt Mfg. Co. 20 | 
Hoyt & Worthen Tanning Corp. 98 
Huenefeld Co. 106 
| | 
Indiana Steel & Wire Co. 94 | 
J 
Johnson Steel & Wire Co., Inc. 86 
K 
Keystone Steel & Wire Co. 21 


Witt Cornice Co. 
Wood Shovel & Tool Co. 
Wright Steel & Wire Co., G. F 


x 
X-Acto Crescent Prod. Co., Inc 


Y 
Yale & Towne Mfg. Co 
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THE 21ST EDITION 
OF |THE MERCHANDISE 
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NUMBER OF 
HARDWARE AGE 


0 Is now actively performing a 
*§ QUICK FACTS ABOUT 
rare THE VITAL USEFULNESS 


oT oe vem oe enenen and retailers of hardware 


ANWAR MAS WE Areawesewn 





vital wartime service for wholesalers 


90 1. 739 pages of Product Listings & 


8\ § Condensed Catalogs—streamlined to HIS new edition has been streamlined to meet the urgent needs of 


. 69 help hardware retailers and whole- 26,00) é r ers 
ics © aie cath Miah cntios saat 000 Hardware Buyers. 
94 tions. 
10 i 
tH . In one book they can locate all important hardware manufacturers for 
2 § 2. 330 pages of Product advertis- substitut ] one : 
stitute or alternate products of non-critical materials to make up for the 


7 ing—the ad-catalogs of 525 manu- 
loss of sales and revenue on normal products which are now unavailable. 


69 facturers. 

47 3. Over 20,000 manufacturers . oF , 

<e inet ot ts es ee This makes the new edition more useful, more needed, than ever before— 
——- a po oie a veritable lifesaver—a key to gearing their merchandising activities for a 
—all streamlined and modernize ‘ S it ‘ 

20 for quick and easy reference. more profitable survival under today’s conditions. 

7 

3 

Veld- 4. More than 30 Editorial Refer- Equally important is the Editorial Reference Data presenting a summary 

ence pages present needed data on of war-time orders affecting hardware store merchandise, priority “P” 


a variety of subjects vital to hard- : 
| ware merchants. Included are sum- orders and up-to-the-minute data on a variety of subjects vital to hardware 
7 maries of war-time and priority “P” merchants. 

orders affecting hardware merchan- 
dise. 

In every way this 2]st coming-of-age edition of “‘Who Makes It” is a 


5 | 5. Special fisting of trade names splendid example of the editorial service that has made HARDWARE AGE 


7 and house brands owned by and : 
: originating with hardware jobbers. the acknowledged leader in the field. 


6. The most complete and compre- 

75 hensive Directory Number ever pub- 
26 lished of manufacturers of Hardware, 

F... 7 Tools, Household and Kitchen ware; WA R E A G E 

Farm, Garden and Dairy Equipment; . 

Insecticides, etc.; Paint, Stoves, 











. mage 4 cures su Tee 100 East 42nd Street, New York, N. Y. A. B.C. © Charter Member © A. B. P. 
items made of non-critical materials 
3 to meet war-time conditions. A CHILTON ®© PUBLICATION 
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We are making 6% 
for YOU with current 
DEVOE Advertising | 


A NEW CAMPAIGN IN LEADING MAGAZINES 
TO BRING YOU SALES AwD. PROFITS 
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au 1s DEVOE A sonal 


ler 
hen You Point the Sater 
™ ory your nome? 


ADVERTISING is a salesman... calling on customers... waking up i 


prospects. This spring ...at the height of the freshen-up season... 


we are adding to your staff millions of ‘‘salesmen’’ in the form of 
advertisements to help you sell the fast-moving specialty, Dehydray, 


sore or ali ie 


and the famous Devoe 2-Coat System of house painting. 
They are good salesmen — these colorful, interesting, selling adver- . 
tisements in American Home, Better Homes & Gardens, House Beautiful, 


eatin 


House & Garden, and Successful Farming. They are calling on the home- 
loving people who are your neighbors . . . selling them Devoe. . . selling 
your services as the leading paint dealer in your community. 

Displays in your store... tied in with this advertising ... make it 
work right at the point of sale... converting desire into decision... 
impressions into sales. So... make this national advertising work /ocally 
by identifying yourself with it... letting people know that your store 
is headquarters for Devoe. \ 


In Institutional and Industrial Fields, too, we’re advertising Devoe products 

for maintenance of factories, schools and hospitals... reaching buyers 

and key executives right in your community through Modern Industry, 

Factory Management and Maintenance, Textile World, Nation’s Schools, 

and Modern Hospital. Here is big volume business .. . sponsored for you 
. waiting for you to make the sale. 


ee 


A DEVOE Franchise is a valuable asset. They are still available in some com- 
munities. It will pay you to write us for complete details — today. “People who 
know — handle Devoe.” 


DEVOE & RAYNOLDS 


The 189th Year of the Oldest Paint Maker in America 
NEW YORK CHICAGO 
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Conservation Program 
Depends on Hardware Man 


It isn’t enough when millions of Americans decide in theit 
own mind that one of their contributions to help winning 
the war will be to take good care of the things they have! 

It takes more than that. 

It takes the ability to secure screws and nuts and bolts 
and tools from the Hardware Man whenever the need arises. 

Thus, the Hardware Man must stay on the job — his 
store must always be the headquarters for the conser- 
vation program. 


Remember, “Hardware guards the home front.” 











Ts 


GUARDS THE 
HOME FRONT 
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THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 





BLU HOT 


ADJ UBSEIA BLE 


= = 
‘ = 
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KEROSENE Wiebtoss 
S%* RANGES [a 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS”’ 
the Quality Leader. 




















PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Teble Model 
C-28-N High Leg Model 





VICTORY 
MODELS 
For the 


Duration. 
C-39-N Table Model 
C-38-N High Leg Model 


B Oo Ss S O V | > N s Nationally Farnous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 
— 2! 5 ‘- ; 






























RANGES « STOVES « OVENS °° HEATERS 
THE HUENEFELD CO, CINCINNATI, OHIO 


























